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Install the leader*%.. 
Perfect Circle 2-in-1 
chrome piston rings! 


Survey after survey proves Perfect Circles are 
preferred by more people than any other ring! 


To the Doctor of Motors this means: 


1, LESS SALES RESISTANCE 
2. MORE RING INSTALLATIONS 
3. MORE PROFIT 


* 

‘ because ... Perfect Cirele’s 2-in-1 

e Chrome piston ring set has both the top ring and 
the oil ring plated with thick, solid chrome. Entire 
area of ring travel gets complete wear protection 
more than doubling engine life. Customers are 
assured thousands of extra satisfying, economical 
miles of sustained power and positive oil control. 
No tedious break-in as rings are lapped-in at fac 
tory. Perfect Circle Corporation, Hagerstown, In- 
diana; The Perfect Circle Co., Ltd., Toronto, Ont. 


Perfect Circle 


2 in 1 chrome piston rings 


The Standard of Comparison 





YOU! Ger the Brakes: 


with the NEW Heavy Duty 
VAN NORMAN “SPEEDY-BRUTE” 














* Patent applied for 


The Best-Equipped Shop* 
Gets the Business! 


Brake Drum 
Lathe 


Here’s a new Lathe 
that has everything! 


Revolutionary new ‘Load 
Compensator’’* which compensates 
for weight on the main spindle. Also 
overhead steel track permits “‘one 
man operation’”’ when loading extra 
large dual wheel mounted drums. 
Sensational Wet ‘“Vapo-Jet”’ 
Grinding Attachment that permits 
dust.ess turning and grinding 
simultaneously and gives a super 
wet ground finish! 

“Flick-O-Matic’”’ quick change 

feed transmission permits 
instantaneous selection of slow, 
medium, fast and super-fast feeds. 
Variable Speed Drive permits 

rapid selection of any speed 
required from 20 to 100 RPM. 
Revolving and sliding 3” main 
spindle construction permits easier 
access to the interior of the drum .. . 
has full 16” of travel! 

No other heavy duty Brake Drum 
Lathe gives you all of these features. 











See your jobber now, or write to Van Norman Co., 
Springfield 7, Massachusetts. 


ASK US ABOUT our new "5- 
Year Lease” Plan... and our 
new 10-year “Pay-As-You- 
Depreciate”’ Plan. 
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SERVICETIPS:- ag 
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e TANKS 


USE A SHEET METAL SCREW LARGER THAN THE HOLE IN THE 
GAS TANK. PUSH SCREW THROUGH A PIECE OF GASKET 
MATERIAL. APPLY FORM-A-GASKET NO.1 AND INSERT 
SCREW TIGHTLY INTO HOLE. 


RUST ON THE END OF THE EXHAUST PIPE (ABP aNd 
AND ON THE TAILPIPE SOMETIMES MAKES 

IT DIFFICULT TO FIT A NEW MUFFLER. 

APPLY AVIATION FORM-A-GASKET NO.3 

TO THE ENDS OF BOTH PIPES AND THE 

ASSEMBLY WILL BE EASY AND STAY TIGHT. 


Form-A-Gasket withstands the enormous pressures of modern 
high compression engines. lt is unaffected by gasoline, hot or 
cold oil, grease and water, anti-freeze. Always say PERMATEX 


SOME CASES OF CLUTCH CHATTER HAVE Form-A-Gasket when you order sealing compound. 
BEEN CAUSED BY OIL LEAKING INTO EVERY SHOP NEEDS ALL THREE TYPES 
THE CLUTCH HOUSING THROUGH THE ordi Pe apctib cre Ate 

FLYWHEEL MOUNTING BOLTS. A SMALL Sho. 2 Bets slowly. Renate pitable. 
AMOUNT OF FORM-A-GASKET NO. 2 No. 3 — Brushable. Sets to a paste. Remains tacky. 


APPLIED TO BOLT OR a THREADS 
So Leth FORM-A-GASKET 
* 
MORE THAN 50 CHEMICAL PRODUCTS +-OR BETTER 
PERMATEX COMPANY, INC., BROOKLYN 35, N. Y. auromorive manvrenance 
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HERES HOW 


HASTINGS § 


PREVENTS 
HALF-CLEAN OIL! 
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... and KEEPS OIL CLEAN 


from filter change to filter change 
when replaced as normally recommended! 


Hastings has it! 


Densite . . . an amazing new type of filtering material that absorbs 
dirt through its entire depth and prevents half-clean oil! 

Densite is made of millions of selected raw cotton fibres so tightly 
packed, oil must flow through countless tiny openings, pass many 
surfaces of fibres. Dirt and abrasives that wear an engine, shorten 
its life, cling to these fibres—and stay there! 

Because Densite does a better filtering job over a longer period 
of time, car owners who use Hastings cartridges—and replace 
them at normal recommended periods-~-get clean oil from filter 
change to filter change!* Here’s a strong selling point you can 
cash in on. 

Next time you change a customer’s oil — install a Hastings car- 
tridge. There can be no channeling, by-passing of oil or migration 
of filtering material. He’ll have clean oil all the time and you'll 
have a profitable repeat business! 


* This fact has been proven in recent testa by the Pittsburgh Testing Laboratories in accord- 
ence with U. 8. Bureau of Standards procedure. 





OIL FILTER DIVISION + HASTINGS MANUFACTURING CO. « HASTINGS, MICHIGAN 
Oil Filters, Piston Pings, Casite, Spark Plugs 


HASINGS 


OIL FILTER CARTRIDGES 
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YAZOO 
MASTER 
MOWER 


ROTARY MODEL AV-20 
2.5 hp 4-cycle; 20” biede 


ARE YOU IN A RUT... trying to sell power mowers 
that look alike and act alike? 


Then—here’s the power mower that gives your sales 
a boost in the right direction! Here's the mower that 
outlooks . . . outdemonstrates . . . outperforms any 
other! 

It's the WHEELS that do it! BIG BICYCLE-TYPE 
WHEELS glide easier . . . won't bog down in turf! Have 
better weight distribution for greater safety . .. complete 
operator control! 


Yes—Yazoo will outsell any mower you've ever sold 
—hands down! SEE YOUR YAZOO JOBBER RIGHT 
AWAY! 

WE HELP YOU SELL with complete odverticing 
and merchandising program: 


1 Hard-hitting ods in consumer and trade 
magazines! 


Complete advertising ‘Kit for yout 
‘Seles Shots" bulletin to your salesmen! 


BELOW FOR 
COMPLETE 


SEND COUPON 
AND 


——“SO“_o“—_0uuee—=—-— 
Tp YAZOO MANUFACTURING COMPANY 
3407 Livingston Road, Dept. SA, 
Jackson, ee 


; gor" evare 
a eee eae ae ae ae re re 
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NEW! No. 9908 Mechanics Set 
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Watch the wage and hour activity in the new congress. Your pocketbook may gt all 
involved. Secretary of Labor James P. Mitchell is on record favoring a new minimum 
wage of 85c or 90c an hour to reflect the increase in living costs since the 75c 
figure became effective in '50. There's talk, too, of altering overtime provisions 
of the law which might prove costly to you. 





Important to you is: 
Mitchell would place workers in retail trades and services under the law, 
making it affect now-exempt automobile dealers and, presumably, operators 
of garages. The National Automobile Dealers Association is expecting this 
to be a “hot” issue this year. 





SELLING and at a NET PROFIT is a goal for many in '55 because: 
Discountitis is no longer confined to new- and used-car operations. Said 
one long-time garage operator: "I've got to get my shop volume up because 
now I can't sell you a tire and other plus-sales items, including accessories, 
at a profit because the chain houses will sell them to you at my cost." 





This is the year when long-standing reputations will be carved deeper-or else. 
Chrysler's sales are booming. Deliveries have been running at a 
high pace from Ford ar: Chevrolet showrooms also. The trade 
generally has accepted '55 as the proving ground in the sales 
battle between Ford and Chevrolet. Energetic Henry Ford II him 
self forecast two years ago it would be "about two years" before 
his plants could disgorge at a capacity which would challenge 
Chevrolet. With Plymouth snapping at Buick's heels for the 
former's usual third place, there's going to be "a hot time in 
the old town" this year. Chevrolet and Ford dealers know it. 





Studebaker-Packard's President Jim Nance has no illusions about the uphill fight for 
which he's been shaping his entire organization. He said at the recent Chicago press 
showing for the Packard that the goal was a slice of 300,000 units of the i955 pie. 

He admitted this was a modest increase, but explained that he looked upon this only 
as a starter toward the come-back job for which he was hired. Incidentally, Packard's 
"Torsion-Level” ride (page 50) is an astounding thing to watch in action. 





With the nation to pick from, the National Automobile Dealers Association, 
53,000 members strong, chose a Southerner to point up the road ahead for 
the country's dealers. Hayse Tucker (Ford, Lincoln and Mercury) of Tusca- 
loosa, Ala., will describe the path to be trod when he speaks at the con- 
vention in Chicago Jan. 29 to Feb. 2. Advance information indicated he'd 
not pull his punches but would "sell the real picture." 





Harassed management of any kind might consider the horse sense expounded on page 31. 

It comes from a former finance-company executive and used-car dealer who today directs 
one of the biggest franchised operations in the South. His appeal is for true leader 
ship and for less mouthing about current troubles. The counsel can be applied in shop, 
showroom or a jobbing business to make things tick better—and more profitably. 
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Texas’ Trucking Activities 
Rank High in Nation 


ITH 692,142 people employed 

in its highway transport in- 
dustries, Texas ranked third in 
the nation for 1954, following only 
Michigan and California which 
had 855,541 and 803,052, respec- 
tively, the Automobile Manufac- 
turers Association reported late 
last month. 

California led in employment in 
use of trucks with 524,069 people, 
and Texas came next with 433,642. 

For the sixth consecutive year, 
Texas led the nation with regis- 
trations of 74,857 new trucks. In 
total truck registrations, it ranked 
a close second to California with 
717,052 compared with California's 
778,086. 


Higher Parts Demand Seen 
By Anderson of AC 


ps: INCREASE of 10 to 14% in the 
parts industry was predicted 
for this year by Joseph A. Ander- 
son, general manager of AC Spark 
Plug Division of GM, last month. 
He pointed out: 

Currently there are well over 
50 million cars on the road. All 
will need some servicing of parts, 
such as spark plugs, oil filter ele- 
ments and fuel pumps, in 1955. In 
addition, demands for new cars in 
the next 12 months is estimated. at 
5,800,000. All of this adds up to a 
considerable increase in the parts 
field, which now does an annual 
business of better than 2 billion 
dollars. 


Buick and Chrysler Eye 
Growing Southwest 


ROWING importance of the 
Southwest as a market came 
Dec. 21 from Buick Division of 
General Motors when it was an- 
nounced that Dallas would be the 
headquarters for a new region. 
Said General Sales Manager 
Albert H. Belfie: 
“The rapid growth and develop- 
ment of the Southwest since the 


war has necessitated formation of 
a new regional headquarters in 
that area to insure stronger sales 
representation and better service 
to our dealers and customers.” 

Chrysler Division has expanded 
its regional set-up in the South- 
west twice, the last time only a 
few weeks ago, with officials ex- 
plaining that the growth of the 
market forced them to take such 
steps 


Colbert Cites Reasons 
For a Fine ‘55 


Pere: gee at a time last 
4 month when all Chrysler 
Corp. divisions were running over- 
time to meet heavy demands, 
President L. L. Colbert listed these 
reasons for predicting 1955 would 
be “one of the industry's biggest 
years:”’ 

1. Recent market surveys have 
shown that more than 60% of 
new-car buyers tend to replace 
them every two, three or four 
years. In 1950, 51 and ‘53 over 
13 million bought new cars and 
this year a large percentage of 
these buyers should be in the 
market. 

2. Conditions are favorable for 
an active market for good used 
cars, which in turn should lead to 
increased new-car sales. One in- 
dication of the big need for good 
used cars is the continued use to- 
day of between 8 and 9 million cars 
over 13 years old—cars built be- 


fore World War II. Most of these 
would have been scrapped if a 
supply of good used cars had been 
available, 

3. Of every 100 families that 
own cars, 88 have only one car 
And 14 million families have no 
car at all. Many of the families 
not owning cars are in brackets 
with earnings above $5,000 a year 

4. People are confident and in 
the mood to buy 

5. Nearly three-fourths of 
America’s family now have liquid 
savings. This is a higher propor- 
tion than in ‘53, and wearly as 
high as the highest proportion on 
record—at the end of World War 
II. Moreover, these families with 
savings have an even higher av- 
erage amount of savings than the 
amount held by families with 
savings at the end of the war 
The average now is $770, or $20 
higher 


Nance Visualizes 1955 
As “Even Stephen" 


W HILE two companies domi- 
nested in 1954, I think this 
coming year will be more of an 
‘even stephen’ proposition.” 

That's the way President James 
J. Nance of Studebaker-Packard 
Corp. summarized the market as 
he addressed the Chicago press 
showing of the '55 Packards 

Production this year may hit 
5,600,000, compared with about 
5,350,000 in ‘54, he forecast 





Bright "55 Predicted by GM President 


| | seommged H. “Red” Curtice, the 
man who not only helped lift 
Buick to new sales levels but who 
has acquired a reputation for ex 
cellent prophecies in this indus- 
try, did some more forecasting last 
month. 

The gross national product in the 
U. S. this year may exceed the 
$365 billion reached in 1953, said 


the president of General Motors 

“Business in the United States 
in 1955 will be substantially better 
than in 1954,” he said at Toronto, 
Canada, “and it probably will ex- 
ceed the record level of 1953.” 

He asserted that never in his 
long experience with the company 
had GM been in a better marketing 
position in all its lines 
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WILL THEY CHOOSE 
THE CAR YOU SELL? 


There’s a big choice. Good cars, too. But here’s a plus you can offer over and 
beyond the merits of the car itself. Associates’ Insured Payment Plan is 
the complete antidote to the buyer’s fear of monthly payments — the fear 
that’s always there. Cast out that fear and you’ve made yourself the man 
to buy from. Here’s how it works. Associates’ Insured Payment Plan 
makes the buyer’s payments for him if he’s sick or disabled. It pays his 
contract in full should he die. It gives him non-cancellable life, accident 
and health insurance without examination. It gives immediate 
coverage without red tape. Put yourself in his shoes. Wouldn’t it help 


sell you? So give us a call. Help those buyers choose the car you sell. 


Tht Od Shige buys... 
“The more often a salesman lends his 


customers a helping hand, the more often ‘ Z 
he'll get it back loaded with business.” — 


(The Old Sage is a composite of all 
the successful dealers we've known in 
over «i third of a century in the field.) 


Associates Investment Company 
hearing wit Me ine 100! Associates Discount Corporation 


‘The late owpitaty f, Hotel . 
10 Emmco Insurance Company 


pater 4 Hilo 
Ren the COM i gaittion Se : 
hearty ‘~“ South Bend, Indiana 
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Ford Claims First Place 
During 15 Months 


ENRY Ford II told his 10,000 
dealers in a New Year's mes- 
sage: 

“For the first ten months of 1954 
more people bought Ford passen- 
ger cars than any other make. In 
fact, for the entire 15-month peri- 
od from August 1, 1953, to Novem- 
ber 1, 1954 — a postwar period of 
free competition — the Ford car is 
first in sales . and our sales 
are continuing at a _ leadership 
rate.” 

Last year Ford sold more than 
2,000,000 Ford, Lincoln and Mer- 
cury cars, Ford trucks and trac- 
tors, or 13% more than in 1953, 
he said. 

“This all-time sales record per- 
mitted the company to increase its 
market penetration from 25.2% in 
1953 to more than 30% in 1954,” 
he commented. 

Ford declared: 

“Today about one of every three 
new cars on American highways is 
a Ford product, compared with 





R. A. Stranahan, Jr., has succeed- 
ed his father as president of 
Champion Spark Plug Co. in a 
major realignment of executive 
responsibility. Stranahan, Sr., has 
assumed the newly-created post of 
chairman of the board. F. D. 
Stranahan, formerly vice-president 
and treasurer, is co-chairman. 
Stranahan, Jr., joined the company 
in 1935 and became vice-president 
in ‘49 and executive vice-president 
Jan. 1, 1954. 


one out of four a year ago.” 

He said “sales records unequalled 
in our company's 5] years" were 
set during 1954 

As to '55, he observed 

“The year 1955 probably will 
witness the keenest and con- 
sequently the healthiest com- 
petition for the automobile busi- 
ness in 15 years 

“Also, in the year 
foresee a moderate upturn in busi- 
ness generally. National produc- 
tion should increase slightly, em- 
ployment should continue at a high 
level and consumer purchasing 
power should edge upward.” 


Alabamian Asked to Teli 
Dealers About Future 


HEN franchised car dealers 
from throughout the South- 
land attend the annual convention 
of the National Automubile Deal- 
ers Association at Chicago Jan. 29- 


Hayse Tucker 


Feb. 2, they'll find not only ex- 
perts from the White House speak 
ing but also one of their own num- 
ber 

He is Hayse Tucker, Ford, Lin- 
coln and Mercury dealer of Tus- 
caloosa, Ala., who has developed 
a reputation for straight-from- 
the-shoulder addresses on the deal- 
er's problems 

In his address he'll cover what 
seems to be ahead for the industry 
and what the dealers should plan 
for the future. (Convention story 
is on page 131.) 
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ahead we 


Jan. 29-Feb. 2—Annual convention 
of National Automobile Dealers 
Association, Conrad Hilton Hotel, 
Chicago. 

Feb. 7-11 — Exposition of Automo- 
tive Accessories Manufacturers of 
America, Navy Pier. Chicago. 

Feb. 28-March 1—Annual convention 
of Louisiana Automobile Dealers 
Association, Roosevelt Hotel, New 
Orleans 

March 31-April 2 — Semi-annual con- 
vention of Independent Garage- 
men’s Association of Texas, San 
Antonio. 

March 31-April 3—Southwest Auto- 
motive Show, Bexar County Coli- 
seum, San Antonio, Texas. 

April 28-30 — Southeast Automotive 
Show, Lakewood Park, Atlanta. 
May 8-11 — Annual convention of 
Automotive Engine Rebuilders As- 
sociation, Hote] Cleveland, Cleve- 

land, Ohio, 

May 15-17—Annual convention of 
Missouri Automobile Dealers As- 
sociation, Jefferson Hotel, St. Louis. 

Sept. 16-17—Annual convention of 
New Mexico Automotive Dealers 
Association, Nickson Hotel, Ros 
well 

Oct 27 29 
tomotive 


Annual convention of Au 
Wholesalers of Texas, 
Shamrock Hotel, Houston 

Nov 13-14—Annual convention of 
Automobile Dealers Association of 
Alabama, Tutwiler Hotel, Birming 
ham 


He Finds Cabs Cheaper 
Than Courtesy Cars 


A= making a careful survey 
of costs involved in operating 
his courtesy car service, a dealer 
found he could cut expenses more 
than 30% by dealing with a local 
cab -company which gave him a 
price per trip much less than the 
cost of his old system, it was stated 
in a bulletin from Walter C. Mal- 
lory, general manager of the Flor- 
ida Automobile Dealers Associa 
tion 

This dealer, 
taxis for many months 
that customers were more satisfied 
because of less waiting. Employee 
is free for productive work, too 


who has used the 
claimed 








Hundreds of new garage and independent repair shop accounts prove 


Krome-Oil gives instant oil control 
—assures profitable jobs for you 





1, Pre-seated for 


insite Nikitin ~<— Here are three reasons why 


AMERICAN HAMMERED 
Pre-seated sirome - Oi 
a a 


compression F ae uivalent to to 
undreds of ssi All-in-1 ring envelope, contains 


engine women hd inetall —— all th ? 
wearing chrome confidently be- e rings for one piston. 
cause “American Hammered 3. All-in-1 fag ges meage fated Mecavelepe 

rome-Oil Rings are pre-sea : installa This 
They deliver premium perform- ring envelope nto _ = — ety? be 
a ; time-saver in the shop. 














2. Full chrome \ 


ring set | Rice aT 
4 


Chrome where it pays off. GB 





PEC 5 4% 








&> Install Krome-Oil, the chrome ring set with all the answers 


American Hammered 


AUTICMOTIVE REPLACEMENT DIVISION 
2001 Senterd Street + Muskegon, Michigan 
Manufacturers of American Hammered Automotive Replacement 
Piston Rings. A Division of Sealed Power Corporation 


en aaalaede o0n60 Graces Hammered Power-Plus Service— 
© Gl-60 Groove Insert * Dry Film Lubricant 














Weaat more facts? Use Reader Service Card page 82 SOUTHERN AUTOMOTIVE JOURNAL for January, 1955 





Automotive NEWS BRIEFS 


{Continued from page 9! 





Maybe You Need Employee 
Eyes to See This 


Fe garagemen, dealers and 
wholesalers lately the problem 
of building employee morale has 
become a serious one, with pros- 
pects that the 55 market condi- 
tions will not ease the situation. 

Last month, at the annual con- 
vention of National Standard Parts 
Association, J. M. Vantis of Ozburn 
Crow & Yantis Co., Fort Smith, 
Ark., touched on one _ thought 
which might have slipped som 
executives’ minds. Said he: 

“All personnel must be as- 
sured the necessary opportunity to 


Vice-President Yantis 


inspire in them the natural desire 
to progress—to do good work— 
and take a genuine interest in the 
welfare of the company. 

“What are some of the things 
that provide this opportunity? 

“One is progressive promotion 
within the company. When a job 
opens up, promote an existing em- 
ployee, then promote another to 
fill his job—and so on to the bot- 
tom of the ladder. Often five or 
more promotions can be given as a 
result of one job opening, yet the 
cost to the company will be no 
more than had management hired 
on the outside to fill the one open- 
ing. 

“Often management says, ‘But 
I don’t have an employee capable 
of filling the opening.’ 

“I say pick the most likely, give 
him a chance and help him. 

“Soon you'll be saying to your- 
self, ‘I didn’t know the man was 


capable. It’s a surprise to me.’ 

“What is the net effect of this 
attitude by management? Ali em- 
ployees are willing to work hard 
for a promotion, because they 
know they will have a shot at the 
next opening. It works.” 


Car Dealers’ Profits 
Decline to 1.7% 


Oo profits earned by new- 
car retailers in the first nine 
months of 1954 dropped to 1.7% 
of sales before federal income taxes 
~a post-war low for that period, 
the National Automobile Dealers 
Association reported last month 

About one dealer in five op- 
erated in the red between January 
and the end of September, NADA 
said, 

The ratio of profit to sales was 
less than one-half as large as the 
lowest previous postwar figure for 
the same period. Last year the 
over-all dealer profit was 4.4% of 
sales. 

The association reported that 
“nearly half of the meager profits 
reported by dealers in all makes 
came from finance company re- 
serves, and not from the normal 
business of retailing automobiles.” 

The profit for 1954's third quar- 
ter alone was slightly more than 
1% of sales, a drop from 2.9% for 
the April-June period. The third- 
quarter drop was not unexpected, 
NADA pointed out, and was the 
“inevitable result of pressure to 
liquidate top-heavy new and used 
stocks ahead of model change 
overs.” 


Kentuckians Post Reward 
To Catch Arsonists 


fee Kentucky Automobile Deal- 
ers Association is offering $300 
for information leading to the ar- 
rest and conviction of any person 
wilfully burning an automobile to 
collect the insurance 

The announcement was made by 
Lew Ulrich, Louisville, association 
managing director, 

Noting that 353 motor vehicles 
were destroyed by fire in Ken- 
tucky in 1953, Ullrich cited evi- 
dence which indicates that total 
fire losses involving automobiles 
prove to be arson in nine out of 
ten investigations. 
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“Every time somebody burns up 
a car to collect insurance, the 
money to pay this criminal arson 
loss comes out of the pockets of 
decent law-abiding citizens,” Ull- 
rich said. “The franchised automo- 
bile dealers want this practice 
stopped, both as a protection to 
themselves and to the public.” 

State Fire Marshal J. T. Under- 
wood, Jr., who endorsed the re- 
ward plan, said a similar plan 
tried recently by Eastern Ken- 
tucky dealers helped reduce auto- 
mobile fires from ten to two in a 
six-month period. 


Chrysler Division _— 
Expands Dallas Set-Up 


ko the second time this year 
Chrysler's Dallas regional sales 
territory has been expanded, E. M 
Braden, general sales manager of 
Chrysler Division, reported last 
month 

Under the expansion—part of 
Chrysler's continuing program of 
concentrating regional field and 
sales activities in najor markets 
the area and personnel of the re 
gion have been increased 

The continuing commercial 
growth of the Dallas area as a 
marketing distributing, manufac 
turing and banking center origin 
ally caused division executives to 
pick Dallas for regional office ex- 
pansion, Braden said 

“Texas is one of Chrysler's 
strongest markets and the state 
accorded our new cars a tremend- 
ous response in showrooms on Nov 
17,” Braden said. “Dealers reported 
that showrooms were jammed and 
since that time orders are being re 
ceived from Texas and the rest of 
the nation at double the current 
daily rate of output.” 

Braden said that centralization 
of Chrysler sales activities in Dal- 
las will bring more men into closer 
contact with Chrysler dealers and 
enable them to give them strategic 
sales and merchandising help at 
the retail level. To accomplish this 
the staff of the Dallas regional 
manager, Walker Way, has been 
expanded, giving him more dis 
trict managers to work on Chrys- 
ler’s drive for a greater share of 
the market 

Chrysler now has 21 
offices 


regional 








“It's NO PROBLEM to 
INCREASE Zou. PROFITS 
with a HOLMES WRECKER” 








It's no problem to maintain a profitable service volume 
with Holmes Wrecker units at work bringing profitable 
jobs into your shop. Any good operator with one or more 
of these road units can easily pick-up a substantial amount 
of shop work that is literally waiting to be towed-in. The 


Yew PLATFORM TYPE use of Holmes Equipment provides about the only means 
SERVICE BODY of reaching these important service customers. It enables 

the operator to go long distances and bring in jobs the 

shop could NOT otherwise obtain. Today no shop can 


The new Service body shown with , : ” 
provide 100% service without a Holmes Wrecker. If your 


Holmes 525 Wrecker was designed to 
improve service for those who handle shop is not rendering such complete service, then, now is 
a wide variety of jobs. This model has the time to step out ahead of your competition with new 
low side panels, heavy flooring and is Holmes Wrecker Equipment. See your jobber or write 
wide enough for front end of a car to today for details on the new Holmes Wrecker models. 
be pulled up into the body for tow- 

ing. Built with heavy side rails, tool 

compartments and flush openings for 

wrecker controls, Ideal for medium 

and Heavy Duty Wreckers. 


HOLMES 650 Model 


The 650 Model makes it 
easy to sell service, for with 
this Heavy Duty unit a shop 
can handle most pick-up and 
recovery jobs. It has power 
and capacity for large trucks 
and busses yet is fast and flex 
ible enough for light cars. 
Boom capacity is 10 tons, pull 
ing capacity 20 tons. Send for 
detailed information. 


VManufae +. dsby 


ERNEST HOLMES COMPANY - Chattanooga, Tenn. 
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Automotive NEWS BRIEFS 


{Continued from page 11) 





Says AMA Chief: If You Think '54 
Was Good, Just Take Gander at ‘55 


qs confidence, backed by a 
two-month surge in production 
and sales, marks the automotive in- 
dustry’s approach to 1955, William 
J. Cronin, managing director of 
the Automobile Manufacturers As 
sociation, said. 

The November-December up 
swing made 1954 the fourth great- 
est production year on record, with 
factory sales of some 6,558,000 
cars, trucks and buses. Factory 
sales reached 7,323,214 in 1953, 
while the all-time peak of 8,003,056 
came in 1950. 

Stimulated by what Cronin 
termed “the most sweeping model 
changes in many years,” factory 
sales in the final two months of 
the year pushed the 1954 passen- 
ger-car total to 5,520,000 units, 
third best on record. 

“A sharp rise in November fac 
tory sales—-up more than 60% 
from October’s low of 221,195 
coupled with a continued climb in 
December to send the year’s total 
above 5.5 million,” Cronin said 

Factory sales of motor trucks 
and buses, at 1,038,000 units, con 
tinued above the million mark for 
the eighth consecutive year. The 
1953 figure was 1,206,266 units 

Wholesale values of vehicle 
part and accessory sales reflected 
the production dip. For cars, trucks 
and buses, the valvation was 
$9,850,000,000, Cronin reported 
This compared with $11.09 billion 
in the previous year. Included in 
the 1954 total was an estimate of 
$8.1 billion for passenger cars and 
$1.75 billion for trucks and buse 
Automotive parts and accessories 
worth some $1.65 billion at whole 
sale were sold in 1954, compared 
with $1.89 billion in 1°*° 

Employment in the industry re- 
flected not only a decline in pro- 
duction of cars and trucks, but the 
completion or stretching out of 
many defense contracts. For the 
year, it averaged some 745,000, 
compared with a record 920,200 in 
1953, but was climbing rapidly as 
the year neared its end. Average 
employment of production work- 
ers alone, Cronin reported, was 


598,000 during 1954 

Total payrolls returned to the 
levels of 1951 and 1952, with the 
annual figure for the year esti 
mated at $2,720,000,000. A record 
$3,475,000,000 was paid out in 
1953 

Cronin noted that in most other 
respects, 1954 was a record yeat 
in its own right. He reported new 
records in: 

Vehicle’ registrations 
million to 58,129,000 

Vehicle miles, now at 566 bil 
lion a year. 

Gasoline consumption, up to 44 
billion gallons 

Vehicle taxes, $6,150,000,000 for 
the year. 

Street and road expenditure: 
now $6,037,000,000 

He pointed out that truck 
alone, which paid some $1,775 
000,000 in special taxes in 1954 
were now paying more than all 
vehicles combined in any year 
prior to 1940 

Cronin also noted that although 
street and road outlays set a 
record last year, 1954 marked the 
first time that such expenditures 
in terms of stable dollars, have 
edged past the level reached in 
1938. He pointed out that only 
$3,729,000,000 was spent for new 
construction in 1954, with the rest 
more than $2.3 billion, going for 
maintenance, administration and 
interest charges 


up 1.8 


Texan Relates Juvenile 
To Sales Delinquency 


er concern over juvenile 
delinquency was related last 
month to “sales delinquency.” 

Said John Reynolds of Straus 
Frank Co., Houston, Texas, at the 
convention of National Standard 
Parts Association in Chicago 

“Not unlike juvenile delin 
quency, ‘sales delinquency’ can be 
and must be attributed principally 
to poor family or organization 
circumstances. The parents or, in 
the case of ‘sales delinquency,’ the 
management not only should be 
held responsible but is responsible 
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Sales Manager Reynolds 


“Management absorbs itself in 
many details that appear more im 
portant than efforts to help train 
salt ; personnel.” 


Tri-Wheel Assembly Plant 
Opening in Charleston 


fbn Tri-Wheel Motor 
manufacturer of quarter-ton 
delivery units, plans to start an as- 
sembly operation in Charleston, 
S. C., this month, according to C. D 
Gill, president 

The three-wheeled vehicles, de- 
signed for pick-up and delivery 
service for drug stores, garages, ice 
cream vendors and other busi- 
nesses, have two-cylinder, four- 
cycle, automotive-type engines 
capable of 40mph and 50 miles per 
gallon. 

Distribution is planned to start 
within the Carolinas, 
Florida and New York 


Corp., 


Georgia 


Batteries’ Longer Life 
Affects '55 Sales 


Te. scrappage rate and increase 
in car population will not be 
sufficient in 1955 to offset length 
ened battery life and will there 
fore affect sales 

That's the observation of R. C 
King, manager of the retail record 
unit, Standard Oil Co. of Ohio. As 
a result, he said, the replacement 
shipments will not exceed 
23,000,000 this year. He predicted 
5,500,000 for new cars (original 
equipment) and 1,400,000 to go on 
new buses and trucks, or over-all 
sales of 29,700,000 
(More News Briefs on page 124) 





Number | in a series of reports to AC wholesalers and dealers 


¢ HOT Tip 


-greatest spark plaig achievement 
in high-compression history! 











rT ” : 

Ten years ago, AC increased ‘'Scuvenging’’ action 

as one step in meeting high-comp: sssion demands! 
Engineers depend on scavenging action, as they term the high- 
velocity swirling of combustion chamber gases, to carry away the 
combustion left-overs that cause plug fouling. Years ago, 1944 in 
fact, AC Spark Plug engineers put this principle to work by increasing 
clearance between the plug shell and the insulator tip in the AC Type 
48 plug. This extra “Scavenge”’ area alone did not satisfy AC. 


An amazing thin-tip, fast-heating insulator 
added even more — and is still an AC exclusive! 


AC developed the insulator material that has completely outmoded 
porcelain, And AC soon found a way to form this material into long, 
thin insulator tips that could be recessed around the center wire. 
These thin tips heat fast, burn away harmful combustion deposits, stay 
clean longer. No one else has yet been able to duplicate this design. 


Proved by millions of miles of driving in every make 
of high-compression engine built in America! 


Of course everyone expects AC to be in the forefront of research to 
improve ignition for high-compression engines. The important thing 
to remember is that these benefits of AC Spark Plug design have been 
available since the first high-compression engine came off a production 
line. Today's AC Hot Tip Spark Plugs fit every American make of car! 
They are the only plugs designed with double cleaning action. No 
other spark plugs offer anything like AC’s thin, hot tip features. 


AC Spark Plug engineers with GM resources can be 
depended upon to LEAD the ignition parade! 


AC SPARK PLUG DIVISION GENERAL MOTORS CORPORATION 


FLINT, MICHIGAN 


Watch BIG TOWN on NBC-TV 


...gnother AC sales story that cant be topped/ 
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Pontiac Service 
voted by the public 
No. 1 in the industry! 





In a recent extensive nation-wide survey to deter- 
mine owner reaction to dealer service practices, 
owners of all makes of cars were asked fourteen 
pertinent questions about the type of service they 
received from their dealer. 


Pontiac dealers rated first or second on ten of these 
questions—to win top position in the industry. 


Among those practices in which Pontiac dealers 
were rated first by their customers were: accurate 
estimates, work finished when promised, apprecia- 
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tion of patronage, quality work, fair prices, correct 
diagnosis and attention to minor details—in short, 
all the factors important to building goodwill. 


There can be no better evidence of the progreasive- 
neas and responsibility of Pontiac dealers than this. 


With an outstanding product, unsurpassed owner 
goodwill and the best customer relations in the 
industry, it is easy to see, there’s a brighter future 
than ever for Pontiac dealers. 

PONTIAC MOTOR DIVISION OF GENERAL MOTORS CORPORATION 
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SAFE 
BRAKES 


save lives 





For Safety's Sake — encourage your customers to have brake systems checked 
at least twice a year...When fluid is needed, drain and refill with genuine... 


WAGNER LOCKHEED BRAKE FLUID 


It’s Chemically Balanced...Surpasses $.A.E. Specifications 


Safe, dependable brakes can cut down the appalling toll of death and injury on 
America’s highways. The need was never greater. And the role your shop can 
play is vital, 

Impress on your customers the importance of investing in top quality brake 
fluid. Point out how the perfect chemical balance of Wagner Lockheed Brake 
Fluid protects their brake systems against deadly vapor lock, freeze-up, swelling 
of rubber parts, corroding of metal parts, gummy residue deposits, and crystalli- 
zation. Explain that Wagier Fluid functions in all seasons and under all driving 
conditions ... amply lubricates the system, does not evaporate rapidly, mixes 
with all other approved fluids. 

On the other hand, inferior-quality, bargain-price fluids cannot offer these safety 
factors. Sudden brake failures may result in accidents and the attendant injury, 

BRAKI Me =death, property damage, and law suits. 

\ FLUID Such constructive promotion helps everybody—your customer, your community, 
and the public at large. And it will boost your own integrity, and boom your 
sales volume, Remember, you can depend upon WAGNER QUALITY because 

— a 


‘ Wagner Products are used as original equipment by manufacturers of cars, 
trucks, buses, and trailers. See your Wagner jobber or write us. 
¥ 


Wadaner Electric @rporation 


6362 Plymouth Avenue, S. Lovis 14, Mo. U.S. A. 
(Branches in principal cities in U. S$. and in Canada) 
Waaner 
| et elvan 
this money-making Bhat PRODL 


FRANCHISED HOW 
DEALER PROGRAM W's 
oker for YoY" 
Wagner. You neve 
nothing to lose 
or write vs for copy 
4 the details. 
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The ite & prorit-makiNG 


MACHINES IN AUTOMOTIVE JOBBER SHOPS 


Storm-Vulcan engine rebuilding equipment and 
machines are QUALITY BUILT for DEPENDABIL- 
ITY and PRECISION .. . and are without equal for 
FAST PRODUCTION and EASE OF OPERATION. 
Give your shop and your customers the advantage of 
highest quality work in engine parts reconditioning 
with these outstanding machines. 





CAMSHAFT GRINDERS 


Model 75 Camshaft Grinder regrinds camshafts 
up to 100 inches—amazingly fast. Automotive, 
Diesel, and Industrial. Precision production of 
any camshaft to within .001 on lift and 1 
degree on timing from specifications. 











Cylinderhead Milling 
Machines 
Storm-Vulcan’s model 85 Headmas- 
ter will resurface heads in minutes 
—removing .040 stock with one 
sweep across the head! Automatic 
feed relieves operator, assures preci- 








sion and perfect resurfacing. 








Crankshaft Grinders 


High quality finish with utmost precision 
is what you get in this Model 15-A Crank- 
shaft Grinder. Regrinds crankshafts faster 
than any other machine on the market. 











Write or wire for 
h full information and 
vate Cleaning Machines descriptive literature 


Turbulent agitation cleans motors and parts fast and on these machines. 
thoroughly. Cuts cleaning costs. Full range of sizes for 
particular needs. 


STORM-VULCAN INC. *.""e 


hive Engine Buiid if Machir 








The World's Largest Ex ve Manufacturers of 
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RUGGED, RUST-PROOF, PRESSURIZED ALUMINUM 


@ Here’sa real knockout! Griffin’s Model 
112 Clearance and Marker lamp. 

Pressurized aluminum casting prevents 
rust stains... takes even tougher punish- 
ment than cast-iron markers .. . weighs 


only .78 pounds! The panoramic recessed 


lens provides 50% greater light than or- 
dinary models and armored turret-type 
protection keeps breakage to a minimum. 
Ideal for use on aluminum trailers, Model 
112 costs no more than conventional 


markers. 


THE GRIFFIN LAMP COMPANY + HAMILTON, OHIO - BROOKHAVEN, MISSISSIPPI 


Warehouses—736 East Washington Bivd., Los Angeles, California 
440 Golden Gate Ave., San Francisco, California 
37 Leon Street, Boston, Massachusetts 
308 Ninth Avenue, North, Seattle, Washington 


ATTENTION JOBBERS! 

Get this Griffin Jobber 
Floor Display 

Big, turnabout display stand 
exhibits the entire Griffin line of 
safety lighting equipment. 
Increases sales 20% to 50% 
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AUTOMOTIVE SAFETY LIGHTING 
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.. the bearings 
that fit 
like the original 


@ There’s only one way to be sure that bearings bearings . . . available through your N.A.PA. jobber. 


will fit . . . get duplicates made by the same men on And you get service on these bearings like you 
the same equipment by the same company that is never saw before! 

the — largest manufacturer of original equip- Next time you need bearings, check with N.A.PA. 
ment bearings. You'll get a completely different idea about good 


You can do this by installing Clevite* or Micro* bearing service! 


@The words Monmouth, Clevite and Micro are registered trade marks of Clevite Corporation 


TRADE MARK 


ENGINE BEARINGS 


Clevite Service 
The Cleveland Graphite Bronze Co. 
Division of Clevite Corporation, Cleveland, Obie, U.S. A. 
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Flare mixes perfectly with 4 | Flare Heavy Duty conforms 


oll fivids recommended by to State Laws of Minnesota 


avtomotive manufacturers. and New Jersey. 


a Flare will not corrode metol, 5 | Flare helps prevent 
damage rubber parts, vaper lock, insures maximum 
or form sludge or gum. performance. 
Flare's heavy body assures 6 Flare is laboratory and road tested for 
good sealing, with 1.0 loss of trouble-free performance . . . and it's 
hydraulic pressure. nationally advertised for easy selling. 


For Safely and Sorfoumnance 
| 


Experienced servicemen and mechanics recommend Flare 
Brake Fluids for better performance—easier sales. Fleet 
operators and private drivers choose Flare for safety’s 
sake. Contact your supplier today for Flare Brake Fluid 
in 12-ounce, pint, gallon, 2'4-gallon, 5-gallon and 54-gallon 
containers. It’s easy to stock! Easy to use! Easy to sell! 


Flare Standard Grade Brake Fivid Also Available 


% ‘Society of Automotive Engineers”’ 
—the foremost authority for setting 
high, uniform standards of perform- 
ance in the automotive industry. 


THE BELL CO., Inc. 


Stock + Cisplay FLARE... 


411 Merth Weleett Avenwe 


Tops for Safety and 
Chicage 22, tllineis 


Performance 


Bell Chemicals Lid., 156 Bathurst $1., Toronto, Ontario, Conada 
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Increase your winter , pro its 


Sell safer all-weather driving .. . sell 


MONRO-MATIC | ~oonr 


SHOCK ABSORBERS FREE RIDE 
The Shocks the Indianapolis Winners use PLAN 


Make the winter months your Extra Profit Months! Monro-Matic = Get the _ on the industry's most 
Shock Absorbers, proved by the world’s fastest drivers to Seahed pam a on 
provide a smoother, safer ride on the race track, will also provide ' upped at much as 500% by the 
smoother, safer driving for your customers in winter’s snow and | Menree 30-Dey Free Ride Pian. 

ice and slush. So, for greater customer satisfaction, easier salec, 


bigger profits, sell Monro-Matics! 


£D», Cash in on this PROFIT TIP. . . 


MONRO-MATICS MAKE YOU AN EXTRA $12 ON WINTER TUNE-UP JOBS 


Every winter tune-up should include ao check of the shock absorbers. When you 
reploce worn shocks with Monro-Motics you build customer goodwill, while you 


goin on extra $12 profit from the tune-up job. oo , - ’ 


MONROE AUTO EQUIPMENT CO., monroe, micnican Showing of behind the, Seanes 


World’s Largest Maker of Ride Control Products ~ Cer tor date of showing. 
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Are you confused by battery claims? 


$O ARE YOUR CUSTOMERS 


—d he > 


“ae 





Battery claims are a dime a dozen but they don’t mean a thing unless 
they are backed by quality you can point out to your customers. Quality 
that means trouble free service and low operating cost, that builds 
repeat sales and new business. Batteries that fail prematurely are no 
bargain at any pricel...they cost the consumer time, trouble and 
money. Too many adjustments and your customers lose confidence in 
you and you lose customers ... makes no difference how broad you 
smile or the promises you make... adjustments mean trouble! Regard- 
less of the manufacturer's name or claim the customer holds you and 
you alone responsible for failures. Why not sell the battery that is engi- 
neered to produce its guaranteed life? SOUTHLAND RUB-GLAS with 
SILVERNODE grids. Southland doesn't sell batteries alone .. . Southland 
sells service and customers satisfaction. Try us and see! 


Want more facts? Use Reader Service Card page 82 


For the battery deal that is 
best for you and your custo- 
mers, contact the nearest 
Southland Battery Ware- 
house or write: 
ALLIED BATTERY CO. 
2040 Amelia Street 
Dallas, Texas 
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YOUR CUSTOMERS are being TOLD... 
6 £-0-0- BOWES TUBELESS TIRE 


Be ha REPAIR EXPERT 


ee, 2° ote 
eee ee ES ae 
1% eon Lee 
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other 


n 
BUT... they com be leading national magazines 
will bring new, profitable 


business to BOWES Dealers. 


ired, SATISFACTORILY 
the BOWES “SEAL FAST” Methed 


to develop new repa 
Now, after exhaust” 

announe that for more than three year* 

tubeless tires with Bowes ‘Seal bast Re 

been runt g on the roads under every oor 


nnn abl 
won, These tert have proved that 


is are mgm safe, wre 


by 


Tubeless Tires calls for a brand 
methods of tube and ure repait 

jose wont do the job 
When tubeless tires were first announced, overt 
6° Bowes yaton the 


+o 


Seal Fan” Cope 
( Tire and Tube 


started exper 


Repairs in ¢ 
rental work ps eand material 


MANUFACTURERS 
TUBELESS TIRE REPAIR 


LEADING TUBELESS TIRE 
use AND APPROVE Bowes REPAIRS 
ou that Tubeless Tire manufacturers looked to us for H 
y knew punctures would occur They had to 
— si be repaired pre EADQUARTERS 
You 
know that Tubeless Tires will punct 
ure. 


ler has the "KNOW now" 
Y 
ing tubeless tires Y ou should know tha 
: t old " : 
will not do a satisfactory eh Yow ae 
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The Bowes “Seal Fast” Deal 
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Get a Head Start on Competition .. . 
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BOWES "SEA 
lL FAST” 
cakanell 7 CORPORATION, INDIANAPOLIS 
, ONT., CANADA + LONDON, ENG 7, IND. 
. LAND 


BOWES PA 
CIFIC CORP., RIVERSIDE, CALIFORNIA 
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Now!A Qil Built for 


NEW DELCO-REMY MODEL 1115400 
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DISTRIBUTED BY WHOLESALERS EVERYWHERE 


WHEREVER WHEELS TURN OR PROPELLERS SPIN 
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| Gb-Lero Weather 


IGNITION COIL ANSWERS “BLUED POINT” 


PROBLEM AT LOW TEMPERATURES 


Here’s the engineered answer to winter starting troubles 
resulting from burned distributor contact points in 6-volt 
systems—-the new Delco-Remy Model 1115400 ignition 
coil. This special-duty unit solves the problem at the source 
by protecting the contact points from excessive primary 
currents which cause destructive oxidation. With a Model 
1115400 coil on the job, contact points continue to operate 
at summertime efficiency even in sub-zero weather, thus 


assuring easier starting, better ignition, longer point life. 


Here’s more good news! A Model 1115400 ignition coil 
will also keep contact points working more efficiently at 
all temperatures in “‘problem”’ installations such as taxi- 
cabs, door-to-door delivery trucks, and other vehicles 
customarily operated at low speeds and subject to exces- 
sive engine idling. The reason is the same—prevention of 


excessive primary current means less point deterioration. 


The new Model 1115400 is the latest addition to the famous 
Delco-Remy line of oil-filled service coils—has all of the 
“eight ways better’ features, too! The complete line is 
available everywhere through United Motors distributors. 


Delc 


CTRICAL SYSTEMS 


DELCO-REMY «DIVISION OF GENERAL MOTORS © ANDERSON, INDIANA 


WHEREVER WHEELS TURN OR PROPELLERS SPIN 
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It takes all kinds of customers... 

















--- but they all want the best. And when it’s 
bearings, just tell °em it’s TIMKEN®! 


Everybody knows Timken® bearings. When you install a tapered roller bear- 
ing, show them you use the best, show them the “Timken” trade-mark. It 
will help keep them coming back. The Timken Roller Bearing Company, 
Canton 6, Ohio, Cable address: ‘“Timrosco”. 


TIMKEN 22cere¢ peantnes 


“MARK REG. Us. PAT 
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HERE’S WIX 


ENOINEERED SELLING] COMPLETE LINE corey YOUR MARKET! 


You sell MORE Oil Filter Cartridges to MORE of your 
customers when you sell WIX Engineered Filtration. 
The WIX Line is complete. lt provides top filtering 
efficiency for every car and truck that comes into your 
shop. And WIX provides both popular filtering media 
. POROSITE, the pleated paper Filtrant for full-flow 
systems — WIXITE, the HEVI-DUTY Filtrant for 
Oil a4 — partial-flow systems. 
Moreover, WIX Engineered Selling gives you 
EXTRA sales opportunities. The Industry's outstand- 
ing Cartridge Installation Manual, the sensational WIX 
Tool Kit that makes filter servicing simple and sure, 
and the money-making SS-24 Display Rack —all are 
engineered to make sales fast, easy, and profitable. 
a Yes — you make MORE money with the WIX com- 
snonchaatio on plete coverage and sales-active Program. See how easily 
you can get started on the WIX road to Extra Profits. 
Write for complete details today. 


wt 


fener mers 


OIL FILTERS CARTRIDGES 
AUTOMOTIVE © INDUSTRIAL @ RAILROAD 
WIX CORPORATION + GASTONIA « N.C. 
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“THANK GOODNESS I COULD STOP IN TIME!”’ 


Good brakes pay off again! But then they always do; often, they make the difference between life and death! 


Install genuine Grey-Rock Balanced Linings. They'll pay off for you, too 


Cy»? 


‘J 


oun 


You reduce adjustments and comebacks—assure better profit on each 


job—-with Grey-Rock Balanced Linings. For with Grey-Rock, 
balance is not just a matter of high and low friction linings; it is 
the result of using many different linings in combinations prop 
erly engineered for each make and model. This exclusive 
Grey-Rock principle provides fast, safe stops and longer, more 


uniform brake wear. 


build a reputation for your shop. 


Distinctive woven and molded linings are combined in Grey-Rock 
Balanced Braksets and Trucksets for the specially severe brake 
requirements of certain makes and models. Where used, woven 
and molded combinations prov ide far better brake action than 
molded linings alone. In other sets, special molded types are used 
where all-molded combinations give best results. This is a distin 


tive Grey-Rock feature 


GREY-ROCK FACTORY BONDED SHOE EXCHANGE SERVICE IS THE EASY WAY TO HIGHER RELINE QUALITY, LESS LABOR PER JOB, GREATER PROFITS 


“Grey-Rock... 


BALANCED BRAKSET LININGS 


GREY-ROCK DIVISION of Raybestos-Manhattan, Inc., MANHEIM, PA. 


R RAYBESTOS-MANHATTAN, INC., Brake Linings + Brake Blocks ~- 
M Industrial Rubber, Engineered Plastic, and Sintered Metal Products + 


Fan Belts + 


Equipment + Packings * 


Asbestos Textiles «+ 


Abrasive and Diamond Wheels «+ 


See your Grey-Rock jobber for 
FACTORY-BONDED SHOE EXCHANGE 


It’s the lining that counts 


Every piece branded for your protection 
. 
Consistently advertised in the 


POST anc Better Farming 


Radiator Hose 
Rubber Covered 
Bowling Balls 


Clutch Facings + 
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hore Up 
ribbles! 


By W. L. KIDD 


W. L. Kidd Motor Co. (Nash) 
Maryville, Tenn. 


W: SAVED at least $2,784 a 
month after we moved from a 
three-story building in the busi- 
ness district to a one-story build- 
ing on a convenient corner of a 
residential section only a few 
blocks away. 

Besides the high overhead at the 
old location, there was the “under- 
head’’—two floors below the street 
floor, due to the slope of the site 
where we formerly had to run up 
and down. 

We found more advantages than 
money savings, though, in the 
move to a compact building where 
everything is on one floor and 
where better supervision was pos- 
sible. With all employees working 
on the same level and seen from 
the office, there is 100° smoother 
operation, There is more time for 
selling and service when not 
bothered by running up and down 
stairs. 

My suggestion to other firms in 
buildings with two or three floors 
would be to check their space 
Some by getting out into a smaller 


much 
handle and how much time would 


every piece of 
car, and. 


RENT #500. 
BOOKKEEPER #250. 
CLEANING MATERIALS =$420. 
COAL $ 45. 
CLEAN-UP MAN =¥'150. 
3 SALESMEN #900. 
GAS /N CARS S54. 
PHONE #30. 
ADVERTISING $200. 
INS. ANDO TAXES = =$ 50. 
ELECTRICITY $ 30. 
PARTS MAN $ 250. 
ASST. SHOP FOREMAN $ 2:10. 
WRECKER $ 50. 
OFFICE SUPPLIES $285. 
TOTAL MONTHLY 

SAVINGS $ 2,784. 


building would be surprised at hov 


more business they could 


be saved. 


Now I can sit at my desk and see 
equipment, every 


most important of all 


every man on the payroll 

I can see every person who 
comes in to see about a new car, a 
used car, or for service 

I am now able to do 60 to 70% 
of all the selling myself 

We are able to pass on saving 
to customers and to make a bette! 
trade. We have our overhead cut so 
that we are in a better position to 
consider any proposition 

We invite customers to come out 
and see how we have cut expenses 
by the move from the crowded 
business district. They are not 
afraid to buy from me and they 
see they can buy direct from op- 
erating personnel. They are not 
bothered with high-powered sales- 
men 

In the move, my rent was re 
duced from $750 to $250 2 month 


and we have more accessible room 

We eliminated a bookkeeper ana 
the rest of us are doing what we 
can of the work. We have a man 
who comes in three nights a week 
about $100 a 
$350 a 


and that costs u 


month, Before, we paid 
month 

We save on 
building and yet 
one. Porters before used cleaning 
and waxing materials which cost 
about $50 a month. Now the cost i 
$8 or $10 

We save on heat cost. In the 
larger building we used from 50 to 
60 tons of coal a year, costing 
around $12 a ton. In this building 
last year we used ten tons, costing 
$120. The saving was about $45 a 
month 

We now use a lubrication and 
wash boy in odd times for cleaning 
up showrooms, Also for calling for 
cars and delivering them. When 
not on a lubrication or wash job 
he can be used for clean-up of 
used cars, too. We $150 a 
month on a clean-up man 


supplies for the 
have a cleane! 


save 


Another in the series on trimming overhead for better net profit 
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W. L. Kidd can see servicemen at work and virtually 
all his other operations from his office location. 


We had three salesmen at the 
other place. The last year there I 
checked and found that I myself 
had sold 85% of the cars. My sales 
were in reality carrying the opera- 
tion. I am doing the selling now 
The salaries and commissions of 
each of the three salesmen would 
have amounted to about $300 per 
month, plus costs of demonstra- 
tions. Those salesmen would not 
be selling anyone I wouldn't be 
selling now. Selling is off only 
10%, but all business is off. Used- 
car sales and demands have been 
up to par, though. 

Our used-car lot is right in front 
of our building and the location is 
on the same busy main street 
(Broadway) as before, except it is 
in the residential area, In the resi- 
dential section we have picked up 
new customers, We have found all 
our customers happy and if we 
have lost one over moving, we do 
not know it. 

We now have back entrances so 
that we can go out and roadtest a 
car without going into main line 
traffic, as we had to do before 


While Kidd cut out his ads by 50%, he had a license 
plate made with his firm name for promotional uses. 





We have cut down on gas used 
We keep two gallons in a car on 
the lot. If we sold 30 used cars 
and ten new ones a month, and 
lost or gave away just five gallons 
per car, that would be 200 gallons 
The wholesale price would be $54 
Sometimes when I tell a customer 
that I have to buy my gas he will 
say he has a full tank and for me 
to help myself to what is needed 

By being able to reduce person- 
nel, we have cut our phone bill 
about 50%. The reduction is about 
$1 a day on long-distance calls and 
others. 

We were able to cut advertising 
costs about 50%. We cut it $2,500 
a year, saving a little over $200 a 
month, 

Insurance and taxes saved total 
$50 a month. 

On our electricity, with a small 
er place, the saving is about $30 a 
month. 

We were able to take one service 
man off the floor. The service fore- 
man can also handle parts. We 
were paying $60 a week for a parts 
man and $50 a week to an assistant 


A compact building, all on one floor, has enabled this 
Tennessean to save $45 a month in cost of coal alone. 


shop foreman. The saving on them 
is $110 a week. 

We are operating with one less 
mechanic than we had two years 
ago. I would say that all dealers 
would be surprised at how little 
their organization would be af- 
fected if they were to go through it 
and remove just one man from 
each department. A good time to 
find out when you can do without 
an extra man is in vacation periods 

Another thing to help cut over 
head is in buying parts. We buy 
smaller quantities and re-order as 
needed. We have less parts bins to 
buy. Less working capital is taken 
out of business which could be used 
to make car trades, We have re- 
duced our parts 50% in the last 
few months and have given just as 
good service. There is no accumu 
lation of obsolete parts as models 
change. Many dealers have to 
charge off for obsolete parts. If 
they don't buy them, they don’t 
have them. 

There are five wreckers in town 
and not enough business to keep 

(Continued on page 72) 


When this Nash dealer moved from a crowded down- 
town site to this spot, his rent went from $750 to $250. 
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WN Gad Deidie 


‘Never Goes Broke 


Bootleggers have never replaced one, says 
this veteran dealer with a background that 
“included selling and financing used cars. 
‘Leadership's needed, not constant talk of 
sharp used-car operations, he maintains. 


| ee week a visiting out-of-town 
ealer was crying on my 
shoulders about the trouble he was 
experiencing in his home town, 
and for some strange reason, he 
seemed to think I might have the 
answer to his problems 

In a sincere effort to be helpful 
I began to draw him out, and from 
his answers I soon found out that 
two things were bothering him: 

First, competitive dealers in and 
around his town were already 
making long deals and discounting 
prices on new-model cars just 
shortly introduced, and, 

Second, he was worried about 
the possibility of increased “boot- 
legging” in his section 

My dealer friend is a _ long- 
established dealer, well-liked in his 
community and known as a suc- 
cessful dealer who until recently 
had always made satisfactory prof- 
its out of his automobile dealership 

Maybe there are many othe: 
such dealers who, just like my 
visitor, were seriously wondering 
what the future holds for them 
and whether it’s going to be worth- 
while to stay in this business o: 
should they sell out and look fo: 
greener pastures. 

A few observations I was able to 
make seemed to help his thinking 
so I pass them on for what they 
may be worth 

This dealer's state of mind was 
such that instead of devoting all 
of his energies and thoughts to 
ward the management of his own 
organization, he was pulling him- 
self and his employees down with 
his worrying about outside mat 


By JOHN H. LANDER* 


President, Lander Motors, Inc. 
Atlanta, Ga. 


*The author prepared this summary of 
his views at the request of the editors. 
As he handed over his manuscript, he 
commented, “|! haven't seen a car dealer 
yet go out of business because of « 
bootlegger—if he was @ good dealer to 
begin with. Bootlegging is not the No. | 
problem, but dealers’ giving away their 
profits.” 

He has been in the automobile busi- 
ness since 1921, starting with a Ford 
dealership in Greenwood, $. C. Later 
he entered the automobile export busi 
ness as regional director for Graham 
Paige in Brazil. He returned to South 
Carolina and helped organize and man 
age Auto Finance Co. and as its vice 
president and general manager super 
vised several Carolinas dealerships which 
were originated by this firm. The com 
pany later bought the American Dis 
count Co, and is now reportedly the fifth 
largest independent finance company in 
the U. § 

He came to Atlanta in 1942 and sub- 
sequently became president of Lander 
Motors, which has for the last four yeers 
done a volume of business in excess of 
$10,000,000 « year 

John Lender currently is president of 
the Georgia Automobile Dealers Associa- 
tion and chairman of the regional Dodge 
dealer advisory conference 


ters, which could possibly have 


been imaginary to begin with. He 


soon admitted that he was spend 
ing a lot of time talking to his own 
salesmen about the evils of com 
petitors. He was phoning other 
dealers, griping to his own factory 
men and even taking a day off at 
this important time to come to At 
lanta to visit with some large: 
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dealers and discuss his worries 
with them! 

As I pointed out to him, any 
dealer organization is but the 
shadow of the dealer himself. He 
must, in good times or bad, furnish 
the leadership, provide the think 
ing, do the planning and so con 
duct himself in his daily duties 
that his own enthusiasm will re- 
flect itself on down to the lowest 
porter. He cannot succeed unless 
he can inspire his own group to be 
successful 

This dealer had been a success 
ful dealer over the past 20 years 
so I knew he could continue his 
successful career if he but devoted 
his time and energies toward lead- 
ing his own organization forward 

I had him write down the num- 
ber of dealers who had gone broke 
in his own community since he had 
been in business. He was aston 
ished! Every one who had failed 
had followed the same formula 

Price-cutting to get boastful 
volume; 

Misrepresentation in advertising 
and business practices to entice un 
wary prospects 

No effort to build up a service 
following; 

No effort to establish himself as 
an important cog in his community 
business life: 

Not enough capital retained in 
the business to withstand bad 
times and, 

No real selling of products at any 
time 

With today’ 
business, any dealer who wants to 

(Continued on page 107) 


high cost of doing 








To Sell Used Cars, 
Let Curiosity Do It! 


By J. B. BLANK* 
Joe Blank Motor Co. (Dodge-Plymouth), West Palm Beach, Fla. 


Hew long has it been since you 
checked on the time taken to 
write a reconditioning order on a 
used car? 

Have you in the last few weeks 
or months taken your new-car in- 
voice book and compared the date 
of the new-car delivery with the 
date on the work order for the 
used car? 

If you found there is a lapse of 
two to ten days, and even longer, 
have the curiosity to find out why. 
It is amazing how many dealers 
will allow a used vehicle to sit on 
the back lot—a vehicle in which 
they have a lot of money tied up— 
for days on end, before it is finally 
sent down the reconditioning line 

Curiosity should impel you to 
take a further step. How long does 
it take to complete the repairs, 
once the order is written? If it 
takes four, five, six or ten days to 
complete repairs, be curious, find 
out why, 

Many operators possessing a lot 
of curiosity have found the way to 
get a vehicle on display within 24 
hours after delivering the new car, 
where only minor clean-up or 
tune-up is involved. These same 
operators insist on a 72-hour dead- 
line where metal, paint or engine 
repairs are necessary. 

Someone has provided the figure 
of $3 as the daily cost of owning a 
used vehicle. If a vehicle sits 
around for several days before a 
decision is made regarding what 
reconditioning is ta be performed, 
and then sits around for several 
more days before the work is 
started, and then more days con- 
sumed because of poor systems or 
sluggish methods in completing re- 
pairs, dollars of extra cost pile up. 

A dealer handling 100 cars 
monthly increases his costs by 
hundreds of dollars on lost time 
between the period when he ac- 


quired the used car and when it 
was finally ready for display and 
sale. 

Then, too, profitable operators 
are curious enough to examine re 
conditioning costs. Are we curious 
enough to delye into the cost of 
painting? What do we pay for 
tires and seat-cover material? 
What is our metal department 
charging us? 

Amplify the many items neces- 
sary in getting a car thoroughly 
reconditioned and the _ savings 
curiosity may effect, and before 
you will begin to unfold oppor- 
tunities for substantial savings. 

And, finally, let’s talk a little 
about the vehicle that “stays 
around too long.” Aside from a few 
vehicles that fall naturally in a 


"Excerpts from an address 
before the recent annual con- 
vention of the Florida Auto- 
mobile Dealers Association. 
Joe Blank has been in the in- 
dustry since 1924, starting as 
a used-car dealer in San An- 
tonio, Texas, in 1924 and 
later a Dodge dealer at Paris, 
Texas, He went to West Palm 
Beach in 1946 and has in- 
terests in some other Dodge- 
Plymouth dealerships also. 


category of slow movement, ve- 
hicles that fai] to move quickly 
can be traeed to several factors: 
That having to do exclusively with 
the vehicle, its location on the lot, 
and merchandising... . 

Most of our trouble in connec- 
tion with old cars on the lot stems 
from the vehicle itself. A bang-up 
sales force, fired with enthusiasm 
and stimulating sales training, 
can't overcome detrimental condi- 
tions surrounding the vehicle or 
the lot. 

Curiosity is the medicine that 
will help cure these conditions 
How curious are you about a car 
that has been around for 20 days? 
What is there about this car that 
prevents it from selling? Curiosity 
impels a top operator to inspect 
this car for the little things 


The Eye Buys it! 


If the car is still around at the 
30-day mark, if you’re curiou 
enough you will look it over again 
Is the trunk clean and neat? Are 
the floor mats clean? Are the seat 
covers torn, dingy or dirty? Are 
the kick pads raggedy or loose? 
Are the foot or accelerator pedals 
worn? Does the car start quickly? 
Does it steer freely? Is the motor 
noisy or does it run roughly? 

In looking over the stoek of a 
dealer friend recently I was im- 
pressed with the fine appearance 
of his cars, and was particularly 
drawn to a magnificent hardtop. 
He told me this was the oldest car 
on his lot. This car was a real 
beauty—beautiful two-tone plaid, 
wonderful chrome, good tires, seats 
and cushions like new, but when I 
opencd the front door, the front 
floor mat was terrible. 

I asked him why he didn’t re- 
place it. He replied because they 
had not been able to get the same 
color material. Yet, the next day I 
was by and the new mat was being 
installed, and that very same day, 
the car sold—and at top dollar. 

Passing now to the real serious 
car, the one now approaching the 
60-day mark: Some operators won't 
keep a car past 60 days and have a 
hard and fast rule of wholesaling 
these cars regardless of loss. If 
you are one of the group that pre- 
fer to retail all vehicles, regardless 
of age, then really get curious on 
the 60-day cars. 

Find out how many times it has 
been in the shop. You may be 
amazed here. Your office manager 
can give you the answer quickly. I 
have seen as many as 15 and 16 

(Continued on page 108) 
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This $53 Board Stops 
Job-Ticket Trouble 


Fo years D. Newton, service 
manager, McNally-Hall Motor 


Co. (Chevrolet), Roswell, N. M., 
had suffered the disadvantages of 
job ticket confusion 

About six months ago, he put a 
stop to that at a cost of only $53. 

Due to the physical layout of this 
dealership, plus the fact it is too 
small for a tower yet large enough 


Mechanic doesn’t have to stall around for assignment 
to his next job as service manager talks with a cus- 
tomer as here. Instead he selects next repair order. 


to need some system of routing 
and order, the conventional meth- 
od of handling job tickets pre 
vailed up until recently. 

“There was nothing left to do 
but work up a system of my own 
design,”’ said Newton 

Newton's system revolves around 
a large file built against a wall 
The file is approximately 8 wide, 
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-—By— 
C. Thomas 


6’ tall and no more than 3” deep 

Look to the pictures on this page 
for the eight divisions running 
across the file. Up and down, with 
the exception of two divisions, 
there are 15 pockets in which to 
place the various jobs as they 
come in. 

The hurry-up jobs—just by the 
fact those jobs are in the top 
pocket—receive immediate atten- 
tion. 

For a working example, let's 
say that a mechanical job comes in 
and is written up. But this is not 
a rush job. If the section unde: 
“Mechanical” is cleared, this par 
ticular job will be placed in the 
third or fourth pocket down, In 
the meantime, should a rush job 
come in, this ticket will be placed 
in the top pocket 

A line mechanic coming into 
Newton's office will automatically 
take the job in the top pocket. If 
there is no rush job or jobs, he 
will take the ticket in the third or 
fourth pocket 

“You see,” said Newton, “if I 
am busy on the phone or with a 
customer, the mechanic does not 
have to stall around for me to as 
sign him his next job 

“Neither does he have to thumb 
around through a stack of job 
tickets to find one for himself, 
taking the one that pays the most, 
explaining after it is too late that 

(Continued on page 77) 


Service Manager Newton keeps his tower route sheei 
form up-to-date with the aid of this simply designed 
file which can be built by any local carpenter. 











Mr. Southern Dealer Himself 


leap Frost would be the last one 
to admit it, but there’s a chancs 
that when the picture at left wa 
made, Henry Ford was getting 
some pretty good information on 
dealers’ problem: 

This Warrenton, Va., dealer i 
perhaps the biggest “small-town” 
dealer in the South, as evidenced 
by the fact that his sales volume 
frequently tops that of any other 
retail establishment in his county 
Only the big chain grocery store 
beats him for first place in some 





years 

And yet thi country” dealer 
travels so extensively that the 
United States is practically hi 
backyard. Just let an important 
racing or mileage-test event come 
up and you'll find Tom Frost there 
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For years he’s been an official at 
AAA events. Would it surprise you 
to learn that he was at Wilbur 
Shaw’s recent funeral? 

He remembers many it.weresting 
incidents about Walter P. Chrysler, 
who owned a great estate not far 
from Tom’s place of business. For 
one thing, he recalls how it re- 
quired two carloads of white paint 
to pretty up the fence. 

Tom Frost has made innumer- 
able friends on all levels of the in- 
dustry. He has evidenced his re- 
luctance to give up even one of 
them by his annual Christmas let- 
ter which simply advises each of 
them that he wishes them the sea- 
son’s best. And he signs these let- 
ters, too. 

As an example of how this ever- 
restless car dealer operates, he 
wondered back in World War II 
how he could be of some help to 
the men and women from his 
county who were in service. 

A Directory for Gi's 


He found the solution by pub- 
lishing a directory listing their 
names and addresses. He told the 


recipients 

“This booklet has been prepared 
for the men and women of the U 
S. Armed Forces from Fauquier 
County. I trust that it may help 
some of you to locate your friends 


and relatives who may be in the 
same camp, or that it will enable 
you to write to them at the other 
camps and stations 

“I extend to you the season's 
greetings and trust you may soon 
have that joyous trip home which 
we are all waiting for.” 

Tom, like any man who ever 
went overseas in war-time, knew 
the importance of mail 

He even issued a supplement to 
this listing a year or two later. And 
he included in the booklets pictures 
of local citizens standing in front 
of the county’s honor roll of per- 
sons in service and photographs of 
groups of local people. He knew 
also that the recipients would ap 
preciate seeing some familiar faces 
from home 

Mrs. Frost tells you by the way 
she smiles and looks at her hus 
band that she offers no explana- 
tion for how he survives the cease 
less energy which drives him into 
all sorts of projects which make 
his face appear one week at some 
desert mileage test run and the 
following week at an Old Timers 
gathering in New York. 

For a detailed biographical re- 
port on this colorful Virginian 
turn to page 58 
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Tom Frost should have been named Tom Hot, which would be far more 
in keeping with his ever-ready smile. Here he laughs merrily at a Miami 
Beach hotel where he called a few hundreds of his friends together a: 
his guests at a genuine Virginia ham slicing party. Two fellow Ford deal 
ers, Paul Freed of Waynesboro (center) and Bill Robey of Buena Vista, 
Va., helped with the serving. Shortly after this party started, the 
elevator girl was greeting people with the comment: “If you're heading 
to Mr. Frost's party, you want to go to the roof as they've had to move 
there.” Tom had invited friends right and left and they all showed up! 


Tom is from Fauquier County, noted for its interest in breeding of fine 
stock, but his heart has leaned more toward “breeding” of finer cars, as 
evidenced at the last Indianapolis Speedway race, where this picture 
below was taken. He's shown with Roy Rogers of the movies and, at the 
wheel, President Bill Newberg of Dodge. In bottom picture, left to 
right, are Harold E. Talbott, secretary of the U. 8. Air Force; Thomas 
J. Watson, chairman of International Business Machines; John R. “Jack” 
Davis, a vice-president of Ford Motor Co., and the ever-present Frost. 
This was made at the Old Timers banquet held last year. Tom is 
president of the Virginia Council of the Automotive Old Timers. 





The Willys 


ILLys and Kaiser passenger 

cars for 1955 appeared this 
month with two new Willys models 
at prices $300 to $400 below their 
1954 counterparts. 

The Willys station wagon, Kaiser 
Manhattan four-door sedan and 
the Kaiser Darrin sports car re- 
main unchanged in price and 
over-all styling from 1954. 

The Willys cars are the Bermuda, 
a two-door hardtop sedan which 
replaces the Eagle, and the Custom 
four-door sedan, which replaces 
the Ace. 

Both extensively restyled, the 
Bermuda delivers at $1,795 (adver- 
tised delivered price), reportedly 
$200 below any other hardtop 
sedan in the industry. The Custom, 
claimed to be lower in price than 
competitive four-door sedans, is 
$1,725 (A.D.P.). 

Restyled inside and out, the 
Willys models feature a full-width 
grille with concave vertical chrome 
louvers and built-in parking lights. 
The upper portion of the grille is 
open for most efficient cooling. 


“Whenever he wants to get away for a coupla days... 


Top: The 1955 Kaiser Manhattan is making its appearance with the new 
Willys passenger cars. Above: The Willys Custom is longer now by 8”. 


Blending with the front styling 
are new bumpers and bumper 
guards. Chrome visors over the 
headlamps and a new chrome- 
plastic hood ornament are other 
features. Also new is a_ broad 
chrome molding which extends 
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back from the hood ornament the 
full length of the hood 

“Bermuda” and “Custom’ 
chrome script nameplates are 
mounted near the forward edge of 
the front doors. For models so 
equipped, the word “‘Hydra-Matic” 
appears in chrome script on the 
side of the rear quarter panels 

New rear bumpers and bumpe! 
guards match those in front and 
provide an extended over-all 
length of 189%”, 7” greater than 
previous models 

Other new exterior features in 
clude full diameter chrome wheel 
discs with a block “W’”’ at the hub, 
and an array of colors which pro- 
vides a customer's choice of ten 
solid and ten two-tone combina- 
tions, 

Easier steering and easier serv 
icing are among mechanical im- 
provements. These are provided 
by a new worm and roller steering 
system with a responsive 22.4 to 
1 over-all ratio, and a new hy- 
draulic brake fluid filler tube 
located on the cowl for quick ac 
cessibility. Tubeless tires are 
standard on all models. 

Powered by the 115hp Willys 
“Super-Hurricane” engine with 
double-barrelled carburetion, the 
1955 models provide gasoline econ- 
omy along with a _ high-torque 
horsepower-to-weight ratio 
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A Few Free Services 
Bigger Volume 


If a mechanic performs a small service free while a customer watches 
or if he points out worn parts, he often can gain a regular customer. 


By LUTHER H. MAY, JR. 
Owner, Parkway Auto Service, Takoma Park, Md. 


Bosc best advertising an automo- 
tive repair shop can give itself 
is to do some small service for a 
customer free, while he is on the 
spot and watching. 

A new customer may have driv- 
en in only for gasoline. You may 
inquire when the car was last 
lubricated or when the oil was last 
checked. You can talk up the 
conscientious job you do on car 
lubrications. In nine cases out of 
ten, a customer will agree to let 
you do a lubrication right then or 
will come back to have it done. 

When you get his car on the lube 
rack—and he is waiting around be- 
cause you invited him to watch if 
he had the time—you have an op- 
portunity to do some little service 
free under the customer’s eye. 

A muffler bracket may be out 
of line. That is a little service you 
can do free and win customer good- 
will. 

Or if the rear spring shackles are 
loose, you can offer this service 
free 


Any small service given free will 
pay off many times in customer 
appreciation 

Most shops lubrication 
every 1,000 miles. We do, too, by 
handwritten post cards and in our 
personal contact with customers 
We underscore the meticulous 
lubrication job we do, not only in 
actual lubricating but also in giv 
ing the car a thorough safety in 
spection that will catch worn and 
defective parts. 

Our aim is to put a safe and 
smoothly operating car back into 
our customer's hands, as well as to 
keep his maintenance bills down 
We want him to notice the differ 
ence when he drives out of here 

We start at the rear of the car 
when lubricating and check for 
loose or worn spring shackles, for 
leaks in the gas tank—which we 
repair free if they are minor ones 

for bad exhaust line and shock 
absorbers. We do this while the 
customer is standing there and 
watching. 


stress 
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Careful lubrication, with quick 
inspection of the entire vehicle, 
can increase shop volume 35% or 
even more, says Luther H. May. 


No customer will be present at 
every lubrication, but if you take 
him through a first lubrication 
with you, you will have his future 
business. It's a good idea to let the 
boss do this first lubrication 

If the car has an automat 
transmission, check to see if the 
fluid is clean and check the level 
of fluid. Check also for leaks, On a 
check 


seals, if 


transmission 
suggest 


conventional 
for leaks and 
needed 

In steering, you have an oppor 
tunity to sell protection. Are there 
worn parts? Are adjustments 
needed? In five out of ten cars we 
check, tie-rod ends are worn, We 
check steering pivots and upper 
and lower control arms 

We always make it a point to 
wipe off brake hoses and check 
lines for leaks. 

When you come to lubricating 
under the hood, there are a great 
many items, as you know, which 
may show wear or defects and need 
replacement. This is where you can 
find a good deal of repair volume 
if you are conscientious in check 
ing. We go over the fan belt, water 
hose, radiator cap, water pump 
fuel pump, carburetor, air filter 
and other items. We look for leaks, 
for gaskets that need replacement 
and for worn parts 

We check the wiring 
battery and lights to see that all 

(Continued on page 106) 
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“We wanted young, experienced car salesmen,” says the author, who tells how his firm found them. 


How We Found Car Salesmen 


annem you were faced with the 
& 


Jtask of organizing a complete 
car-sales force that could produce 
results in today’s competitive mar- 
ket, 

How would you go about it? 
Where would you look for sales- 
men? 

Those aren't only questions to 
stir up some lively conversation 
when a couple or more automotive 
men get together. They are vitally 
important for many men today and 
will affect many more in the near 
future. 

In an industry the size of ours, 
changes in dealership management 
and in franchises are always tak- 
ing place. Each year some dealers 
retire or decide to invest their 
money somewhere else—maybe 
even in another dealership. Other 
men take their places. 

A sales force doesn’t come with 
the franchise, If a man buys an 
existing set-up, he may “inherit’’ 
some good men from his pred- 
ecessor. But seldom, if ever, does 
he find he has a complete, or- 
ganized force, tailored to his own 
specifications, 

A new dealer needs to get his 
business going in a hurry and he 
can't afford to waste time experi- 
menting with sales-force develop- 
ment, Even for a man with plenty 


By a Southern Dealer* 


*The author, who wishes to 
remain anonymous, is no 
novice in the automobile in- 
dustry. He first became as- 
sociated with it in the 1930's 
and since that time has held 
a number. of car-sales and 
parts-department positions 
with several dealerships in 
two states. Early last year 
he bought an interest in a 
“Big Three” dealership in a 
Southern city with a popula- 
tion of 50,000 and assumed 
active management of it. 


of previous automotive experience, 
it’s not easy. 

Every dealer has some problems 
in maintaining the kind of sales 
force he wants, but the problems 
are more acute for the new dealer. 

When I walked into my office 
one day this past spring to begin 
my present work, I knew that I 
wanted to hire young and ex- 
perienced salesmen—young so they 
would learn new models and new 
methods easily and experienced 
so they could begin to produce im- 
mediately. At that point, I couldn't 
afford delay for a training period. 


I wanted to get the business rcll 
ing. 

My goal was to build the sales 
force to ten men, including one or 
two older salesmen to give it bal 
ance but consisting mainly of 
younger men 

The first thing I did was to 
check back through company rec 
ords on salesmen for approximate- 
ly two years. I noted the names of 
men who had been good producers 
and who were no longer with the 
company at the time I bought into 
it. Then we set out to find them. 

We tracked down a good many 
of them who were still in town. 
Not one was working for another 
dealership or actually in the auto- 
motive trade. Rather surprisingly, 
none of those we contacted on the 
first round of looking was still 
selling. 

We screened these men care- 
fully before I talked with them. By 
the time things reached the inter- 
viewing stage. only a couple of 
those selected as possibilities were 
disappointments. 

These men had proved previous- 
ly that they could sell cars. Basic- 
ally, they knew our products and 
needed only briefing on the current 
models. They were ready to begin 
selling immediately—and it’s im- 

(Continued on page 54) 
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A Texas Garageman 
Has Found That 


Pump Engines Revive 


Parched Profits 


ee a radiator springs a leak, 
the thing to do is mend the 
hole and add water in a hurry be- 
fore the engine is “parched” and 
real damage is done. 

Many garagemen are finding out 
that the same principle applies to 
their volume of repairs: If a “leak” 
in one type of service develops, do 
something quickly before over-all 
volume is parched and profits are 
damaged. 

It's obvious to anyone in the 
automotive service industry that 
the percentage of overhauls and 
other major repairs has dropped 
considerably in the last few years. 
New cars are plentiful, used-car 
prices have dropped, and motorists’ 
thoughts are apt to turn to trading 
when they find that major repairs 
are indicated. 

Dealer shops have made up much 
of the slack with increased em- 
phasis on special services for their 


particular makes of cars—services 
for automatic transmissions, power 
brakes, power steering, headlight 
dimmers, air-conditioning and the 
many other “extras’ that are ap- 
pearing more and more frequently 

It's harder for an independent 
garage that works on all makes to 
offer this wide variety of special 
services. Both the investment in 
equipment and the time needed to 
learn the techniques for all these 
items on all makes keep many 
garages from rushing into the 
various fields. 

One _ solution 
garages are using to make up the 
loss in major repairs is specializa 
tion on some particular type of 
off-the-road equipment. The 
cialty is often determined by the 
area in which the garage is situ 
ated 

Smallwood Brothers, 
Texas, for example, finds it profit- 


a number of 


spe- 


Fabens, 


Many of the pumping rigs are powered by old automobile engines, such 
as this Buick engine, says “Jiggs” Smallwood, who is overhauling it. 


f 
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Often farmers bring in the pump 
engines on trailers similar to 
this one. Part of the work may 
be done right on the trailer to 
save time in moving the engine. 


irriga 
that 


engines on 
farmers in 


able to service 
tion rigs used by 
area, 
Through 
service for 
tutes about 
volume, 
“Practically every farmer in thi: 
area has some kind of a rig hooked 
up on his water well for irrigation 
purposes,” said Carroll “Brownie 
Smallwood, who with his brother 
J. P. “Jiggs” Smallwood, operates 
the garage. “For the most part, the 
engines on these rigs are salvaged 


the months 
these 


50% of 


summe! 
engines 
the 


consti 
total 


from old cars 

“We do not do much on-the-farm 
work. Very few farmers want a 
patch-up on these engines or on 
other equipment. Breakdowns are 
too costly for the farmer. He wants 
the job put in first-class condition 
to prevent time loss.” 

Getting the engine 
and into the shop ha: the 
owner's responsibility the 
present Smallwood Brothers poli 
cy. The shop may take from three 
to seven days to put one of the 


unhooked 
been 
under 


engines in first-class shape 

One of the Smallwood brothers 
or the four line mechanics always 
explains to the customer the time 
that will be required arid the ap 
proximate cost. Because they are 
considerate of the customers and 
honest with them, their customers 
show them consideration in turn 

(Continued on page 78) 





Packard Heads Out 
on the Road Back 


N™ Packards and 1955 Clipper 
models are powered by a fam- 
ily of three all-new V-8 engines 
which reportedly feature the high- 
est torque and horsepower per- 
formance in the industry. A brand- 
new kind of suspension is ex- 
plained on page 50. 

Now operating in luxury and 
upper-medium field only, Packard 
designed these models with an 
eye for recapturing some of that 
market which this veteran manu- 
facturer once dominated. 

Packard Four-Hundred and Pa- 
trician models are powered by a 
352-cubie-inch-displacement V-8 
engine of 260hp. Boasting a torque 
rating of 355 foot pounds at 2,400- 
2,800 r.p.m., this is the largest dis- 
placement engine said to be avail- 
able in the passenger-car field. Its 
size, said Packard engineers, is 
based on the fact that high torque 
performance can only be obtained 


from an engine of adequate dis- 
placement. 

Clipper Custom models are pow- 
ered by a 245hp V-8. Also a 352- 
cubic-inch-displacement power- 
plant, this engine has a torque rat- 
ing of 355 foot pounds at 2,400- 
2,800 r.p.m. Clipper Super and De 
Luxe models are powered by a 
225hp V-8 of 320 cubic inch dis- 
placement, with a torque rating 
of 325 foot pounds at 2,400-2,800 
r.p.m. 

Packard and Clipper Custom V-8 
powerplants have a compression 
ratio of 8.5 to 1. The V-8 which 
powers Clipper Super and De Luxe 
models has a compression ratio of 
8 to 1. 

All three of the V-8 engines fea- 
ture high torque performance at 
low engine speeds. 

A new Twin-Ultramatic trans- 
mission is standard equipment on 
all Packard models and optional 


Below: This Constellation is the star of the Clippers. It features the 
“Torsion-Level” ride, a new suspension system explained in detail on 
page 50 which eliminates the usual coil and leaf springs. It’s pow- 


ered b 
styled 


a new 245hp V-8 engine. Bottom photo: The completely re- 
atrician features the new suspension and a 260hp powerplant. 


The exterior side light operates 
when doors are opened and when 
headlights are on to improve 
night passing and parking vision. 


on Clipper models. Said Packard: 
“The performance characteristics 
of Twin-Ultramatic will appeal to 
those motorists who crave accel- 
eration of the jet age, or to those 
who prefer smooth, agile get- 
aways from standing starts — such 
as from the curb or at a light.” 

Twin-Ultramatic utilizes the di- 
rect drive clutch to lock up the 
torque converter to make a direct 
drive, thus taking full advantage 
of engine power and maximum 
fuel economy. 

Twin-Ultramatic’s torque con- 
verter has a torque multiplication 
ratio of 2.9 to 1, reportedly the 
highest of any torque converter in 
the industry. 

Although a family resemblance 
has been retained, Packard and 
Clipper models portray distinctive- 
ly different styling concepts. Both 
lines have sweep-around wind- 
shields. 

The Packard models sweep back 
from a functional frontal design 
into a massive, poised appearance 
Parking lights are set extreme 
outboard and wrap around sides. 

Packard models also utilize a 
vertical curved side pillar at the 
windshield to enhance the beauty 
and function of the sweep-around 
front glass area. The front of the 
rear fenders is trimmed to give 
the appearance of an air opening 
and the lower portion of trim in- 
corporates an exterior courtesy 
light for passengers entering or a- 
lighting from the car. 

The all-new frontal look on Clip- 
per models gains added distinction 
from headlights hooded by long 
fender forms. A lower and wider 
grille highlights a Packard identi- 
fication in a chrome header bar. 
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Is a 
Change 
Inevitable? 


By WALTER B. COOPER 


of Fort Collins, Colo., and chairman, 
NADA Public Relations Committee 


"VE been reading a series of ar- 

ticles on “The Twenty-five Years 
That Re-made America,” dis- 
tributed recently by the publishers 
of a highly regarded business pub- 
lication, and what I've read has 
broadened my perspective . 
made me think in broader terms 
than I have in some time. 

The past 25 years have already 
had enough change packed into 
them to make our heads spin. Many 
of us will remember the crash of 
November, 1929, the beginning of 
the great depression, and the start 
of “it all.” 

What’s happened to business 
through those 25 writhing years? 
What's happened to the way we 
do business? 

I'm not going to quote figures 
and percentages; they get right 
complicated ... but everything is 
bigger. Lots bigger! We've never 
seen anything like it here or in any 
country, in terms of the power to 
produce and keep on producing; 
power to distribute and power to 
consume and still keep on demand 
ing. 

Why, last year alone we pro- 
duced millions of tons of steel 
built millions of cars and trucks 
and houses, produced millions of 
tons of food and petroleum prod- 
ucts, billions of yards of textiles 
We produced all that, distributed 
it, consumed it... and the mar 
ket’s still there! 

What about the market for all 
this? Where does all this produc- 
tion and distribution go? Our 
population soaks it up. . . and our 
population figure has changed. It 
is bigger by 40 millions than it 
was in '29 and it’s still growing! 

More important to this produc- 

(Continued on page 104) 


These look like anything you've been seeing in your newspaper? 
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SOUTHERN JOBBERS 
and FACTORY MEN 





By JOHN C. SCHNEIDER 


Sales M r and Secretary 
Parks and Hull Automotive Corp. 
Baltimore, 


A 8 A central distributor we have 
always considered it a neces- 
sity to present a comprehensive 
educational program to our service 
distributors and jobbing § ac- 
counts, and to the car dealers, 
garagemen and independents with 
whom they do business, so that we 
could all be better informed and 
thus do a more thoroughgoing job 
of servicing and selling our prod- 
ucts. 

We regard product knowledge 
such a vital necessity that in call- 
ing upon our jobbers and distrib- 
utors we urge them to set the time 
and place for these sales clinics at 
their convenience, making avail- 
able to them our facilities at any 
time or over any extended period 
they designate. 

Sales clinics for them mean a 
better tie-in with the trade. Again 
and again dealers or garagemen 
who have attended the clinics will 
consult the distributor or seek his 
assistance, He is more likely to 
keep the account of a dealer or 
independent to whose repairmen 
he has given sales clinics. Even the 
student who one day goes into 
business for himself refers to the 
distributor in whose schoolroom he 
took a personalized instruction 
course or sales clinic. 

Moreover, distributors willing to 
avail themselves of the visits of 
car dealers and independents to 
their sales and showrooms are re- 
warded with an increase in sales 
volume through equipment and 
merchandise displays, 

We ourselves have enjoyed all 
these advantages in presenting 
schools and clinics. We point to the 


42 


A carburetor class sponsored 7 
students follow manual instruct 


this firm works in groups of three as 
ns supplemented by explanations from 


an instructor. Some graduates formed a carburetor club of Maryland. 


46% increase in sales volume we 
had in '53 over '52 in products on 
which we presented instruction, 
gains which we attribute largely 
to more skilful selling and serv- 
icing. 

When a distributor or jobber a- 
grees to let us present an intro- 
ductory class in carburetor and 
fuel pump repairs, diese] fuel in- 
jection service, batteries or the 
small gasoline engine, we open 
with a one-evening class at either 
our own schoolroom or in his shop. 

For example, in the class on 
carburetor and fuel pump repairs 
a qualified instructor from the fac- 
tory or from among our own or the 
distributor’s personnel will stress 
the importance of using the carbu- 
retor manuals and working in ac- 
cordance with factory specifica- 
tions. 

This first night usually stimu- 
lates interest and there is gener- 


ally a student desire to learn more 
This is followed up with another 
one-evening session of two hours 
at which the YF, BBD, YH and 
WCFB models of carburetor and 
fuel pumps are taken up and lit- 
erature distributed. To induce at- 
tendance we offer door prizes 

Interest is stimulated to a point 
where many wish to make a more 
detailed study of carburetor and 
fuel pump repairs and for them 
we present a 12-evening course of 
two hours an evening, called “per- 
sonalized instruction,” in which 
students work in groups of threes 
at disassembling and assembling a 
unit. 

Working at a table set up with 
carburetors and carburetor tool 
kits, one student reads while the 
other two work; then there is a 
change so that the reader has an 
opportunity of working while an- 
other reads. By the time the ses- 
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sion is over all three in the group 
have had equal opportunity at en- 
gaging in the actual operation. 
Notebooks are kept. 

Lectures are given by an instruc- 
tor. Written work is required. 

To illustrate our approach to the 
course, let us give an example of 
procedure in the opening lecture 
of the personalized instruction 
course in carburetor problems of 
repair. With a carburetor, tool kit 
and sales and service manual be- 
fore them, students are first called 
upon to identify the unit by model 
and number. From here instruction 
moves on through carburetor iden- 
tification sheet, and finding. car- 
buretor specifications in the man- 
ual, Opening the too] kit and pro- 
ceeding in accordance with in- 
structions is done step by step. 

Upon completion of the course, 
students attend a dinner and grad- 
uation ceremony at which diplom- 
as are awarded. 

Some 80 to 100 students attend 
these clinic sessions, while over- 
all attendance at one-evening ses- 
sion schools and classes and 12- 
evening courses runs to about 500 
in a year. 

In promoting schools and clin- 
ics, we put up posters that invite 
attendance. The posters announce 
that new service procedures, cur- 
rent service problems, mileage 
complaints and engine perform- 
ance will be taken up, and that 
a question-and-answer period fol- 
lows. We distribute cards for en- 
rollees, requiring that they must 
have had automotive experience as 
a mechanic or apprentice, and 
must be employed in repair work, 
parts counter selling or outside 
selling of automotive parts or units 
at the time of application. 

Graduates of the personalized 
instruction clinic in carburetor and 
fuel repairs have recently started 
a carburetor club of Maryland, in- 
viting manufacturers’ representa- 
tives of their choosing to speak at 
their meetings. To date they have 
had talks on carburetion, automo- 
tive air conditioning, gasoline in 
relation to vapor lock and other 
summer complaints. 

The benefits of the clinics are 
invaluable. The wider the attend- 
ance the better service we shal] all 
be able to give. 


Hughes of Louisville Dies 


J. W. Goslee Hughes, 78, retired 
vice-president of the old Andrew 
Cowan & Co., Louisville, Ky., died 
at his home recently. He was with 
the firm about 50 years. 


Five Southerners Reveal on Panel 
How and Where You Can Diversify 


f prrsnaarecassen and its possible 
relation to MEWA's non-auto- 
motive products display were dis- 
cussed by an 1l-member panel 
which included five association 
members from the South or South- 
west. However, time ran out before 
the convention could hear William 
P. Butt, General Automotive Sup- 
ply Co., Norfolk, Va. 

The panel at the convention was 
moderated by a team consisting of 
Daniel J. Hartnett, MEWA Western 
representative, and Gus T. Brown, 
field representative of the Auto- 
motive Wholesalers of Texas, 
Austin. Remarks of panel members 
included those of: 

John D’ Agostino, Borbein, Young 
and Co., St. Louis, Mo.—“Diversi- 
fication is necessary to replace 
lines you now have in which 
volume has declined through no 
fault of yours. It is a place to in- 
vest idle capital not earning for 
you. And in diversification you 
would follow the pattern estab- 
lished by manufacturers, many of 
whom have diversified. 

“It also offers an opportunity to 
increase sales and profit with no 
increase in overhead and take up 
the slack in off seasons. The whole- 
saler has the same overhead in 
February as in October, but the 
average is 33% less sales in 
February than in October. Diversi- 
fication will increase sales in the 
low percentage months.” 

Kindel Paulk, Wichita Falls Bat- 
tery and Electric Co., Wichita 
Falls, Texas—"I hate to bring this 
up, there are so many surveys, but 
the only proper way to approach 
diversification is first make a sur- 
vey. Find out what you hope to ac- 
complish and in what direction. 
We don't do many of the things we 
should and if we always did all the 
things we should, we wouldn't 
need diversification 

“However, if you plan to diversi- 
fy and think the business needs it, 
you had better make a survey. 
Lawn mowers might not go good in 
Texas where we don't have much 
rain, nor room air conditioners in 
Michigan. We might find the fel- 
low who is selling coffee pots just 
as hard to get along with and just 
as much a cutthroat as another 
man in piston rings. Seasonal items 
are very hazardous. In making our 
survey, let’s determine what we 
can expect in turnover and the 
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possibilities of replacement along 
with the capabilities of our or- 
ganization.” 

Question from audience—‘What 
are the attitudes of manufacturers 
about taking back leftover stocks 
of seasonal items.” 

Paulk—“When you buy seasonal 
items, they're yourn.” 

Russell Loock, R. J. Loock and 
Co., Baltimore, Md.—“We are a 
full-line firm and our policy is to 
be in position to supply everything 
the customer wants. We went into 
lawn mowers, fans, small ap- 
pliances and heavy appliances. We 
sold them -to service stations and 
hardware stores. We believe there 
is no customer on our books who 
is not a prospect and with 1,200 
prospects, how can we miss? 

“But you should free yourself of 
the service problem in the very be- 
ginning through arrangement with 
the supplier to give a service war- 
ranty.” 

Ralph Alb ‘wn, Kingsley- 
Wagner Moto ply, Hutchinson, 
Kan.—“We don’t think we will do 
too much diversification, but will 
try and make key lines out of some 
of the lines we have. We took on 
engines and engine parts and have 
done a fine job and we think the 
reason is that it’s close kin to the 
lines we have. We'd rather do that 
than go into a foreign market, It's 
probable you could look around 
and pick out some lines in your 
own business that need attention.” 

Ralph J. Baker, Arl J. Dillman 
and Son, Caruthersville, Mo.— 
“We backed into diversification 
as all we did was add lines the 
customer demanded. We took on 
auto paints, tires and tubes and 
added a machine shop to serve the 
territory. 

“Electrical motors constitute an 
excellent line to add, for everyone 
is a potential customer. It is a good 
profit line with a good turnover 
and can be held to the minimum 
You'd be surprised how many 
motors are used in a service station 
In our locality as many as 20 
motors are used on the average 
farm and we often sell a ihp mo- 
tor. Switches and wire are very 
essential products in any new home 
or in modernization. We use the 
same salesmen for all lines. If a 
territory develops into too much 
for one salesman to handie, we add 
a salesman.” 





Executives from South Tell NSPA 
How They Tap Three Related Fields 


ee : pare Market Opportuni- 

ties” was the subject of a 
panel on the NSPA convention pro- 
gram last month which included 
three Southerners. Their com- 
ments included: 

J. N. Greiner, Greiner Auto 
Parts Co., New Orleans, La.— 
“The marine engine field has be- 
come very important to our com- 
pany. The question might arise in 
your mind what items can be sold 
to these accounts. They purchase 
the same items as your general re- 
pair shops, the only difference be- 
ing the marine application, and 
many marine and automotive ap- 
plications are identical. 

“Of course you will have calls 
for specialty items. We have not 
handled too many of these. We 
have concentrated on items that 
normally flow through our chan- 
nels, leaving the specialty items to 
the marine supply firms. 

“Discussing marine accounts al- 
ways brings to mind an account 
that was a dual operation, serving 
hoth automotive and marine. Due 
to the marine engine field being 
oe profitable, he has discon- 

ed his automotive services. 
ee did we fare out in this 
switch? Very well, indeed, Our 
volume with this account has al- 





George D. Ra 1 (left), treas- 
urer, Roberts Brothers Co., Wash- 
D. C., awards Percy Foun- 

. shipping department, an out- 
board motor for submitting a win- 
ning essay on “Why I Like to 
Work for ts Brothers Co.” in 
an ir Teoh contest. Donald L. 
Smith t) ~~ the panel of 


most tripled over the past three 
years. He is still buying ignition, 
motor parts, gaskets, spark plugs 
filters, batteries and many of our 
everyday automotive items. 

“For a specific example, let me 
tell you about the increase of bat- 
tery business due to our cultiva- 
tion of marine accounts. It has 
been phenomenal, Of course we 
spent considerable time and effort 
in exploiting this particular phase 
of our business, and we have been 
rewarded for our efforts, Selling 
batteries in this particular market 
usually results in a larger unit 
sale, and you are not constantly 
hindered by the many closed out- 
lets that must be combated in our 
normal business channels. 

“We do not employ a specialty 
man to service these accounts. 
They are worked by our regular 
salesmen, even though some days 
he will spend 75% of his time call- 
ing on marine accounts. These 
marine accounts make it the best 
volume-producing day for this 
particular salesman, 

“What about profit? This is our 
main purpose in pursuing this 
market. Not only is the volume 
substantial, but a legitimate profit 
can be realized.” 

Allen B. Fine, Richmond Auto 
Parts Co., Richmond, Va.—“In our 
industrial division we have had 
about five years of experience with 
fork truck lifts. 

“Material handling is a wide and 
varied field. It includes everything 
from metal strapping to large 
mobile cranes and other heavy 
equipment. There are possibly one 
or two items that every wholesaler 
could profitably add to his busi- 
ness, so investigate when you re- 
turn home and see where you can 
expand your business. 

“To give you an idea of the 
scope of the fork lift truck busi- 
ness, let me tell you briefly our 
experience in sales, parts, and 
service. 

“The first year of business found 
sales of $100,000. Remember now, 
we were learning to sell fork lift 
trucks, and it takes a completely 
different type of selling. The next 
four years showed a sales increase 
from $250,000 to $400,000. This in- 
cluded new and used equipment, 
parts, rentals, but did not include 
labor sales, as they were a part of 
the shop operation. Labor sales are 


Federal-Mogul Corp. has advanced 
R. B. “Dick” Manguse (shown 
here) to Wichita, Kan., district 
manager to succeed George Gard- 
ner, who has been assigned to 
manage its Portland, Ore., district, 
T. L. Camp, general manager, an- 
nounced. Manguse, who was for- 
merly district salesman for the 
Dallas, Texas, area, joined Fed- 
eral-Mogul in 1947. 





now running $30,000 to $40,000 
annually. Our parts inventory in- 
creased from $5,000 to $10,000 
During the last three years it has 
been maintained at an average of 
about $15,000. 
“May I bring out a point here 
. the fact that we carry a con- 
siderable number of parts in our 
automotive lines such as clutches, 
motor parts, oil filters, etc. Some 
of this was billed at wholesale 
prices due to the fact that quite a 
few of our lift truck customers are 
also automotive customers, yet on 
others we made the retail profit. 
This sometimes showed in Hyster 
sales and other times in automotive 
sales. A normal truck inventory 
would be $30,000 to $50,000, this 
of course depending upon your 
sales potential and the type of 
truck you would have to stock 
“A complete service organiza- 
tion is necessary with top-flight 
mechanics. Not only does a 
mechanic need to know the regular 
mechanical work, but he needs to 
be an ignition mechanic, welder, 
hydraulic expert, and have an 
imagination. Believe me, he'll need 
it. Shop facilities are only the be- 
ginning, as we find that in the past 
three years we have added one, 
then two service trucks, and the 
need for the third has definitely 
been established. This is an invest- 
ment alone of $3,000 to completely 
equip each truck to do the job. 
“There are a few things that you 
will have to do to really do a sell- 
ing job. You will have to give 
super service. If you think you are 
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giving such service in the automo- 
tive field, you will be in for a rude 
awakening when you find out what 
the customer expects of you in the 
way of fast service.” 

W. M. Hudgins, Jr., Koochook 
Co., St. Louis, Mo.—‘“From the 
statistics you have just been given 
you will realize the great strides 
that have been made by the small 
engine manufacturers as shown by 
the increase in production from 
several hundred thousand units an- 
nually several years back to almost 
2,500,000 units in 1953. It has been 
estimated that better than 7,000,000 
fractional-horsepower engines are 
in use today. 

“The automotive wholesaler has 
the sales organization, warehouse 
space, the machine shop service 
and the experienced help to handle 
this type of merchandise. What's 
even more evident, by a closer in- 
spection of the list of users of this 
equipment, is the fact that the 
automotive wholesaler is already 
soliciting all branches of this ready 
market. I refer to the fleets, con- 
struction firms, utility companies, 
farm implement trade, city and 
state governments and, yes, the in- 
dependent repair shops who do the 
small engine repair work for the 
homeowner. 


“Any purchaser who is not 


recognized as a central distributor, 
service distributor or service sta- 
tion does not receive a discount on 
this line. This is controlled by all 
three and provides keen but clean 
competition.” 





J. H. Coolidge, below, vice-presi- 
dent in charge of finance at 
Thompson Products, Inc., Cleve- 
land, Ohio, was elected president 
of Motor and Equipment Manufac- 
turers Association last month. H. 
F. Griffin of The Griffin Lamp 
Co. was elected vice-president, 
Boyd M. Muchmore of A. Schrad- 
er’s Son was chosen secretary and 
Cc. P. Brewster of K-D Mig. Co. 
was reelected treasurer. 


Long Sold Out, Southwest Show Bids 
To Become the Most Successful Yet 


By Baron Creager 


Southwestern Editor 


AS THE Navy Pier emptied in 
Chicago after one of the most 
sucressful ASI Shows in a decade, 
interest turned immediately—at 
least in the Southwest—to the 
forthcoming Southwest Automo- 
tive Show, number 12 in a series, 
and there were expectations in the 
Southwest that this might be one 
of the best shows in the series 

This 12th sh~w is scheduled for 
March 31 through April 3 in San 
Antonio and the site is the Bexar 
County Coliseum, closer to the 
hotels of the Mission City than is 
the Navy Pier to hotels of the 
Windy City. For the benefit of 
those uninformed, the name of the 
county in which San Antonio is 
located Bexar—is pronounced 
“Bear.” 

For this show all space has long 
since been sold and the 165 ex- 
hibitors who bought it drew for 
their respective booth locations on 
January 7, in a ceremony con 
ducted in the Coliseum. More than 
230 wholesalers had signed to 
sponsor 

On the basis of those figures 
Southwest Show enthusiasts con 
sidered themselves justified in ex- 
pecting attendance and interest 
generally to surpass records estab- 
lished by the 1953 show, spread in 
Dallas late in March of that year 

Elmer Miller, of the Straus- 
Frank Co. in San Antonio and show 
president, declared: 

“With the changes that are tak 
ing place in this business of ours 
and the speed with which these 
changes are moving, this should be 
one of the most important shows 
we have ever had for wholesalers 
as well as dealers, especially as two 
years have elapsed since our last 
show.” 

Promotional impetus was being 
applied by the Dallas office of the 
Southwest Show by Helen Bumpus, 
secretary, who works under direc 
tion of an executive committee 
Since the resignation in 1953 of 
Dean A. Johnson, show manager, 
and his entry into the automotive 
agency business, show officers de- 
cided against employment of an 
other manager and in favor of the 
experiment of conducting show af- 
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fairs through the Dallas office 
under supervision of the executive 
committee. So far, the experiment 
has proved highly satisfactory 
Promotion was being applied 
largely through sponsoring whole- 
salers. They and their branches 
were being supplied with litera 
ture for distribution to customers 
This literature describes the forth 
coming show in details of interest 
to the trade and, in addition, 
wholesalers and branches will sup- 


President Elmer Miller 


ply customers with tickets. Their 
customers are also given special 
consideration by the housing com 
mittee 

One attendance attraction of this 
show will be the award on each of 
the four days of a 21-inch, console 
television set to some representa 
tive of the trade, Representatives 
of car dealers, garages, body shops, 
fleet owners, service stations and 
other firms doing business with 
will be eligible for 
prizes, each 


wholesalers 
these attendance 
valued at $350 retail 

For the first three days the hours 
of 10 a.m. to 1 p.m, will be set 
aside for sales conferences between 
exhibitors and sponsors. The show 
will be open to all persons con 
nected with the automotive indus 
try as follows: 1. p.m. to 6 p.m 
Thursday, March 31; 1 p.m. to 10 
p.m. Friday and Saturday, April 
1 and 2; 10 a.m, to 5 p.m. Sunday 
April 3. 


(Continued on page 109) 








f boners of us who have had ex- 
perience with tubeless punc- 
ture-sealing tires can appreciate 
their value to the car owner whose 
time must be scheduled to the 
minute, With these tires there is 
not much danger of having a flat 
when that plane has to be boarded 
at 2 a.m, and we have only minutes 
to make it. 

Realizing their advantages, we 
knew they were sure to become 
standard equipment, but it hap- 
pened before many of us learned 
much about how to service them 

Puncture sealing is accomplished 
in various ways, each manufactur- 
er having his own particular 
method, 

Type 1: This is the tire with the 
puncture sealant in the form of a 


Figs. 1 through 4 courtesy 
of The B. F, Goodrich Co., 
Akron, Ohio, 


It is not necessary to dismount 
this tire to seal a small puncture. 





By E. M. Lowery 
Technical Editor 


coating on the inside of the tire. 

Type 2: Another manufacturer's 
method is to have the sealant be- 
tween each layer of fabric. 

Type 3: A third manufacturer 
uses a sealant in one type and a 
diaphragm in another type. 

Any one of these methods does 
a very good job in sealing small 
punctures. Since most repair shops 
have always “farmed out” tire re- 
pairs of major break or cut na- 
ture, we will deal only in the re- 
pair of small punctures. 

Repairing without vulcanizing 
a tire using the inside coating 
(procedure is for injuries not ex- 
ceeding 3/32”) (gun method): 


Material required: Tire resealing 
cartridge and gun. 

1.—Jack up the car so that the 
wheel revolves. 

2.—Do not remove the tire from 
the wheel. 

3.—Inflate tire to 
pressure—24 pounds 

4.—Wipe the tread clean and 
inspect the tread carefully to lo- 
cate puncture by applying water 
to the tread and slowly revolving 
the wheel. 

5.—Mark around the place or 
places where the bubbles appear, 
and then reduce pressure to 5 to 
10 pounds. 

6.—Wipe tire dry. 

7.—-Clean injury with hand rasp, 
removing all foreign matter 

8.—Remove plug from gun noz- 
zle. Turn handle of gun slightly 
until sealing dough appears. Then 
wipe it off to make sure that the 
material is fresh at the nozzle end 

9.—Center gun nozzle over punc- 
ture and press firmly against tire 
(do not insert nozzle into puncture) 
and turn handle. Turn screw 1% 
to two full turns to fill hole with 
puncture-sealing dough (Fig. 1) 

10.—Replace plug in nozzle of 
pressure gun. 

11.—Allow tire to stand 20 
minutes before reinflating to op- 
erating pressure. 

12.—If gun nozzle can be in- 
serted into punctures, the hole is 
too large to be repaired on the 
wheel, and tire should be removed 


operating 








February: Chevvy Generating Systems 
Checking and testing procedures for the 1954 Chevrolet 
AC and DC generating systems will be covered here next 
month for you by SAJ's veteran Technical Editor Lowery. 











Fig. 2—Entering needle from in- 
side of tire. 


from wheel and repaired from the 
inside 
Injuries 3/32” to “4” 
puncture repair plug method) 
1.—Use hand rasp and remove 
all foreign matter from injury 
2.—Clean inside surface of tire 
over and around puncture with 
rubber solvent to remove dust and 
small particles of rubber before 
inserting plug. 
3.—Insert metal 


(rubber 


needle into 


Fig. 4—Pulling needle and rubber 
plug through to complete repair. 


Fig. 3—Placing rubber repair plug 
in needle, 


puncture area with the aid <¢ 
pliers (Fig. 2) 

Insert small end of rubber plug 
into prongs of metal needle 

Lubricate plug, needle and 
puncture area liberally with sol- 
vent (Fig. 3). Pull needle (with 
pair of pliers) through tire casing 
Then pull rubber tip of plug, 
firmly seating it on inside of tire 
(Fig. 4). 

If hole is small and base of plug 
does not seat against inside of tire 
cut off excess material about %” 
away from inside wall of tire. Cut 
off excess plug rubber on outside, 
flush with tire. Do not stretch rub 
ber while cutting 

Puncture repairs (type 2 tires 
outside method): 

Ordinary punctures are easy to 
repair with what the manufacturer 
of this type calls the “Simplug 
method—without removing the 
tire from the wheel 

This method can be used with 
the tire inflated or flat. The latter 
is preferred, particularly for small 
punctures. A repair kit is supplied 
which contains an assortment of 
small, medium and large rubbe 


Fig. 5—Forcing rubber repair plug 
through small hole. This repair is 
made without dismounting. 
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plugs, a needle inserting tool and 
cement 

l Remove the puncturing ob 
ject from the hole 

2.—Dip the needle in the cement 
and probe into the puncture to 
locate its direction. Repeat until 
lubricated. Do not 
force needle if it seems to be 
blocked Forcing may make a 
double hole that is difficult to seal 
completely. If needle does not in 
sert freely, twist and turn it to 
the opening. Select the 


hole is well 


feel for 
plug according to the size of the 
hole, remembering that soft rub 
tretch down. The plug 
twice the 


ber will 
hould be at least 
diameter of the hole 

3 Roll the small end of the 
plug into the “eye” of the needle 
%” from the end of the 4” plug 
and near the shoulder on the 
larger sizes 

4.—Dip plug and needle end in 
the repair cement and immediately 
insert into the hole in the tire with 
teady motion (Fig. 5). As 
do not try to force if it 
something 
push the 


a firm 
before 
eem to be against 
olid. Feel for the hole 
needle in until the short end of 
the plug snaps through the tire 
5.—Remove the needle by pull 
ing straight out. The plug will un 
hook automatically, Trim the plug 
about ‘%” above the tread surface; 
check for leakage and the tire is 
ready for service 
A properly installed plug will 
last the life of the tread 
Fig. 6 shows in cross 
properly installed plug repair. The 
portion protruding outside the tire 
will wear down to the tread sur 
face after a short period of service 
The portion remaining inside the 
tire does not affect the normal op 
eration of the tire 
Puncture repairs (inside 
(Continued on page 106) 


section a 


meth 


Fig. 6—Cross section of a properly 
installed repair plug on this type 
of a tubeless tire. 











BODY SHOP OPERATIONS 











estoring 
riginal 
Contour 


By E. M. Lowery 
Technical Editor 


co it “dinging,” “bumping,” 
or what you may, we still think 
the boys who can restore the 
original contour to damaged fend- 
ers, hoods, deck lids, etc., are high- 
ly skilled, 

However, there is a_ certain 
technique of the trade that seems 
to have been lost somewhere down 
the line; at least we see very little 
of it in the retail body shop. We 
refer to the art of “dinging,” or 
“bumping,” and “saving the paint.” 
It may be that all of the improved 
tools and paint equipment have 
had a part in eliminating this art 
(It’s easier to refinish it today.) 

Many panels are spotted or com- 
pletely refinished today because of 
a very small dent in the surface, a 
dent which some good “dingman”’ 
could have removed without dam- 
age to the paint surface. 

Their procedure was as follows: 
Appraise the damaged area, clean 
both sides of the damaged metal, 


Fig. 1—Call it “dinging” or “bumping.” both require skill. 


cover the painted surface with a 
thin layer of grease; then, with a 
dolly and a mallet, proceed to re- 
move the dent. When the surface 
was perfectly smooth and the 
finish polished, the job was like 
new and no paint was necessary. 
Quite a contrast from the usual 
method of today, which is to pay 
no attention to the undercoat on 
one side and sand and grit on the 
other side of the metal. This won't 
interfere because we hit the dented 
spot a few blows with a hammer, 








February: Let Power Tools Do It! 


"Let power tools do it" will be Ed Lowery's theme here next 
month. He'll cover the varied uses of the numerous power 
devices which can do almost all heavy work in a body shop. 








then finish the job with a grinder, 
removing enough of the paint and 
metal to restore the original con- 
tour. 

The metal finisher using the 
first procedure should be classified 
as a “dingman.” The one using the 
last procedure should be classified 
as a “bumper.” Although the terms 
are synonymous, there is a differ 
ence in the required skills, the dif- 
ference being the “dingman” does 
his work without damage to the 
painted surface, while the “bump 
er” is presumed to bump, file, 
grind, etc. 

Usually the “dingman’” is called 
upon to make repair to small, sim- 
ple damage. Where the metal is 
merely dented and is not torn or 
creased, it can be repaired as fol 
lows: 

Ciean inside and outside sur 
faces thoroughly. Hit the deepest 
portion of the dent from under- 
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Fig. 2—Using clamps and a power tool to “snap” metal back into place. 


neath with a heavy dolly. Use the 
surface of the dolly which con- 
forms with the original contour of 
the metal. This should be done with 
one blow if possible. Always be 
careful not to strike the metal with 
the corner or edge of the dolly. If 
this happens, the metal will be 
stretched and the paint will be 
damaged. 

After the dent has been pushed 
back, thoroughly clean the outside 
surface, then cover it with oil or 
grease. The oi] or grease will pre- 
vent the mallet from damaging the 
paint when removing the small ir- 
regularities left by the dolly. The 
irregularities, or low spots, should 
be removed by direct hammering 
with a wooden mallet and a dolly 
block of the proper contour. At 
each blow the dolly underneath 
will leave the metal; as it comes 
back up, it will force up the low 
spots and even up the surface. 

By using a reasonable amount 
of care in performing work of this 
type, considerable time and ex- 
pense can be saved. Many caved-in 
sections on large panels, such as 
roof panel, doors, etc., may some 
times be straightened by using a 
vacuum cup to pull the damaged 
area back into its normal contour 

To a large vacuum cup attach a 
piece of windshield wiper hose and 
attach other end of the hose to the 
engine intake manifold. Crank the 
engine and attach the vacuum cup 
to the caved-in spot and pull out 
This procedure will not work in all 
cases, but it is surprising hew 
many times it will 

There is another method shown 
in Fig. 2. This picture shows a very 
badly damaged deck lid. However, 
by the method just shown much 
original contour can be restored 


In damage where there is no 
iracture or sharp crease, the 
clamps may be attached as shown, 
and when pressure is applied the 
metal will, in many cases, “snap 
back” to its original contour. 

This particular piece of equip 
ment may be used on doors, hoods, 
etc., and in all cases will prove a 
time saver. 

Fig. 3 illustrates some of the 
hand tools in whose use the repair- 
man must be highly skilled to do 
either a “dinging” or “bumping” 
job. 

Of all hand tools used, hammers 
are probably the most common. 

The pick hammer: 

This tool is used to bring up low 
spots where the area has been bad- 
ly creased and has lost its tendency 
to return to its normal contour 
This tool is sharp and is used from 
the underside of the metal. The 
sharp point stretches and also 
raises the metal. 

The flat face hammers 

There are various sizes and 
shapes of these hammers and they 
are probably used more than any 
other hand tool. They are usually 
used in conjunction with dollys 
and spoons, One thing to remember 
in the use of dollys and hammers 
is that the surface must be clean 

The underside of practically all 
metal is coated with sound-deaden- 
ing or other material. Regardless 
of what, the surface must be 
thoroughly cleaned. If left on, the 
material will destroy the effects of 
the dolly as well as roughen its 
surface, 

The dollys 

As shown, the dollys are of vari- 
ous shapes and contours 

In all cases the dolly should 
nearly, but not quite, match the 
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original contour of the metal being 
straightened. 

By using a dolly that nearly 
matches the original contour under 
the damaged area and striking the 
damage with a hammer, the dis 
placed metal is pushed back into its 
original shape 

Use of spoons: 

When a crown is formed in 
metal, it becomes strong and re- 
sists any change in its shape. Such 
crowns and creases are often at 
points where it is impossible to 
back up the damaged area with a 
regular dolly. In such cases a suit 
able type spoon is used, Like 
dollys, there are many shapes of 
spoons, each having its particular 
application. 

There are no set number and 
type of essential hand tools the re 
pairman should have to meet his 
individual needs, Circumstances 
will vary greatly from one me 
chanic to another and from one job 
to another 

The yearly change by the manu- 
facturer in the contours of the 
body panels makes it necessary 
that the repairman constantly add 
to his tool kit 

To save time and assure ac 
curacy in their work, some repair 
men use templates. 

Templates will save much time 
and take the guess work out of 
some types of repair, and are prac 
tically a necessity when checking 
curvatures of door post, doors 
trunk lids and sectional replace 

(Continued ‘on page 102) 


Fig. 3—Various types of hand tools 
in “dinging” or “bumping.” 
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Packard's “Torsion-Level’ Ride 


Q™ of the feature mechanical 
advancements on the 1955 
Packard and Clipper lines is the 
“Torsion-Level” ride, new suspen- 
sion system which eliminates the 
customary coil springs in front and 
semi-elliptic leaf springs in the 
rear, providing what Packard 
termed “the greatest riding com- 
fort and best driving control ever 
attained in motor cars.” 

A long steel torsion bar more 
than nine feet long runs on each 
side of the chassis frame from the 
extreme front to the rear, connect- 
ing the front and rear wheels by 
means of arms and links. As an 
engineering concept, the term “tor- 
sion” implies “twisting.” The bar 
behaves exactly like a spring when 
it is twisted at one end or the 
other. 

In order to assure constant car 
riding level for any kind of load, 
Packard has combined the torsion 
bar with a “load levelizer,” or com- 
pensator, whose function it is to 
hold body height on an even keel 
regardless of passenger and lug- 
gage loads. 

Packard engineers said this new 
system gives a flat, level ride, 
greatly reduced pitch, adequate 
load-carrying capacity with less 
tendency for bottoming or bump- 
ing on the rear axle under road 
shock, constant car height regard- 
less of load, and “an improved 
boulevard ride which, at the same 


time, gives greater stability in han- 
dling at high-speed ranges per- 
mitted on modern highways. 

This has made great progress 
toward solving a safety problem 
that has long plagued automotive 
engineers precision aiming of 
headlights in night driving. The 
flat, level ride keeps a bright beam 
of light on the road at all times. 

The system has been proof- 
tested in over a million miles of 
all-out testing on roads and high- 
ways, and at the Packard Proving 
Ground in Utica, Mich. 

The steel bar behaves in the 
manner of a screen-door spring 
when twisted at one end or the 
other, Made of special manganese 
steel ; given special treatment 
during tne manufacturing process, 
the torsion bar serves as a spring 
and reportedly retains its resilience 
for the life of the car 

Used as a spring, the steel bar 
is twisted a given amount, depend- 
ing upon the character of the road 
surface; then it unwinds in a con- 
trolled manner and returns to its 
original position 

To be more specific, there is a 
long steel bar on each side of the 
chassis frame, running from the 
frame front cross member of the 
chassis to rear axle torque arms. 
Rugged, forged steel load arms are 
attached to both ends of the tor- 
sion bar to transmit rotary motion 
of the arms into a twisting action 


of the torsion bar. At the front end, 
the arm extends outward toward 
the front wheel. At the rear, the 
arm extends inwardly toward a 
point of attachment to the rear axle 
torque arm, 

Thus, if the front wheel tends 
to move upward the resulting twist 
in the bar transfers the load and 
the arm at the rear exerts pressure 
in the opposite direction, causing 
the loading on the rear axle torque 
arm to be increased in a downward 
direction. This was termed one of 
the major advantages because road 
shock is confined within the tor- 
sion bar and is not transmitted in- 
to the frame in the form of shock 
to car occupants. 

The rear axle is connected to 
the frame through two driving 
torque arms, It is constantly main- 
tained in proper transverse loca- 
tion by means of a specially de- 
signed stabilizer having two spe- 
cial links, permitting free vertical 
movement of the body without 
transverse movement between the 
rear axle and chassis. The spring 
steel links absorb vibration and 
cushion road shocks 

All the things described so far 
are designed to assure a soft ride 
as well as stability on the road, 
However, the car would ride level 
for only one kind of load condi- 
tion and changes in height or level 
would occur due to load distribu- 

(Continued on page 70) 
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Past, present or future 


STUDEBAKER 


stands for Good Profits and a Good Living 


Hundreds of Studebaker dealers have held their = This continuity of good profits and a good living 
franchises more than 20 years. Many of our means much to old Studebaker dealers—and it's 
most successful Studebaker dealers came with one reason why new Studebaker dealers are 
us thirty, and even forty or more, years ago. _ being signed every day. Consider, for instance: 


Ralph E. Lewis Company Rictor Motor Sales and Service 


40 years a Studebaker Dealer backed by 35 years automotive 


in Jackson, Michigan experience in the Erie, Pa. area 


ad” 


——- RICTOR MOTOR SALES one SéaVICE Me & 


Lewis RALPH E. LEWIS, 
A Father and Son Team 


Says Mr. John Rictor, 
President: ‘The style, 
quality and value built 
into the current line of 
Studeboker cars make me 
confident that they can be 
sold in volume and at a 
profit. In taking this fran- 
chise | have also consid- 
ered the fact that Stude- 
Says Mr. Lewis Sr.: "It was o happy day when | baker factory policies 
became a Studeboker dealer. The company has have always been fair to 
been fair and friendly. A pleasure to do business the dealer. | look forward to a pleasant and 
with. The cars have been the kind | can be proud profitable relationship with Studebaker.” 

to sell to my friends. | have made good money and 
have enjoyed my business life.’ 


JOHN RICTOR 





STUDEBAKER 


Studebaker Division of Studebaker-Packard Corporation... 
world’s 4th largest full-line producer of cars and trucks 
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MAKE AND 
MODEL 


BUICK Special 
BUICK Century 
BUICK Super and Roadmaster 


CADILLAC 76 


CHEVROLET 6 
CHEVROLET 8 
RYSLER Windsor De Luxe 





C 
b+ 
Cw R Crown imperial 
DeS0TO Fire Dome 
DeSOTO Fire Fite... 


PONTIAC Chieftain. 
PONTIAC Star Chiet 
STUDEBAKER Champion 
STUDEBAKER Commander 
STUDEBAKER President 
WwitLys 


* Eldorado 270@ 4800, 
A—-2-Dr, 100 and 4-Dr, 108. 
Ch Chain, 


F = 193@04400 straight drive, 1964400 with Fordomatic trans. 


G Gear. 
HH Mydraulic. 


1955 PASSENGER-CAR SPECIFICATIONS 














Val | 3% «3% | 


val 
val 
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val 
val 


| Val 


6L 
val 


3.626 « 3.20 18S@AROO 

$x 4.20 246@ 4600 

4x 3.20 26@ 4600 
3% x 3% 250@4000 | Ch 
9g « 3% | t 2e@won" Ch 
$1 x 3h 2a Ch 


a 7 | [123@3800 

sen | | ipdba300 
162@4400 
188@4400 | 
250@ 1600 
250@ 4600 
250@ 4600 


155@ 4400 
200@ 4400 


123@3600 
175@4400 
183@4400 | 


! 4000 
162@ 4400 


anon | 225@4400 


3.75 x 3.30 188@4400 | 


3.75 x 3.30 198@ 4400 
2%, x 34% 42@4500 | 
ani 90@ 3800 








| 1 4000 
B44 a 3% | 202@ 4000 
3% 1 3% 202@ 4000 
4 «3% 260@ 4600 
4 13% 245@ 4600 
3% «3K 225@ 4600 
3% x 3 225@ 1600 


3.25 », 4.63 25.4 117@ 3600 
3.44% 3.25 167@4400 


180@ 4600 
180@ 4600 


101@ 4000 
140@ 4500 
175@ 4500 


ABBREVIATIONS 


| -Vaive-in-head. 
J 140@ 3800 with supercharger. 


K - 16.5 with conventional transmission 


16.5 with Dynafiow. 
L +-nead. 
N -No. 


WHEEL ALIGNMENT 
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OB Ot} Bath 

Prf. Preterred 

Ps Propetier shaft, rear transmission 
RW Rear Wheels. 
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0 to % 
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1955 PASSENGER-CAR SPECIFICATIONS 


TUNE-UP ELECTRICAL FUEL SYSTEM 


MAKE AND 
MODEL 


BUICK Special MAAVB-26 
wcoD 


BUICK Century and Super 
1-13.61 10.5°@ 12" . wcrn 

BUICK Roadmaster RPG 
1)-13.5°@178 10.5°@ 12" Wwcrh 

Ca WCB 


CADILLAC 60, 62 and 75 b-21 S14+1% { 5 10.75--12.78 13-144" @ 15" “ 21858 
@2000 ’ RP-7007070 


4 5 92 ‘ ir@iw 7 P NSO 7005021 \ "ak 
22 104g" 

1° @ 1800 N5O RP TOO6N2S i 12" 

| 700645 10 iW" bte 


Conventiona 
CHEVROLET 6 Powerglite 
CHEVROLET 8 Powerglide 
Pi20 | BAB 21808 LI" bte 


CHRYSLER Winsor De Luxe 7 7 ; 13 15°@2050 ‘ ‘ 7 

CHRYSLER WN. Y. De L. & imperial 7 2%6 | 17-2 f 13- 15°@ 2050 7” | Piss | Ce WCrnzi2e8 66 18" te 
CHRYSLER Crown imperial 7 2 5 | 13- 15°@ 2050 P65 | Ce WCFR2I268 — 15° te 
DeSOTO Fire Dome 2 20) 35 7 Pew Piz | Ban BBD21178 sate 
DeSOTO Fire Flight 7-2 $5 11-19°@ 1800 «| 104y- 124417" | P1200 | Ce WC FR22108 12"bte 
7 7 @i350 | 77a’ PiIOs | Mt ww in h 1?*bte 
17°@ 1680 + ess” P1065 | & wws-isi 14" bte 
17°@ 1650 + 1° @al,” P05 | wws-i4i 1b... 
13°@ 1625 6 @1i" P06 | St wws-i20 14° hte 


| 
DODGE Coronet 6 
DODGE Coronet 8 | ib 
DODGE Royal 15 
DODGE Custom Royal ? i il 

| 17-20] N 14"@7\" Poo File f IF" bte 
26-28%) 17 2-26) N 16\4°@4.6" PO | FHoe 1?*bhe 
26-28%) 17 2 , N 1644° 1500rpm Poo Ho f I?" 


@124 HZ 


107° @1000 rei" Pi0o 


| 


KAISER Manhattan | 38-45 


LINCOLN Cust. & Spec. Cust. | 26-2844] 17-20] 32-4 ‘ | 25°@2000 «| PLO 
62.45 HG 





MERCURY Custom, Monterey and 
Montclair... 26-2844) 17 1544°@2000RPM | Pi00 
1 


"HO 


NASH 
NASH-HUDSON Metropolitan 2 11 byte ’ r@i7o0o i7°@ 16" 
NASH-HUDSON Rambier 22 ; ] {ate 24° @2800 7"@ 15" P00 


P61 VIGO 
YR20148 
OLDSMOBILE 68 } 5*hte ’ 2° @3450 2114°@ 16" N60 aK 
OLDSMOBILE Super 68 | SP? hyte 2° @340 21\4"@ 10" N60 , wn 
OLDSMOBILE 66 5° bte 26° @ 3450 21\4°@ 16" N6O “nu 


PACKARD 


PLYMOUTH Plaza, Savoy and 
P Belvedere 6 ’ 7-2 1) 7 7° @1350 
PLYMOUTH Plaza, Savoy and 

Beivedere 8 17-19°@ 1900 


Kal 20648 4 12" bt 
14” tte 

PONTIAC Chieftain & Star Chief 26 ? ; wr @ 3400 N4 (“ Ce Wod as 

RP 7008 100 —_ 


STUDEBAKER Champion 20 244 , eo @2800 2°@ 12" P100 WFE21088 18" bte 
STUDEBAKER Commander 17-2 4° @ 2000 i @ iit” P100 wh 1-25 10" bu 
STUDEBAKER President 2 21 3 } 4° @2000 I @iliby” P100 WCFB22108 ; 23-25 11% be 


WILLYS 


ABBREVIATIONS 
Ce.P. —Crankshaft pulley Q Usage not recommended 
F Ho Ford Holley RP Rochester Products 
FW Fly wheel St Stromberg 
He Holley. tde Top dead center 
N Negative. VD Vibration damper 
P Positive Z Zenith 
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We Found Car Salesmen 
(Continued from page 38) 


portant for a new firm to do a 
good sales job in the very first days 
of its existence, 

The question naturally arises as 
to why these men left the firm and 
why they wanted to come back. An 
easy answer might have been poor 
management or conflicts under the 
previous ownership. If our check 
on these men had shown a majority 
of them working for other dealer- 
ships, I would be inclined to ac- 


cept that answer. But since they 
had left the automobile business 
and selling of any type, I think 
there are other reasons. 

A man doesn’t make a good 
record as a car salesman on a five- 
day, 9-to-5 basis, Good car sales- 
men work hard and they work 
long hours. Perhaps the grass in 
another business looked greener to 
the salesmen who left my pred- 
ecessor. They may have thought 
they would earn a satisfactory in- 
come with less effort and fewer 
hours, Probably some of them have 





It’s @ special Fel-Pro 
formula that makes 
Felcoid so tough, you 
can bend it, flex it, fold 
it, without affecting its 
sealing power, Because it 


is @ homogeneous material, 
it maintains its shape 
insuring easy installation, 
Because this amazing 
material can be folded to 
fit into SMALLER 





CARTONS, it means 

easier handling and stocking 
of entire Fel-Pro Gasket 
sets... head sets, oil 

pan sets, full sets and 

push rod cover sets. 
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done so, while others have now 
decided that possible earnings as 
an automobile salesman, and other 
advantages of the job, are worth 
the extra effort. 

This is just a guess as to their 
reasoning, but there are some facts 
to support it. If correct, it indi- 
cates that automobile dealers look- 
ing for salesmen might do well to 
check their own records for possi- 
bilities, even if there has been no 
change in ownership or manage- 
ment, 

All our salesmen are on straight 
commission. We believe that this 
gives them a feeling of being in 
business for themselves and pro- 
duces the best results. In the years 
immediately after World War II, 
the trend was definitely toward 
salary - and -commission payment 
for car salesmen. Now, from all 
we hear, the trend is toward 
straight commission. 


Doubled Previous Pay 


We think our commission basis 
is liberal and will pay off for hard 
workers. Under our plan, salesmen 
who were with the former set-up 
and who remained with us have 
doubled their previous earnings. 
Naturally you can’t hold them back 
now. They are really on the job. 

Right after he received his first 
double-size check, one of the men 
came to me with a question: “What 
happens if I build my sales up to 
the point where I’m really making 
money, say $900 or $1,000 a month? 
Will there be some change in the 
system of payment to cut me 
down?” 

I assured him there wouldn't be, 
and I meant it. There have been 
cases where dealerships wouldn't 
permit salesmen to earn that kind 
of money. But as long as the sales- 
man is making money for us too, 
we won't try to limit his earnings 

Unlike some dealerships, we 
don’t have any maximum on used- 
car commissions. 

In addition to giving our sales- 
men a liberal commission, we work 
closely with them and try to help 
them as much as we can, 

During my years in the automo- 
tive industry I've come to know a 
lot of dealers and I’ve had a 
chance to hear the “inside story” 
on some fellows who have been in 
the position I'm in now. Like 
everybody else, I make mistakes. 
But I hope I’ve learned something 
about this business of organizing 
and directing a sales force. 

This time my money is invested 

and that makes a difference! 
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“no customer resistance 


to Commercial Credit Plan’ 


says Mr. JOHN W. HANRON, Soles Manager of Hub Motor Car 
Co., Inc., DeSoto-Plymouth dealers in Boston, Mass. 


9 











fol wd 
se 
ee E HAVE used Commerciat Crepir sales quicker because we can work with CO Em IAI 
PLAN since we started business in ComMeEeRcIAL CrepiT by telephone rhe CRE DIT PI AN 
fact that we can settle insurance claims 


1937 and results have been good. Our 
quickly is important as is COMMERCIAL 


customers like the plan so there's no 
customer resistance. From our stand- Crepir PLAN'S automatic insurance es 


coverage.’ 


point we like the fact that we can close 
COMMERCIAL CREDIT DEALERS ARE Successful peacers CREDIT 
CORPORATION 


A service offered through whueidiories of 
Commercial Credit Company, Baltimore 


Let us show you how Commerciat Creprt’s broad experience, large resources and 
Capital end Surplus over $1 70,000,000 


complete financing facilities can contribute to your successful operation. Write, 
offices in principal cities of the United 


States and Caneda 








wire or phone your nearest CommerciaL Creprt office. You'll get prompt action 








Show people a “Show-Car”’ like 
THE MOTORAMIC CHEVROLET 
and you'll pack em in like this!... 
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( Maybe this will grve you 
some tdea of what has 
happened at Chevrolet 
Dealer showrooms throughout 
the country since 
Announcement Day!) 


New Products 


New Progress 


jor a New Era 
of Leadership! 


Want more facts? Use Reader Service Card Page 82 
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Readers are invited to contribute to— SHOP TALK. 





Tom Frost, a Virginian of Renown, 
Takes You Back in This Industry 


Editor’s note: Few articles of 
a purely biographical nature 
have appeared in this publica- 
tion in quite a few years, but on 
rare occasions a rare personality 
should get the full treatment, In 
this instance a seasoned automo- 
tive man was virtually ordered 
by his editorial friends to record 
the matter presented here. As 
you read these columns, you 
are bound to be reminded of 
your own experiences, After all, 
that’s a principal reason for 
publishing this! Live again your 
years as you travel back in time 
herewith. 

Tom Frost, a Ford dealer at 
Warrenton, Va., was reluctant to 
supply this information, Un- 
bashful editors are presenting 
this in the first person in spite 
of his protests. 

For a photographic treatment 
on Tom, turn to page 34. 


I was born April 5, 1905, in the 
village of Marshall, Va., which is 
just 12 miles from where I now 
make my home, I saw my first 
automobile when around eight 
years of age, and the first car I 
rode in was my aunt’s Ford. 

A Ford broke down in front of 
my home-—a wheel came off. A 
mechanic came the next day to re- 
pair the car. He took down the 
differential and proceeded to take 
a few nips while assembling the 
differential. When it was all ready 
to try out, I got in with him to 
take a ride, He shoved down on 
the low gear and the Model T 
backed up the bank—he had put 
the ring gear on the wrong side of 
the pinion! Right then and there I 
decided there was a definite need 
for mechanics, and got my first 
ideas about building a garage in 
my father’s yard, 

I attended Marshall School and 
Virginia Episcopal School at 
Lynchburg. After school I bought 


Address any comments to: South- 
ern Automotive Journal, 806 
Peachtree $t., N.E., Atlante &, Ga. 


a sawmiil. I was about 14 at the 
time, and after burning up the 
engine and ruining the saw, I was 
out of the sawmill] business. 

After this I went to work for my 
uncle in the lumber business, Soon 
after this | was asked to come for 
a job at the Warrenton Supply Co. 
garage, but they later sent me 
word that they had found an ex- 
perienced parts man and would not 
need me. About three weeks later, 
the same firm called me to come 
for the job, which I accepted. This 
was the early part of 1921, when 
my father gave me $10 and I came 


Tom Frost, right, and William L. 
“Billy” Hughson, oldest Ford 
dealer. 


to Warrenton to start my automo- 
bile career. I went to work in the 
stock room, and helped out in the 
Fordson tractor business, 

While in the tractor business an 
incident happened that I shall 
never forget. I was asked to de- 
liver a Fordson tractor with rubber 
tires to Leesburg, which is about 
35 miles from Warrenton. Tractors 
had no brakes in those days, and 
the gas tank sediment bulb broke 
loose, as I was going down a hill 
outside of Middleburg, and the 
thing caught fire. I had no way of 
stopping it, and could not get it in 
reverse, I took to the bank and 
instead of stopping, it rolled over 
on top of me, breaking my left leg. 

I had another sad experience 
when going to Marshall one Satur- 


A column of informal 

comments about the 

automotive trade and 
its problems. 





day night, back in 1922. I had a 
collision with another automobile 
I jumped out of my car to survey 
the damage when, bing, a wooden 
spoke from one of the wheels came 
down and hit me on the head. In 
spite of these “painful experiences” 
I still loved the automobile busi- 
ness. 

About this time I was at the age 
to start thinking of night life, 
which was nil in the sleepy little 
town of Warrenton. The annual 
horse show was one of the only 
causes to celebrate, so I got the 
bright idea of sponsoring a dance 
after the show. I rented the high 
school gym, which was the only 
floor of any size available, and 
went out on a limb to get such 
bands as Vincent Lopez and Ted 
Weems. For about four years this 
was an annual affair and with the 
money I made I had a new floo! 
built in the gym, and bought a 
share of stock in the Warrenton 
Supply Co. 

I purchased my first Ford in 
1922, equipped with Ruckstall 
axle. I took a friend to Akron 
through the Goodyear Tire & Rub- 
ber Co., and attended my first 
automobile race. I got tied up and 
scared in my first traffic jam at 
the Indianapolis Race, but then 
and there I made up my mind that 
there was no problem to driving in 
traffic; all you had to do was to 
be able to start and stop, and from 
that day I have never worried 
about traffic. 

In the evenings after work I 
would go back to the garage with 
a buddy, Kenny Kays, who was 
quite interested in electricity, 
radio, etc. We rigged up a radio set 
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Chniversal Clinderwriters 


KANSAS CITY, MISSOURI 


J. J. LYNN, President 
and the Committee of Trustees 
Cordially Invite 
You and Your Lady 


OPEN HOUSE 
in the 
Grand Ballroom and Foyer 


of 


The Palmer House 


Monday Evening, January 31, 1955 
6:00 P.M. to 9:00 P.M. 


For an Evening of Entertainment 


Honoring 
Authorized Automobile Dealers 
of America 


at the NADA Convention 


INFORMAL 
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of some fashion and would sit up 
all night every Saturday and listen 
with headphones to KDKA Pitts- 
burgh and KSK St. Louis. That 
was really a thrilling experience 
to be hearing things from the out- 
side world, and before long I had 
purchased a Crosley, one of the 
first radio sets to appear in War- 
renton, 

By this time the racing bug had 
me, and I picked up racing in 
Laurel, Charlotte, Altoona and At- 
lantic City Speedway during the 
race, 

It was then I decided to intro- 
duce racing to Warrenton. I built 
a ‘-mile dirt speedway near 
Warrenton, built two race cars and 
had eight racers in our group. We 
raced at several fairs and on the 
local speedway for several years. 

At this time I purchased addi- 
tional stock in the Warrenton Sup- 
ply Co., and, at the death of the 
vice-president, I was elected vice- 
president. 

By this time, I was working 
with the Technical Committee of 
the Contest Board of the AAA at 
Indianapolis around 1930, I was as- 
sociated with such men as E, 
Waldo Stein of the Firestone Tire 
& Rubber Co., and on one oc- 
casion stayed at the club with 
Eddie Rickenbacker. (This was 
quite large timber for a little 
splinter like me.) 

I was married in 1932 to the 
former Frances Booth Hundley of 
Center Cross, Va., and I have one 
son, Thomas, born in 1934, My son 
is now a student at V.M.I. 

In April, 1936, I severed my 
connection with the Warrenton 
Supply Co. and leased a Texaco 
station. A good and only service 
station on the bypass, Today there 
are 13 stations on the bypass of one 
mile! I continued handling Fire- 
stone products, which was the be- 
ginning of many happy years of 
association with the firm and the 
Firestone family. 

In July, 1936, I hired my first 
bookkeeper, Mrs. Kays. Instead of 
a fancy office, we had a split- 
bottom chair pulled up to a small 
table in the corner of the service 
station, and her main duty was to 
see that we collected money as 
fast as I wrote checks. 

During 1936 I was appointed 
supervisor for Center District, 
Fauquier County. Later I was 
made chairman of the board, a 
position which I held for about 
eight years, resigning to go to the 
legislature. 

During the year 1936 I paid $150 


60 


deposit on what was called a 
Silver Tower (a fancy name for a 
hamburger “joint” that seated six). 
The firm with which I had made 
the deposit proceeded to go broke 
or bankrupt, and I found myself 
the proud possessor of this “thing,”’ 
which was my first venture in the 
restaurant business. I realized the 
way they flocked to this little 
place that there was a need for a 
restaurant in Warrenton, so leased 
a small building next to my serv- 
ice station and opened a lunch 
room—nothing fancy, but a place 
where one could get quick service 

and might be rubbing elbows 
with anyone from a diplomat to a 
ditch digger! Today, we are just 


Here is the lady who is supposed 
to keep up with all the ramifica- 
tions into which Tom Frost's as- 
sorted interests take him. She is 
Mrs. Anne Noland Kays, who 
joined Tom in July, 1936. Her of- 
fice consisted of a split-bottom 
chair pulled up to a small table in 
the corner of the service station 
and her job, in Tom’‘s own words, 
“was to see that we collected 
money as fast as I wrote checks.” 


completing a new diner, with a 
seating capacity of 57—one of the 
most modern in Northern Va. 

In January, 1937, I had made 
plans to leave for Florida with 
Kenny Kays. The day before we 
planned to leave, the highway de- 
partment opened the new bypass 
around Warrenton, and at one of 
the intersections of the bypass I 
ran into Mrs, Kays, wife of Kenny, 
and my bookkeeper, who was on 
her way to work at my office. A 
very peculiar insurance situation 
arose as to how settlement would 
be made, as there were several in- 
surance companies involved. Since 


Mrs. Kays was associated with me, 
it looked at one time as if I would 
have to sue myself to take care of 
the liability. However, we finally 
got the matter settled, and Mrs. 
Kays is still a major-domo in my 
business. 

I took on the Oldsmobile fran- 
chise in 1937, which I kept for two 
years. I next took Dodge and 
Plymouth franchise under an as- 
sociate dealer, and handled these 
until 1945. 

In January, 1942. when the 
government froze new cars, I de- 
cided they would have to be stored 
Contacted several sawmills, and, 
with the aid of every carpenter 
within miles, erected a building 
which held 192 cars. Before this 
was completed, I had application 
for storage for several hundred 
more. Purchased approximately 
200 cars from various dealers 
(under the Murray-Pittman Act 
through RFC) and filled two more 
buildings. By this time General 
Motors contacted me to store cars 
for some of the larger Washington 
Chevrolet dealers. We drove from 
Washington and stored 466 Chev 
rolets. By this time, we had ove: 
1,400 new automobiles in storage 
All had been prepared unde! 
Order M216, an order which was 
written in my sheds 

We prepared these cars for dead 
storage and would then hook a 
horse and singletree to them and 
pull them in the shed, as we could 
not get a tow truck around in 
close places 

We sold 107 Hudsons 
enormous heaters to the Union of 
South Africa. Shipped cars for my 
self and other dealers to 12 foreign 
countries, and to about 40 states 
Shipped 165 Chevrolets by rail to 
Glosselman Chevrolet in Lockhart, 
Texas. This was quite an experi 
ence for the town of Warrenton to 
be shipping new automobiles to 
Texas, 

We had purchasers to come from 
Maine and Mississippi on the same 
day and meet in our little 10 x 12 
office which we were operating 
from. 

I believe I can claim to be the 
only man who has sold a car in 
this manner. A gentleman called 
me from Enid, Okla., asking if I 
could let him have a new car, as 
he had a permit to purchase one 
I told him I had a car and he could 
come for it. Two days later he ap- 
peared at my office and pulled out 
his certificate, which was in order 
He, as all other purchasers at that 
time, was most anxious to give me 


with 
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Universal Underwriters has served 
the Insurance needs of Authorized 


Automobile Dealers for over 32 years 





Officers and Trustees 
of 


Universal Underwriters 


are pleased to have an opportunity 


to entertain friends at the NADA 


Convention. 


For your pleasure and convenience 
throughout the duration of the 
Convention Universal 
Underwriters will maintain a Hos- 
pitality Suite at the Conrad Hilton 
Hotel. 


You are invited to make your head- 
quarters at this suite, location of 
which will be posted on a bulletin 
board in the lobby of the Conrad 
Hilton. 


Entertainment by 
Tex Kidwell, Cowboy Troubadour 


Clhniversal Clinderwriters 


Home Office: 1000 R. A. Long Bidg., Kansas City 6, Mo. 


509 Terminal Sales Bldg. 8909 Olympic Blvd. 2403-A Bryan St. 
Portland 5, Ore. Beverly Hills, Calif. Dalles |, Texas 
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a check as soon as he came in the 
office so I would have no chance 
to change my mind about letting 
him have a car. He made out the 
check for the amount of the car 
and then asked me what kind it 
was. All he knew was that he had 
purchased an automobile and 
didn’t know if it had a spare tire 
or if he had enough gas to get it 
started, 

On one trip to deliver a car 
which I had sold the state of North 
Carolina for the police department, 
I was arrested for speeding! 


Congressman Poulson of Los 
Angeles, Calif., had obtained a cer- 
tificate to purchase an automobile, 
but was unable to find one any- 
where. Finally, he came to War- 
renton to see me, and I let him 
have an automobile. We have been 
good friends since then, and while 
in Los Angeles for the Mobil Run 
last year I invited him down to the 
garage for the start of the run. I 
got quite a kick out of introducing 
the mayor of Los Angeles to sev- 
eral of my friends who are out- 
standing citizens of the city! 
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CAMEL Vulcanizing Patches 
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All Tubeless Tires. .* 
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Repair Materials to Buy 
No Special Training Needed 


THE COMPLETE QUALITY LINE 


FOR BETTER 
TIRE AND TUBE 
REPAIRING 
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Delivered new car to Secretary 
of Agriculture Wallace who came 
to Warrenton to take delivery. 

Sold cars to numerous racing 
drivers, including Tommy Milton, 
Ted Horn, Bill Holland and others 

Have also furnished cars to 
Floyd Clymer, who is the publisher 
of Automotive Topics and numer- 
ous motor publications, including 
scrap books and the Indianapolis 
Race History 

During the tire shortage, I dis- 
covered in Ossining, N. Y., a ware 
house full of tires for 
sale with no certificate. These tires 


recapped 


were owned by a Mr. Van Lear, 
who had come to this country from 
Holland. I sent several trailers to 
New York and hauled the tires 
back, selling them all over the 
state and Washington, D. C.—first 
with absolutely 

were strictly 


come, first served 
no guarantee. The 
merchandise. On 
occasions they didn’t last five 
miles, but they did fill in a big gap 
during the rubber shortage 


“as-is” several 


Biue Star Directory 


By 1944 our town was beginning 
to look like a ghost town, with 
most of the young men of the 
county serving in the Armed 
Forces. When trying to think of 
something I could do to show my 
appreciation to them I hit on this 
idea: I obtained a list of the names 
and addresses of everyone in the 
county who was serving in the 
Armed Forces. Some of these were 
easy to get, but others, in rural 
areas where there were no phones, 
my men had to travel for miles by 
car and on foot to obtain the ad 
dress from the family. Finally, 
after many trips to the Pentagon 
(where I got lost on numerous oc- 
casions) my list was passed by the 
censors, and I had it published in 
booklet form and mailed a copy to 
everyone whose name appeared in 
the book, the most famous being 
none other than the late Gen 
George Patton, who had left our 
county to serve 

It was quite 
ceive letters from oul 
were scattered all over the world, 
telling me the hours they spent 
checking this book for the where- 
abouts of their old buddies. Many 
of them contacted old friends by 
mail, and some even located 
friends nearby by thus having 
their addresses 

After the war, when cars were 
released, I sold two of my sheds 
to Walter Chrysler to build turkey 
some 


gratifying to re- 
boys who 


houses, and also sold him 
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THING CLEANS METAL PARTS LIKE 


NO 
PARTS MASTER 


~ Dissolves All Z 

= Grease, Gum. 

— Carbon- 

7, Swudge, ete: ’ 
/ oe 


in Seco 


(Available in 3 and 5 Gallon Pails 


with or without Dunking Screen) 
S's CLEANS 


and most efficient metal parts 


Parts Master is the most powerful 
4 cleaner ever developed. 


“ig to use — Right in the pail 


Can be used over and over again. 
Needs no special rinsing compound. Always Ready to Use 


RUST MASTER — CARB MASTER — SLUDG-MASTER — LEAK MASTER 


1955 RUST MASTER CHEMICAL COMPA 
© " PROOUCTS w 


OM Whine yoy mot 
of 56 CREIGHTON ST. me MASS 


SILENT PARTNERS OF MOTOR EFFICIENCY 





surplus Ford trucks for his estate 
here. 

In 1945 I bought my present 
location and started plans for a 
new building. 

Around this time I bought seven 
4 x 4 Chevrolet trucks to be sold 
only to farmers. We advertised 
these trucks as being available for 
farmers only, but had no prospects 
and no buyers. Finally, the county 
agent advised us that we could 
sell them to anyone, but we could 
find no one who would buy them. I 
finally lined up all seven with 


dealer's tags, and sent them 50 
miles to bring back seven loads of 
cinder blocks for the new build- 
ing. This we did on several oc- 
casions, and saved the cost of 
hauling our blocks. 

What to do with these trucks I 
did not know. A carnival had come 
to town the week before and the 
owner had asked me to sell him 
the trucks, but I had told him 
they could only be sold to farmers. 
As he left town, a week later, he 
stopped by my station to get some 
air, and remarked to me that I had 








Don’t Set Valve Gap 


“Close Enough’... 


ey, 
ight: 


... the new precision instrument that utilizes an 
entirely new principle in adjusting valve clearance, 
or “gap” on valve-in-head engines. The Valve- 
Gapper assures micrometer accurate valve clear- 
ance adjustment and instant location of noisy or 


* 
Volve- Gepper in position on 1954 V-6 Ford 
Engine. 


Mechonic using Vaive-Gopper on Chevrolet 
Engine. 


64 
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defective hydraulic lifters. 





© Reduce Valve Adjustment Time approxi- 
motely 50 per cent! 

® Check the Valve Gop Visvolly and get 
Micrometer Accurate readings BEFORE, DUR- 
ING and AFTER Adjustment. 

® The VALVE-GAPPER is Fast, Easy to Use— 
both hands are FREE to make adjustments 
while dial indicator registers exact setiing. 

® Use the VALVE-GAPPER for instant location 
of defective hydraulic lifters. 

® Use the Dial Indicator for other shop tasks. 





MODEL 201—FOR GM DIESEL ENGINES 
Enables mechanics, owners, operators to — 
© Adjust Valve Clearance 
© Time Fuel Injectors © Bolance Fuel Racks 
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Order from Jobber or Write P&G Mfg. Co. 
P&G MANUFACTURING CO. DEPT. 20A 


2262 N. Aibine Avenue, Portland 12, Oregon 
Please send me Valve-Gopper literature and prices. 
FIRM NAME 

your NAME... 

Aoortss______.. 

city ZONE STATE 
ENGINES SERVICED 

MY JOBBER 15. 





better sell him those trucks. I said, 
“Brother, you have just bought 
all seven of them.” 

In late 1945 I signed a contract 
with Ford, and the new building 
was completed July 31, 1946, 
situated on four federal north and 
south highways—15, 17, 29 and 
211. 

In the midst of construction of 
the building—in May, 1946-—the 
lure of the postwar race took me to 
Indianapolis. Later that year I 
was appointed to the Contest 
Board and have been a member 
ever since. Being on the board is 
one of the great experiences in my 
life, for there I enjoy the associa- 
tion with such great men as Col. 
Herrington, Art Pillsbury and 
many more men of such experience 
and background. 


A New Home! 


My building was completed 
July, 1946, and on July 31 we had 
the grand opening with about 600 
automobile and state officials in 
attendance for cocktails and din- 
ner. The next night was the public 
opening, which was also well at- 
tended. 

On this location I have garage, 
Firestone store, Esso station and 
body shop. 

In 1950, with my ex-service 
manager as a partner, we bought 
another Ford dealership in Manas- 
sas, Va. 

In 1951 I resigned from the 
board of supervisors to serve in 
the House of Delegates in Virginia, 
which state office I now hold, This 
I have found to be most interesting, 
but hard, work. However, the as- 
sociation with some of the finest 
men in the state helps make up for 
the hard work. 

I have attended four Mobilgas 
Economy Runs on the West Coast, 
serving as honorary referee on the 
last two. Wilbur Shaw was the 
referee, and it was certainly a 
great privilege and pleasure to 
work with him. 

During 1951 I was elected to 
serve on the National Ford Dealers 
Council. This brought me in con- 
tact with Mr. Lew Smead once 
more, Mr. Smead’s first position in 
the Ford Motor Co., in 1921, was a 
zone representative of Zone B, in 
which Warrenton was located 

I have been awarded five “Four- 
Letter Awards” by Ford Motor Co 

Have partnership business, 
Frost-Wayland, handling farm 
equipment and Ford tractors 
(These have brakes!) 


Organized and was elected 
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Quality... Service 


TAPERED AND 


STRAIGHT ROLLER BEARINGS 


When you install a Bower tapered or 
straight roller bearing, you know you are 
working with a quality product. Original 


equipment manufacturers depend on this fact. 


Automotive service men, too, depend on 


Bower quality . . . and Federal-Mogu! service! 


Ask your Federal-Mogul Jobber! 


FEDERAL-MOGUL SERVICE 


Division Federal - Mogul Corporation 
DETROIT 13, MICHIGAN 
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president of the Virginia Council 
of Automobile Old Timers in 1951, 
and have attended the Old Timers’ 
national conventions since the 
war. I really enjoy being associated 
with the Old Timers, and consider 
it a real privilege to know Mr. 
Billy Hughson of San Francisco, 
who is the oldest Ford dealer in 
the world. 

Several years ago, in an old 
barn about five miles from War- 
renton, I uncovered what is known 
as the Elvin, This strange con- 
traption is all that’s left of an in- 


ventor’s dream of a_ perpetual- 
motion machine. I have exhibited 
it in Baltimore, Washington and 
Detroit shows, and expect to lend 
it to the Edison Institute. 

On several occasions I have 
taken some famous Virginia hams 
to national conventions of N.A.- 
D.A., Ford groups, and other con- 


ventions. Now, wherever I go, 
someone always asks, “Where's 
the ham?” 


On one occasion I went to De- 
troit with Mr. Byron Foy and took 
a Virginia ham and had it served 
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to a group of the Chrysler officers. 
After lunch, I was telling Mr 
Keller, president of Chrysler Corp., 
of Walter Chrysler’s 67,000 chick- 
ens which he had on his farm near 
Warrenton. Mr. Keller remarked, 
“Walter would be a busy man if 
all of them had the gapes at the 
same time.” 

I shall never forget an experi 
ence back in 1947, when at the 
N.A.D.A. convention I was to pre- 
sent a set of keys to a new 
Mercury to Mr. Ray Chamberlain 
There were about 12,000 people in 
the Atlantic City Auditorium. The 
show was running late—Milton 
Berle was waiting to go on. Just as 
I got up to speak, I noticed the 
rostrum—on which my notes had 
been placed—being moved away 
My knees started shaking, and 
what I said I just don’t happen to 
recall! 


Chinchillas To Alley Cats! 


In May, 1954, the local hospital 
was offered for sale, and a group 
of local citizens met to try to 
figure how funds could be raised 
with which to purchase it and op- 
erate it as a county hospital. My 
office was headquarters for the 
campaign to raise $110,000 in two 
months. Toward the end of the 
campaign we were selling every- 
thing from chinchillas to alley cats! 
The goal was reached, and today 
we are making improvements, and 
the Fauquier hospital is going for- 
ward, 

I feel the automobile business is 
a good, substantial, upright busi 
ness if handled on a business-like 
basis. 

As in all other businesses, the 
automobile business has good and 
bad dealers, and there are times 
when business is good and times 
when business is bad. These bad 
times only tend to bring out the 
best in most of us 

The principle on which I have 
worked since being in the business 
is the recognition of prompt, 
courteous service to all customers 
Customers should be recognized at 
once, although, at times, it is im- 
possible to give them service that 
quickly. It costs nothing, but the 
will to recognize a customer pays 

I am sure that some of the finest 
citizens of the United States are 
good automobile dealers. 

I have never regretted having 
chosen this field as my vocation, 
and the small amount of money I 
have made is secondary to the 
friends that I have made through- 
out these United States 
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The 3 MOST IMPORTANT Wheel Service Advancements 


since “Bear"' Introduced Dy-Namic Balancing 20 Years Ago! 
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Backed by POST) 


Nationally Advertised 


© 
CAR CONDITIONING SERVICE 





Riding Comfort! That's the watch 
word in the automobile busine 
eae ea) ee 





single reason why people trade in 
old jalopies for smooth-riding new 
oe a a a i 
ee 
thet smooth ride and al! those new 
comfort features. Here is Super 
Comfort-Ride Conditioning, the ser 
vice that KEEPS new cars comfort 
able, and COMFORT-CONDITIONS 
wl) Me a) e M 
“2 smooth nde 
The three new Bear develop 
ments shown here help Beo: 
Shops to get maximum profits and 
customer good-will from Super 
Comfort-Ride Conditioning’ 





See Your 
“BEAR” JOBBER 
for FREE 
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This new low-priced "322" Wheel Now, a tire truer so fast and simp! NSTRATION 3 Although “On-A-Car” was just 3 
Truer mokes possible MORE prof- to operate, that anyone DEMO recently introduced, already thou- { 

its FASTER than ever before! Bent and [© true tires accurately in minutes! sands have been sold to enthusiastic 


wobbly wheels, up to 8.20 x 15 size, Amazing serge Bg 207 Fp, ae — shops. They were “sold” on 
ciple mokes it possible to On-A-Car” the moment they sat 

ore trued with the tires on. That means ; - 

, : ‘ob high , tire right on the car. Dramatic out- down to operate it for the first time. 

ee oe * oe Sone round test shows customer the ne Centering is so fast yet so accurate 

of jobs. Wheel is automatically locked =f, trying. New “Bear” on-the-cx ... balancing is so simple yet so ef- 

in position for greater accuracy... Tire T | fective ...and the entire operation 


corrections are checked with wheel the w cross the treo is so easy that anyone can balance 
mounted. to disturb the original arc of the tire. within minutes on “On-A-Cor"! For for? 














SWITCHING TRANSMISSIONS 


Petersburg, Va. 
Gentiemen: 

Will you please send me the fol- 
lowing information if possible: I 
have a 1946 Chrysler Windsor 
sedan, model C-38, that has been 
rebuilt from stern to stem except 
for the semi-automatic M6 trans- 
mission, I want to replace this unit 
with a straight synchromesh trans- 
mission. 

What Chrysler carries a unit that 
would work on the Chrysler C-38 


and what changes would be neces- 
sary to complete the job? 

I have been a reader of your 
magazine for a number of years 
and have gained valuable informa- 
tion from various articles. I have 
been shop foreman at the federal 
reformatory for over 20 years and 
also have a shop of my own at 
my home. 

L. W. FIeEL_p 

Many thanks for your inquiry 
and your favorable comments a- 
bout SOUTHERN AUTOMOTIVE JOUR- 
NAL. We are sure that a model D- 





Sells Fast—Installs Easily! 





COLEMAN COMPENSATOR 
10-77 installatien 








i “Steering Third 
COMPENSATOR _ 
Saves Buying New “Third Arm” and “Bracket Assembly” 


Make faster, more profitable repairs 
on 1949-54 Chevrolet passenger cars 
and trucks with this precision-engi- 


neered, fully guaranteed part! 


@ Helps mechanics make accurate steering 


line adjustments. 


@ improves car steering at high road speeds. 
@ Prevents excess wear on king pins, tie rod 


ends and other steering line parts. 


@ Repair made without removing original 
"steering third arm" and “bracket” from car. 


@ No special tools or machine work needed. 


Thousands in daily use 
all ever the Nation 


Ask yer jobber, or write os direct. 


YN NATIONAL MACHINE WORKS, INC. 
ooucd : 
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30 Dodge standard transmission 
will operate in your C-38 Chrysler. 
It should fit in place without any 


changes. 


ON GARAGEMEN ORGANIZING 


toanoke, Va. 
Gentlemen: 

Enclosed is a copy of my letter 
to Mr. Bert Cook, chairman of the 
committee for attendance for the 
proposed national garage associa- 
tion. 

I just returned from a trip in 
Virginia in which I talked to many 
independent garagemen These 
men admit that there is almost a 
desperate need for effective garage 
association activities, but they 
don’t claim to know the answers 
and don’t know to whom to turn 
for leadership 

Frankly, I have little hope of 
this James’ group meeting the suc- 
cess they hope for. I certainly hope 
that they or some other group are 
successful. I do think that it is pos- 
sible to have a very successful as- 
sociation if the following problems 
can be solved. These problems are: 

1.—Garagemen have to be sold 
and educated to the fact that they 
will have to pay for effective as- 
sociation work. Intangibles such as 
sponsoring cooperation among 
competitors and intelligent com- 
petition, selling quality services 
at fair prices than 
alone, recognition and prestige 
these things are worth money and 
will have to be paid for 

2.—Association management and 
organization require knowledge 
and ability that garagemen must 
learn, or trained men must be 
secured and paid according to thei 
ability. A book by John C. Patter- 
son is the best I have been able to 
find about association work man- 
agement. 

3.—An association is not some- 
thing that will work against this 
or that group. The right kind of 
association will benefit the car- 
owning public, the garagemen, 
jobbers, car dealers and the entire 
industry in helping each work fo! 
its enlightened self-interest 

4.—To be completely successful 
is almost impossible. However, we 
could be reasonably successful 
Personally I am of the opinion that 
Mr. Guy N, Cummings’ plans have 
the best chance of starting us to- 
ward gaining what we need so far 
as association results are con- 
cerned. Jobbers have told me that 
their associations cost them over 


rather price 
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PLAY IT SAFE! 


STOCK AND SELL THE BEST FOR 
TRUCKS, TRACTORS, TRAILERS AND BUSES 


STATE APPROVED 


ALCO 


America’s Finest 


FLEET LIGHTING EQUIPMENT 


Your ALCO dollar buys top quality, low-cost safety 
protection for drivers, vehicles and loads. All ALCO 
heavy-duty lights meet or exceed $.A.E. specifica- 

tions. Smart, modern design improves fleet appear- 
ance—rich, tough finish keeps it bright looking longer. 


For Catalog Sheets and Prices contact your jobber or 
write us direct. 


; _ 
| A LG °, DIVISION OF Auto Lamp Mfg. Co 
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$200 a year for smaller jobbers, 
and that it is the best investment 
they make. The NAMA dies are 
$5 per year. 

I am certainly willing to help 
in any way I can to make a nation- 
al association a successful reality. 
I certainly thank you for the coop- 
eration you have given garagemen 
and I believe that “the bread that 
you are casting upon the waters” 
will eventually increase the circu- 
lation and success of your maga- 
zine. 

I am publicity chairman of the 


Roanoke Automobile Service As- 

sociation and a NAMA director. 
WINFRED K. CUNDIFF, 
Cundiff & Brugh, Inc. 


Packard's New Ride 


(Continued from page 50) 


tion unless something else were 
added. 

The answer is a load compen- 
sator, or “car-levelizer,” whose 
function it is to hold body height 
on an even keel regardless of pas- 





“bero-Seals! 


@ Giraffes are up in the air over everything! But 
AERO-SEAL Hose Clamps are recognized by 
down-to-earth car owners and mechanics alike as 
the one quality hose clamp that holds tight — even 
under toughest vibration! Miracle precision worm 
gear drive won't let an AERO-SEAL shake loose, yet 
allows easy installation-removal with a screwdriver 
for continuous usage! 

Car owners ager the long life of the corro- 


sion-resistant stainless steel band . . . its even 


essure 


will never pinch or damage hose. Remember, it's 
not discount but demand that means faster turnover, 
bigger profits for you. Don’t get stuck with imita- 
tions! Stick with QUALITY ... feature genuine 
AERO-SEAL Hose Clamps! See Your Jobber! 


PRECISION WORM DRIVE 


AERO-SEAL HOSE CLAMPS 


ANOTHER (rt e ve) peoouct 
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senger and luggage loads. The com- 
pensator consists of two addition- 
al torsion bars, about half the 
length of the main torsion springs, 
arranged at the rear. The rear ends 
of these bars are attached to the 
rear torsion arms, previously men- 
tioned, while the forward ends 
terminate in lever arms pointing 
downward. The lower ends of 
these arms are connected by iinks 
to an actuator lever and compen- 
sator gear box located near the 
center of the chassis. The gear box, 
in turn, is operated by a two-way 
actuator electric motor which op- 
erates under the influence of a con- 
trol mechanism to automatically 
increase or decrease the loading 
of the car. 


How Mechanism Works 


The control mechanism consists 
of a switch located near the actu- 
ator motor, connected by means of 
a link to a lever attached to the 
main torsion bar on the left side 
of the car. A special three-termin- 
al stoplight switch prevents opera- 
tion of the compensator when the 
brakes are applied. The contro] 
switch is activated from the 
changes in the loading of the left- 
hand torsion bar. Delayed action 
of the compensator switch prevents 
operation of the compensator when 
going over a bump in the road. 

When there is equal loading, 
front and rear, the center portion 
of the long torsion spring shows 
little, if any, rotation and there 
is no action of the compensator. 

Suppose, however, that the load- 
ing at the rear is increased. This 
will cause the full length of the 
torsion bar to twist and the cen- 
ter portion of the left spring to ro- 
tate, thus rotating the lower lever 
connected to the control switch. 
After about six seconds the con- 
trol switch makes contact, starts 
the actuator motor and gradually 
increases the loading on both com- 
pensator bars. This, in turn, raises 
the rear end of the car, making 
it level with the front end. When 
the car is level, the contro] switch 
automatically stops the motor. 

Suppose, now, that the rear end 
of the car is lightened by passen- 
gers getting out. In this case, the 
center section of the main spring 
tends to twist in the opposite di- 
rection. Again the compensator 
switch (in about six seconds) 
makes contact, this time causing 
the actuator motor to run in re- 
verse direction, thus reducing the 
loading on the compensator tor- 
sion bars to lower the rear end 
level with the front 
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BRAKE PARTS Highest Quality! 
Other Brake Parts Distinctive Packaging! 
by MASTER ieiaitilionis aati) 


HERE 1S ANOTHER top-quality major replacement line from 

MASTER — Hydraulic Brake Master and Wheel Cylinders to cover 

CYLINDER REPAIR KITS practically every service requirement for popular cars and 
and PARTS trucks. These Cylinders are made of finest steel alloy castings, 


micro-honed for perfect fit. Each unit protected by sealed-type 
package .. . internal parts coated to preserve factory finish. 


STOP LIGHT SWITCHES Competitive prices assure full profit opportunity. Order now from 


eS, your MASTER Distributor,or write direct for catalogs and prices! 


HYDRAULIC BRAKE HOSE 


MASTER PARTS DIVISION 


AIRTEX PRODUCTS INC. + FAIRFIELD, ILLINOIS 
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DEALERS FIND CAR-SKIN 
PRODUCTS EASY TO SELL! 


.»-and Customers Always Come Back for More 


There is a good reason for the continued success of Car-Skin Products 
during the past 20 years. Car-Skin Reconditioner and Car-Skin Tempered 
Wax are superior prodycts., Hundreds of gas station owners throughout 
the country have found\tha as quick empnstratjion of what Car-Skin 
Products wil] do iq all Naty ndcestary to rpak@ a falg Cpstomers are amazed 
and delighteAto discover ‘adly ecopditioner 
restices the fintyh « ; 
work eptir&gar 


np hard 
with ordi- 
nar\car gant Wd A 

dt is . . gpind 
on tau ~ Con - 
ditioggr kes 
Car-Sk 

Ca 
stateR aa 


leadin 


ed ‘by 

a red 

f threugtrout 
a Car-Skin 
are ‘amazed 
-onditioner 


bare \s no hard 


restgTcs ; buy ' 
work--entfe c ssf With ordi- 
nary ar Cleaers | 


It is fe . ‘$r-Skirg PrOdutts dan depend 
on the ~——a2ore' Cat-Skin Recon- 


ditioner 
Car-Ski 
Car- 
states, Today 
same yo Ae IN PINTS 2 GAL 
leadin te re 
Th ater lecond:. 
FLEMINGTON, Wy ry te 


Wax are supeTrc 
the country have To 





Shore Up Dribbles! 


(Continued from page 30) 


one in continuous service. When I 
used my own wrecker, it was cost- 
ing me $50 to $75 a month more 
than I was taking in on it, con- 
sidering a guarantee to a wrecker 
man for his service, extra insur- 
ance, depreciation and other ex- 
pense. Now I use one of my com 
petitor’s wreckers, as needed, with 
25% discount. I get a profit of 
25% on wrecker service 

Office supplies have been cut 
considerably by not having too 
large a personnel. It has simplified 
bookkeeping. The saving in office 
supplies is $25 a month 

In advertising. we say we will 
trade for anything. Not long ago 
we traded for a new set of im- 
ported china, 72 pieces. In another 
case we traded, on a used car, for 
a Chinese dog, so rare that there 
are only four in the United States 
The dog is a good watchdog at 
night. 

I have to stay about 50% closer 
to the place than I did, but am not 
spending any more time than if I 
were working for some other com- 
petitive dealer. 

A flat rate increase was made in 
the service department, up from 
$3 to $3.50 an hour. 

I now have my business down to 
where if we make three new-car 
sales a month, plus the take-in of 
the service and parts departments, 
it will pay all overhead, including 
a salary to me—or more than I 
could make working for someone 
else. 


GM Opens School Centers 
In Memphis and Atlanta 


(a. Motors’ mechanic train- 
ing centers opened in Mem- 
phis, Tenn., and Atlanta, Ga., last 
month for dealer service personnel 
with GM car and truck dealerships 

Both centers feature shop class- 
rooms for each GM division, 50 x 
90 foot auditoriums, kitchens, 
cafeterias accommodating 120 per- 
sons and parking facilities for more 
than 200 cars 

The Memphis center, at Avon 
Street and Summer Drive, has 
more than 26,000 square feet of 
floor space. 

Other centers operating or being 
built are in or near Detroit, Cleve- 
land, Boston, Union, N. J., Chicago, 
Washington, Jacksonville, El Paso, 
Portland, Dallas, Los Angeles, 
Philadelphia, Charlotte, N. C., and 
Denver. Fourteen others § are 
planned to open this year 
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THE 


FORWARD 
LOOK 


A special report to dealers in Plymouth, Dodge, 


De Soto, Chrysler and Imperial Cars. 





It's no secret now that Chrysler Corporation is making the 
strongest bid for new business that any automobile manu- 
facturer has ever made in the history of the industry. 


Never before has any automobile manufacturer held ad- 
vance previews with style authorities, airplane designers, 
men and women of letters, the arts, finance, the press .. . 
and many additional discriminating audiences all over the 
country! Their enthusiastic reception of the styling concepts 
in our 1955 cars foretold the public acceptance you are now 
witnessing. 


Never before has the motoring public been so aroused and 
excited by the introduction of a family of new car models 
... under the banner of THE FORWARD LOOK, 


But the exciting new styling of THE FORWARD LOOK is not the 
whole story. Here, too, are new V-8 engines . . . new ride, 
steering and automatic controls that will make the engineer- 
ing leadership of Chrysler Corporation more demonstrable 
than ever before. These fine cars are not only making sales, 
but are making money for dealers, too. And the sound mer- 
chandising policies maintained by Chrysler Corporation in 
delivering to dealer order make THE FORWARD LOOK more 
attractive still. 


In addition, considerable effort has been expended in re- 
building the Chrysler Corporation Field Force, to provide 
better service to dealers and closer liaison. 


PLYMOUTH + DODGE - 


CHRYSLER 
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Promotion and merchandising activities have been increased 
to supplement the greatest advertising campaign in Chrysler 
Corporation history. Each of the Divisions has undertaken 
a tremendous selling effort in magazines, newspapers and 
television. Each supports its own television show of top 
caliber so that the cars with THE FORWARD LOOK—~-Plymouth, 
Dodge, De Soto, Chrysler and Imperial—are shown and sold 
to millions of viewers in a combined TV effort unequaled 
by any other manufacturer! And behind the individual 
Division effort is a backdrop of Corporation advertising and 
promotion including the great, new full-hour television 
shows—"“Shower of Stars” and “Climax!” 


To any dealer who might ask, “What's in it for me?” 

the answer is, “Plenty!” The cars are right, the market is 
conditioned, the promotion is alert and lively, THE FORWARD 
LOOK is responsible for opening-up a new era of sales and 
profit opportunities. This is the year people will change to 
Chrysler Corporation cars because the best engineered cars 
of all time are today's best looking 





There are good retail opportunities in a limited 
number of open points in some Divisions. Your 
confidential inquiry may be addressed to Chrysler 
Corporation, Box 258, Detroit 31, Michigan. 











Caprright 1964 Chrysler Corporation 


CHRYSLER +- IMPERIAL 





Dear Bill, 


Yeah, Bill, I agree with you that THE NUTBUSZ7ER WRITES. 
some of the shops who are trying ; 
to “economize” themselves into TAY BUD DY 
the black are actually penny- cw ‘ 
pinching themselves into the red 
But it is certainly tough to gen- 
eralize on economy. A necessity 
in one shop is actually a “frill” in 
another, and it would be im- 
possible to recommend a hard and 
fast rule that would work in every 
shop, regardless of size, layout and 
potential, 

I recall the time the factory 


AY 








held its service meetings in our 
shop a few years ago. A couple of 


GR TS G60 TO ME smaller dealer servicemen were 
intrigued with our dispatche: 
A X1I20 perched up in the rafters where 
he could observe and contro] the 
WITH AK MILLER heavy traffic to our several de 
partments. Both these guys bust a 
gusset getting themselves a dis 
patcher to hoist up into the rafters 
in their small shops. Naturally, 
they had no use in the world for 
such an arrangement. so when the 
reckoning came they found it was 
a costly mistake. 

One of them being a shoot-the- 
works type of operator, he simply 
abolished the position with the 
perch. But the other one gave it 
‘ : some thought and decided that the 
S GA ~~ dispatcher was well worth the 
cas RA GE money for a portion of his time, but 

- that a good bit of his time was 
wasted. So he simply moved the 
guy down to floor level, gave him 


AK MILLER’ 
Driving all the 10902 Bass R 
way down and WHITTIER, CaLiy 
all the way back ra 
in the same hot “FAMt Piston Ring p 
rod that gave the I wou) _— a couple of other duties to fill the 
oinira time, and thus benefited 


tion Ss spare 
expensive sport pecent entr from the efficiency of proper traf- 
ARTON “AK” Manian cars a real battle. nen anes. ‘ of fic control while having a higher: 
WELL KNOWN le : > om —_ avails . . 2 
ENGINE SPECIALIST Car No, 3)" > : type of operator available for the 

Mis ‘pec other necessary chores 
en rans At a recent service meeting I 
les h 
tor observed the same type of split- 
. m4 . " : 

: onsumption on’ thinking when two operators dis- 
eis 298Pr en cussed their retrenchment prob- 
wel) Yorth w S$ ; 
me 4 lems with exactly opposite views 

h--The talk depth Grant One said, “Business is off so 

Sooo cate eases much I can no longer afford to op- 

tary coating to deter Yours 1 rul . 

aoa Ye y, erate my service follow-up system 
stingniatams “on SOR ’ " . p 

0A double square Akt tele I've laid off the girl and stored the 

Oi) metering ring to ©" Millers tegit 

protect cylinder welts os files. 

On encelien! bearing 

a In another group of men I heard 

6 And finally the to Deoler . vormotion furnished on request a service manager telling how he 

was really concentrating on his 


Gran follow-up to increase traffic and 
revenue. 


These attitudes extend right on 
GRANT & GRANT, 241 NO. WESTMORELAND AVE., LOS ANGELES 4, CALIF. down through the service depart- 
ment. Some operators view-with- 

ORDER FROM NEAREST WAR — 
sHoUuSss alarm the downward trend of ter- 
Automotive Warehousing Co., Inc Bethlehem Equipment Corp C. A. Solberg tain services and do nothing to 
477 tth St., N. E. 109 W. sth St. 1122 E. Pike ae hee id a a 
Atlante, Georgie New York 23, New York Seattle, Washington bolster the loss by looking for new 
services, while others are con- 


world’s most RINGS. 
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No need to turn down 
Hydra-Matic service profits... 


75% of all Hydra-Matic service jobs are 


SIMPLE EXTERNAL ADJUSTMENTS! 


Adjusting servo band externally 


Fe Ne? 
: > 


PF \ 


Adjust rear servo band internally Refilling transmission with ffaid 


" 
wr 


jjust front servo band internally 


Correct throttle tinkage adjustment Check alignment of throttle lever Adjusting throttle lever alignment 


Now you can perform Imagine being able to correct 75% of all Hydra-Matic service problems 
simply by making a few quick, easy external adjustments! Imagine, too, 

these profitable operations being able now to buy all the genuine Kent-Moore Rate-Maker Tools re- 
quired to perform these profitable operations in a special new kit costing 

with a new, low-cost less than $100.00! Sound like a good deal? It is! What's more, it also in- 
cludes thorough training in the use of the tools plus special promotional 


KENT-MOORE materials designed to help you sell your Hydra-Matic Service. So why wait? 


RA TE -MAKER Call your local Kent-Moore jobber . . . order your Rate-Maker tools today! 
« 


SERVICE TOOL KIT | 
a KENT-MOORE oncanization, inc. 
Engineers and Manvlacturers ' : ce 7 ‘ 


of Special Avton ve ervice nd Eavipment 


5-105 GENERAL MOTORS BUILDING + DETROIT 2, MICHIGAN 
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most powerful '/ drive 


the new leader | 


The 404 is the lightest, most compact tool in its power 
and capacity class. Reduces arm fatigue regardless of 
working position. Actually does all work which previ- 
ously required two or more tools. Handles all but the 
largest nuts and bolts on cars and trucks. Fits into small 
space for extra close-quarter work. Converts immedi- 
ately into a screw driver, tapper, reamer, wood borer, 
etc., with standard attachments. 


Now, even more than before, mechanics are getting 
more work done, easier and are making more money 
by using Ingersoll-Rand Impactools—the leaders in 
both AIR and ELECTRIC. For an on-the-job demonstra- 
tion of the new 404 or any of Ingersoll-Rand’s complete 
line of air and electric Impactools for every job, call 


your Ingersoll-Rand jobber today. 
18A-151 


Ingersoll-Rand 


11 Broadway, New York 4, N.Y. 


9 cat a A td gma fi 


ae COMPRESSORS 
Lec Tee moors 


A A 4 
Cheinaiors y Guouioole MIR & ELECTRIC 
y 





stantly looking for trends toward 
more service in other departments 
to concentrate their efforts in pro- 
moting. 

I know of one case where the 
biggest crepe hanger you're likely 
to see hasn’t unboxed some of his 
essential tools for new units be- 
cause he says that his mechanics 
will only wear them out or lose 
them! 

Merchandisers in all depart- 
ments know that it is twice as hard 
to sell something you don’t have 
on hand, and this is just as true 
when service is the commodity to 
be sold. If you aren’t equipped to 
sell the job, you simply won't sell 
any of the service except in emer- 
gency cases. And if the custome: 
happens to observe that you are 
inept or unsure, he’s sure to 
spread the word. 

It’s good business to hold ex- 
penditures in line with income, but 
it takes some wise selection to 
choose items which are unproduc- 
tive for the paring. The best way 
to “go for broke” is to yank out 
the foundation and spare the 
gingerbread. 

Yrs, 
Ed 


TV Now Spotting 
Parking Places 


fron moana to spot spaces in 
parking lots is a recent achieve- 
ment of the Radio Corporation of 
America. 

A closed-circuit spotter is being 
used by the Downtown Merchants 
Association in Oakland, Calif., for 
directing motorists to vacancies on 
a 225-x-300-foot lot. A compact 
lightweight “TV eye” camera 
mounted on a light standard is 
connected to a 21-inch television 
receiver in the entrance booth 
When a motorist drives into the 
lot, the attendant needs only to 
glance at the TV screen to locate 
a vacant space. 


AC Spark Plug Creates 
National Council 


A NATION-WIDE parts council 
composed of representative 
distributors was founded last 
month by AC Spark Plug Division 
of General Motors to discuss activi- 
ties pertaining to both AC and its 
distributors, 

The program, similar to one 
which has succeeded for many 
years in the car dealer field, calls 
for meetings three times a year 
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$53 Board Stops Trouble 


(Continued from page 33) 


he overlooked the rush ticket 
(possibly because the accumulated 
labor charge would be small, com- 
pared to the job he picked for him- 
self).” 

Newton never tires of telling 
how, before he devised his file 
system, his office was crammed 
with mechanics waiting to have a 
job assigned to them, or how they 
wrangled among themselves over 
which jobs they were entitled to. 

Too, up until this file was made 
and installed, Newton himself was 
running a maze, as the psycholo- 
gists say. He couldn't possibly keep 
up with all the jobs by holding 
them all in his memory. Now he 
can tell at a glance where each job 
is and how much work is booked 
ahead in each department 

In conjunction with the file, 
Newton also employs a regular 
“tower” route form which he keeps 
himself, 

As the men work on 50% of 
customer labor, the better they 
utilize their time, the more take- 
home pay. Over a_ six-month 
period the men have averaged an 
increase of 13.4% —and with no 
more work, 

“Until a system of this nature is 
put into effect,” said Newton, “no 
one would suspect his men were 
actually wasting that much valu 
able time.” 

Newton has 14 line mechanics 
and helpers, plus 17 men in his 
body shop. Figure it up: On one or 
two mechanics, the extra 13.4% 
wouldn’t amount to very much in 
dollars and cents, but the accumu- 
lation on 31 men adds up to what 
four extra men could produce 
under the old routine. 

“Not only that,” Newton con- 
cluded, “but we have reduced cus- 
tomer complaints down to a minus 
zero. A customer inquires about 
his car. In a matter of seconds we 
can tell him exactly when it will 
be ready. When a customer phones 
in to request a rush job, I can tell 
him at a glance, and no calling the 
tower for confirmation.” 

This system puts the entire serv- 
ice operation at the service man- 
ager's fingertips. As he has the re- 
sponsibility, this is just as it 
should be, Newton asserted 

Oil moves through the “biggest 
inch” pipe line at a speed of ap- 
proximately 34% miles an hour, o1 
as fast as a man can walk. the 
American petroleum folks say 





most powerful '/ drive 


CTRIC Impactools 


The 25% greater power of the new 5U assures faster, 
easier handling of your nut running jobs on all modern, 
high compression, high torque engines. Extra reserve 
power handles all but the largest nuts and bolts on 
cars and trucks. Added power speeds up universal! 
joint and angle head jobs. Quickly applied standard 
attachments permit faster, easier drilling, screw driv- 
ing, reaming, tapping, wire brushing, hole sawing, etc 


See what this 259% more powerful successor to Ingersoll 
Rand's famous 4U Impactool can do for you in terms of 
time, effort and money saved. For on-your-job proof of 
the 5U’s extra power, or for a demonstration of Ingersoll 
Rand's 2U, 8U, and 34U Electric Impactools, call your 
Ingersoll-Rand jobber today. 


1s 152 


Ingersoll -Rand 


11 Broadway, New York 4, N.Y. 


| PP | |= 


At COnmPet S088 


J } 4 
Chiginalbrs y Qmeudools AIR & ELECTRIC 
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Pomp Engines Revive 
(Continued from page 39) 


Only on rare occasions are they 
asked to work overtime to get out 
a job for a customer. 

“Most farmers today have stand- 
by equipment,” Brownie Small- 
wood said, “If their car is down, 
they have another or can use their 
truck.” 

The shop has found it more satis- 
factory to take longer on a job than 
to rush through it by working over- 
time, Customers are better satis- 


fied, and they feel we are giving 
more attention and interest to 
their particular jobs. 

“Farmers don’t understand over- 
time rates,” said Smallwood. 
“When a garageman who caters to 
the farm trade tacks on overtime, 
he’s only kidding himself. When 
the time comes to collect, he can 
discount it from the total amount 
or figure he has lost a customer and 
at the same time earned a reputa- 
tion for overcharging. Some farm- 
ers will pay overtime for a rush 
job. The majority, we have found, 





Self-Adju 
FAST CHAR 


AO" 





For 6 and 12 VOLTS 


MODEL QWL 
60 amps on 6 volts 
60 amps on 12 volts 
Check these features... 


U lied for pl ty. Just select 


6 of 12 volt position —rate adjusts itself 





Overload protection. Disconnects 
charger on reversed connections, 
wrong voltage, shorts or grounds 


Extra long leads and easy to use plier 
type clamps. 

Weatherproof, trouble-free design 
Underwriters’ approved, one yeor 
warranty The most capacity for your 
money 


26th Year of Battery Charger Manufacturing 


McCOLPIN-CHRISTIE 


CORP. 


3410 W. 67th St., Los Angeles 43, Calif. 
Write for Catalog showing complete C&C Line 








Here's a handy 
LOW-COST BATTERY TESTER 


The C&C model BRT Battery and Regulator Ont 
Tester will step up new bottery sales and re Y 
charging business. Checks battery under load 95 
or open circuit, alo quick voltage regulator 316 
test, Tester will fit any charger handle. ° 
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will kick like hell at the bill.” 

Does handling odd jobs, such as 
water-well rigs, older automotive 
work and work on other equip- 
ment, bring passenger-car work to 
the shop? 

“If it’s a tune-up job or some- 
thing we handle, yes,” said Jiggs 
Smallwood. “If, for example, it’s 
an automatic-transmission job, no. 
We will not undertake specialized 
work of this nature. It would not 
pay us to have all the tools and 
equipment to offer specialized 
services for every make of car— 
and our customers drive every 
make. 

“We are obliged to turn down 
enough work to keep two more 
line mechanics busy full time, but 
we are limited for space. 

Prefer Heavier Jobs 

“As a big percentage of our work 
is tearing down and rebuilding, we 
can't take too many in-and-out 
small jobs. Anyway, neither my 
brother nor I particularly like 
those quickies, There is more time 
spent talking than working. The 
customers don’t seem to realize 
this and don’t want to pay for the 
time. 

“We prefer to 
heavier jobs.” 

Although irrigation is a regular 
practice in many sections of the 
Southwest, it’s a practice that is 
just opening up in the Southeast. 
The drought last summer showed 
many Southeastern farmers the 
possible benefits of being able to 
irrigate some of their crops. In 
many areas, the summer of 1954 
was the driest in the history of 
weather records 

Other sections of the South and 
Southwest have heavy concentra- 
tions of different types of equip- 
ment. And the surface has hardly 
been scratched when it comes to 
the mechanization of the Southern 
farm, Each year sees a tremendous 
increase in both the types and 
amount of equipment. 

The service business on this 
equipment is there and will con- 
tinue to be there in growing 
volume. Somebody will get it. In 
many instances implement dealers 
aren't conveniently located to han- 
dle a lot of the repair or mainte- 
nance jobs. 

Particularly in the area of major 
repairs is the harvest plentiful. The 
new-model itch isn’t such a preva- 
lent “disease” among owners of 
off-the-road equipment. If the unit 
works, or can be made to work, in 
a satisfactory manner, they'll hang 
onto it for years. 


stick to the 
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overhauls | 
EE 
FEDERAL-MOGUIL 


ENGINE BEARINGS 
FEDERAL-MOGUL 


ENGINE BEARINGS 
FEDERAL-MOGUL 


ENGINE BEARINGS good mechanics 
FEDERAL-MOGUL 


THE PREFERRED LINE 


ENGINE BEARINGS 


The COMPLETE engine bearing service line 


FEDERAL-MOGUL SERVICE 


Division Federal-Mogul Corporation 
DETROIT 13, MICHIGAN 
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You Can Keep Up 
fo Date! Send in 
the Card for... 


© more information about NEW PRODUCTS on following pages 
®@ copies of these new FREE CATALOGS AND BULLETINS 


101 WRITE FOR CURTIS LITERA tically impossible to select the wrong gun reference book that contains helpf service 
TURE ASSEMBLY KIT C.6—(ives or accessory for any given operation. Also instructions as well as detailed des riptions 
t 


full information on Ourtis Air Compressors has chassia drawing pointing out every part and illustrations of the latest methods and 
Ourtise Car Washers and Curtis Auto Lifts named. Form No. 48-808. Alemite Div., Stew procedures for profitably servicing hydraulic 
Curtis Pneumatic Machinery Division of art Warner OCorp., 1826 Diversey Parkway, braking systems. Send for Bulletin HU-17H 
Ourtis Mf Co,, 1938 Kienlen Avenue, St Chieago 14, Illinois Wagner Electric, Corporation, 63: Plymout! 


Louls 20 0 Avenue, St. Louis 14, Missouri 
1] MUSTANG ENGINES — Complete 
10 MODEL NUMBER INTERCHANGE catalog on MUSTANG precision 128 SIGNS OF PROFIT A four page 
Handy reference sheet with com geared engines. Information on regular, plus pamphlet describing Arrow generator 
compression models, Infor and starter stock assortments, One page is 
MUSTANG guarantee and devoted to a description of the Arrow Quick 
(rma 


plete listing of all passenger cars by model power, and high 
number interchangeably with model name mation on the 
Saves look-up time by including car mode! testing processes. Mustang Division of Re Ohecking Meter and its uses, Arrow 
data not found elsewhere, Useful as a sup builders, Inc., Garland, Texas tures Co Box 1428, Spartanburg, 8. ¢ 


lement to every automotive parts catalog 
em Mfg. Co,, 20-21 Wagaraw Rd Fair 1] PEATHERTOUCH —— Colorful cata 13 y chn: nahn SERVICE GUIDE 
Lawn, N, J log sheets showing with complete spe practical and factual presentation 
cifications, the ‘‘Feathertough'’ valve-seat of the use ~ Impactools in automotive serv 
10 FPOUR-PURPOSE AUTOMOTIVE grinders, ‘‘Intheblok'’ valve grinder, Uni icing. Contains time study reports showing 
CLEANER —1i2-page booklet on Oak versal Press and many other Winona prod how dealers and shops can increase profits 
ite Penetrant describes safe, economical way ucts. Winona Tool Mfg. Co., Winona, Minn for both themselves and their mechanics 
to (1) degrease engine parts, blocks, trans Automotive Service Guides are now available 
mission and differential parts; (2) clean ] 14 INDUSTRIAL CLEANING COM for Ford, Chevrolet, Plymouth, Oldsmobil« 
radiators and water jackets; (%) steam de POUNDS Catalogue information Hudson and Studebaker. Specify which Guides 
tergent method of cleaning chassis, motors, on the complete line manufactured by the you want, John K Uhler Ingersoll Kand 
underparts; (4) clean floors, grease pits Rk. G. Liner Co., Canton, N. C Oo,, Phillipsburg, N. J 
areas around lifte-all with one four-pur 
pose cleaning material, Oakite Products, Inc 115 DIXIE LAWN MOWERS Beauti 13 ee. NO. 64-25th ANNIVER 
52 Reetor St.,, New York, N. Y ful color catalog sheets on this com RY Features more than 200 
plete line of mowers. Also sales aids and Champ = automotive ret 
105 WAGNER AIR BRAKE AND RO distributor mailing pieces, Southland Mower all makes of cars 4 handy service 
} Inc 190 May Ave 


TARY AIR COMPRESSOR BULLE Oo., Belma, Ala Champ-Items ‘ 
Louis 14, Mo 


lacement parte for 


~~ Discusses in detail straight air and 


AUTOMOTIVE CLEANING 16 


T 
alr-over-hydraulie air braking systems, Con 1] 
page booklet covers every phase of 134 STREAMLINER CATALOGS 


tains an explanation of the operation of the 
Wagner Rotary Air Oompressor complete arage cleaning, Gives specific directions for Moog Coil action front end part 
with diagrams, cross section drawings, and footeliing cleaning tanks; methods for clean coil springs, chassis parts and electrica 
photographs Lista by catalog numbers com ing dissimilar metal parts; procedures for heat-treated springs for urs «6and= trucks 
ponent parte as well as field installation desludging radiators, descaling, and paint Moog Industries, In 6651 Easton Avs St 
ite, Write for COatalog KU-201 Wagner stripping, as well as steam-cleaning parte Louis 14, Mo 
Electric Corporation, 6862 Plymouth Avenue, before repair, Oakite Products, Inc 62F 
St. Louis 14, Missouri Rector St., New York 6, N. Y 13 DELCO REMY ELECTRICAL 
SERVICE A 20-page 8'¢x11-inch 
1 COMPLETE DETAILS Free lit 1] BRAKE SERVICE GUIDE Com booklet covering essential steps in servicing 
erature on Hester Battery Distrib plete instructions for inspecting the electrical system on an automobile. Pro 
utorships, Hester ‘‘factory fresh'’ line offers flushing and bleeding the brake system fusely illustrated (84 pictures A must for 
profit and volume, Free sales aide and ad Handy trouble check chart. Write for Bulle the automotive electrician. Delco -Kemy Ser 
vertising campaigns, Write today Heater tin HU-411, Wagner Electric Corp, 6400 ice Department, Anderson, Ind 
Battery Mfg. Co., 10 Culvert St., Nashville Plymouth Ave. St. Louis 14, Lio 
10, Tenn ] PRESSURIZED COOLING SYSTEM 
] ] RAMCO SERVICE MANUAL 5th 
edition, Illustrated, Gives complete pressurized cooling system is detailed in a 
booklet available from Stant Mfg. Co. If 
Columbia Ave., Connersville, Ind 


Servicing and maintenance of the 


] 0 DESCRIPTIVE LITERATURE 

Ballard Idler Arm Stabilizer de data on piston ring installation—also hints 

signed to immediately stop shimmy and on locating engine trouble-—-causes of oil 

steering wheel ‘‘fight.’ Fite Fords, Mer lose——pitfalle of motor-overhauling and how 

curys and Linecolns, Write B & B Specialty to overcome Ramsey Corp., 3698 Forest 142 WIRE, CABLE AND IGNITION 

Oo., 1718 Hawthorne 8t., Houston 6, Texas Park Bivd., St. Louis 8, Mo CATALOGS of Andrews Mfg. Co 
924 8S. Theresa, St. Louis, Mo 


108 12 VOLT EBLECTRICAL EQUIP. ] TIRE RETRUING An illustrated 
MENT FOR PASSENGER CARS bulletin about this newest extra-profit 14 NATIONAL MACHINE LINE—New 
A 20 page book covering the description, service, Describes ‘‘Bear Balantru’’ Service fully illustrated pamphlet describing 
care, maintenance, checks, and servicing of which makes possible both tire re-truing and function and construction of National Drive 
the latest type Deleo Remy 12-volt electrical wheel balancing in practically one operation Shaft Bushing and Seal Assemblies, Uni 
equipment used on passenger cars, 44 illus Explains method using just one mounting versal Joint Ball Housing Kit, Transmission 
opens covering the charging, cranking and Bear Mfg. Oo., Dept. SAJ, Rock Island, I) Case Ball Seat and Coleman pues, Soe 
nition circuits, ete. Technical Literature pensator for Chev, Cars & Pickups and most 
epartment, Deleo- Remy Division, Anderson, ] FOAM WASHING UNIT — 12 page GMO Pickups. Special Pinion Bearing As 
ad folder presenta picture story of new sembly for most Chev Buick, Olds and 
Oakite Foam nit for bus and truck body Pontiac models National Machine Worke 
\ oe wy ENGINE RE. washing. Gives complete directions for oper Ine 1800 8. Broadway, Oklahoma City 9% 
SERV. ation of unit. Uses compressed air to pro Oklahoma 
108 POOLE AD AND “06m UIPMENT — Catalogs duce heavy lather detergent foam which 
describing the Amaes line of Wet and Dry clings to vertical surfaces, saves application 153 SERVICE MANUAL FK SPARK 
Pin Fitttn Honing Machines, Brake Shoe time, cute solution waste, Oakite Products PLUGS and how to properly service 
Pensere, yene Sepa pothes, mee Shoe Inc,, 562 F Rector St,, New York 6, N. ¥ thom to, comptotely, doserived in the ne : 
tting Gages, rake yrum icrometers, SERVICE NUAL No, 7 now offers 
Brake 0 iinder Hones, OCon-Red Alignors, 125 STANDARD DUTY GENERATOR by Ohampion Spark Plug ©o., 900 Upton 
Main an Camshaft Bearin Boring Ma REGULATORS A 16-page 8% St.. Toledo, Ohio 
chines, Ridge Reamers, Cylinder Hones, Sur x inch booklet covering the operation and 
facing Hones, Torque Wrenches, Smal) Bore S alsinen of Deleo-Remy regulators. (62 15 V-C CLEANSERS—Complete infor 
Hones, Tappet and Rocker Arm Grinders pletures) Contains illustrations showing va mation on the new improved V-« 
and other tools, Ammeo Tools, Inc. 2110 rious steps of adjustment. Will help automo line of cleansers. Includes, V-C ZIP (heav 
Commonwealth Ave., North Chicago, Illinois tive electricians understand and service reg duty steam cleanser) V-C TUFF (heavy 
ulators, Deleo-Remy Service Department, An duty .concrete cleanser) V-O ROY (concrete 
SELECTION GUIDE OF SPECIAL derson, Indiana cleanser) V-C CEL (water conditioner). No 
111 IZED LUBRICATION TOOLS Ret cost or obligation for the complete Virginia 
up in chart form covering 19 makes of cars 12 pS BRAKE FLUID Carolina informational literature. Virginia 
and 8 specialized tools, Eepecially helpful VICE HOW TO CHECK, Carolina Chemical Corp., Chemicals Divis 
to inexperienced operator, making it prac DRAIN, PLUSH REFILL, BLEED Easy 401 East Main St., Richmond, Va 
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600—Idler-Arm Kit 


An idler-arm take-up kit for 
eliminating idler-arm looseness and 
noise and keeping toe-in accurate on 
most popular cars has been an- 


nounced by Champ-Items, Inc., 6191 
Maple Ave., St. Louis 14, Mo. 

The assembly consists of an oil 
resisting rubber grease retainer, com- 
pression spring, thrust washer and 
cup. Complete specifications and car 
models are included. One kit is re- 
quired for most cars except Ford, 
Lincoln and Mercury, which require 
two. 


Want more info? Use coupon on 
page 82 and you will get it! 


601—Waterproof Sandpapers 


Two waterproof sandpapers, grades 
500-A and 600-A, especially for wet- 
sanding of lacquer finish coats, 
enamel touch-up work, and removal 
of “orange peel,” dust nibs, runs and 
over-spray shots, have been developed 
by Behr- Manning Corp., 1933 Sidford 

, Troy, N. Y. 

ee to the manufacturer, the 
papers are very fine and super- 
tough with the flexibility, durability 
and ieathery feel of coarser grades 

Want more info? Use coupon on 

page 82 and you will get it! 


602—Bumper Jack 


A bumper jack which raises the 
front or rear of a car until both 
wheels clear the ground and features 
a deep lifting throat with adjustable- 
spread rotatable contacts, has been 
announced by the Joyce-Cridland Co., 
East Ist and Hott Streets, Dayton 
Ohio. 

The contacts, which are lined with 
a rubber-impregnated fabric, may 
contact cars either on the bumper or 
bumper brackets. Easy and quick 
jack spotting is claimed because of 
two castered wheels directly beneath 
the waist-high handle. The jacks rise 
on four needle bearing rollers which 
reduce friction and increase lifting 
efficiency, the manufacturer said 
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NEW PRODUCTS 


AND CATALOGS 


Both hand- and air-operated models 
are available. 
Want more info? Use coupon on 
page 82 and you will get it! 


603—Tamperproof Packages 


Redesigned parts packages, with 
tamperproof features to assure buyers 
of getting original equipment replace 
ments, have been developed by 
Rochester Products Division of Gen 
eral Motors, 1000 Lexington Ave., 
Rochester 3, N. Y 

Instead of tuck-in flaps, lap ends 
are tightly glued with an over 
lapping arrangement of five to seven 
alternate layers of cardboard and ad- 
hesive. To remove a part from a car 
ton, the user must break the seal or 
otherwise destroy the package, the 
manufacturer said 

Want more info? Use coupon on 

page 82 and you will get it! 








New TUNG-SOL All-Glass Sealed Beam 


VISION-AID HEADLANP 


IMPROVED BEAM PROVIDES 
BETTER VISIBILITY 


Aid Septem cof hehe serey 
he sue! Devers cap ver 
ver 4 "mod wench The eh 


Anering 10 approaching devw 


VISION-A!D HEADLAMP is the most power- 
ful and the safest headlamp ever developed 


Light output has been increased by raising che 
lower beam wattage from 35 to 40 an 


upper beam from 45 to 50 watts 


the 


VISION-AID HEADLAMP provides 23 per 
cent more light on the low beam and 26 per 


cent more light on the high beam 


VISION-AID HEADLAMP projects the pass 


ing beam up to 80 feet farther ahead, but more 
to the right, at the same time reducing the 
amount of light directed toward an approach- 


ing vehicle 


VISION-AID HEADLAMP produces less un 
controlled light, thereby reducing che light 
reflected back at the driver from fog, rain, dust 


or snow encountered in bad weather 


Be the bret in pour community to offer this 
new ond sealer Keadlomp to your Customers 
Order Tang Sol VISION. AID HEAD 
LAMPS from your yobber todey 
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604—Compass 


A self-illuminating compass, which 
lights up at the touch of a button but 
has no wires to attach, has been in- 


oh MBE ELTOF 
i6arw per 


troduced by Airguide Instrument Co., 
2210 Wabansia Ave., Chicago 47, Ill. 

The cell, which is independent of 
the regular car power system, usually 
lasts about a year and replacements 
are available. The compass has an 
Alnico V magnet system. 

Want more info? Use coupon on 

page 82 and you will get it! 


605—Wrenches 


Two wrenches for servicing 1955 
Chevrolet V-8 engines have been an- 
nounced by Bonney Forge & Too! 
Works, Durham and Meadow Sts., 
Allentown, Pa. 

No, 2616 cylinder head wrench, for 
torqueing head bolts, is chromium- 
plated with a %” double hexagonal 
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— ANDREWS: WIR 
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Since 1921 Andrews Ignition Parts— 
Wire and Cables have been giving 
Customers Satisfaction with dependable 


quality, value and service. 


ndrews 


Southeastern ? 
LAWRENCE M. HIRSIG & COMPANY 
American National Saat Guliding 


7, 
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Southwestern ive: 
LYNN & HEMPHILL 
301 Nerth Market 
Delles, Texas 





square drive, 5 11/16” long with a 
2 %” sweep. It is handy for close- 
quarter work. No. ZAL26T %” drive 
deep socket is designed for spark plug 
service. The socket is 3” long with a 
123/16” opening. It can be used to re- 
move the No. 3 spark plug on the left 
bank of the motor. 

Want more info? Use coupon on 

page 82 and you will get it! 


606—All-Stee! Oil Ring 


A Duomatic all-steel oil ring, em- 
bodying the circumferential expan- 
sion principle used on many 1955 en 
gines, has been announced by the 
Ramsey Corp., 3763 Forest Park 
Blivd., St. Louis 8, Mo. 

The principle, the manufacturer 
said, economizes on oil without dry- 
ing up the cylinder wall and provides 
approximately nine times more con- 


| 


tact point on the segments than con 
ventional expanders. A _ descriptive 
bulletin has been issued by the manu 
facturer. 
Want more info? Use coupon on 
page 82 and you will get it! 


607—Fog Lenses for Lights 


Amber contact lenses, which con- 
vert regular headlights into fog 
lights and are said to utilize the full 
candlepower and use of low and high 
beams, have been introduced by the 
FogMaster Co., 205 W. 19th St., New 
York 11, N. Y. 

The lenses will press on the lights 
and slide off. They fit all sealed beam 
headlights, the manufacturer said, 
and will last for years. They are 
packed in a glove-compartment con- 
tainer. 

Want more info? Use coupon on 

page 82 and you will get it! 


608—Portable Hones 


A small cylinder hone has been 
added to its hone line, usable hori- 
zontally or vertically with power ap- 
plied through a free floating universal 
joint which eliminates the necessity 
of dismantling equipment for main- 
tenance and repair, Sunnen Products 
Co., 7910 Manchester Ave., St. Louis 
17, Mo., announced, 

Individual hones and their ranges 
are: SN-70, 134” to 2.0”; JN-90, 2.0” 
to 2.6”; AN-110, 24%” to 7”, and AN- 
812, 434” to 144%” 

Want more info? Use coupon on 

page 82 and you will get it! 


(More New Products on page 89) 
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MORE WELDS DOUBLE-BARRELED 
ELLIPTICAL, VARIED-LENGTH ; " PROTECTION — double- 
resist "blowout 
RESONANCE CHAMBERS t rattles!|  WFapped for longer life. 
assure quieter operation! $y 





EXTRA PARTITIONS 
give greater strength. 


BIG TUBES reduce back pressure. 





a. 


cm 


Now...only 2 MoPar mufflers 


service almost 3,000,000 vehicles! 


Part No Piymouth Dodge (6-Cyl.) | De Soto (6-Cyl.) | Chrysler (6-Cyi.) Build extra profits with MoPar 
676955 | 1943-48 1939-48 1938-48 1938-48 quality mufflers engineered for 
% (Except ]-Pass. Sedan and Limousine) : Chrysler Corporation vehicles ! 


ie mo} caine | 1000-8 | 1Oe-08 1000-08 Yes, you can service 90°, of the 6-cylinder Chrys- 
(Except Conv. Coupe on Plymouth; Conv. Coupe, 7-Pass. Sedan, 8-Pass ler ¢ orporation vehicles with just two MoPar 
Sedan, and Limousine on Dodge, De Soto, and Chrysler) mufflers. Moreover, because they are right for so 

many vehicles, MoPar mufflers offer you many 
Fit 90% of all sixes. The models indicated on this appli- advantages 


cation chart represent 3,000,000 vehicles you can service = —— a stock | 


And MoPar mufflers mean truly satisfied customers 

-repeat business! They are specially engineered 
to give more efficient, safer, and longer lasting 
performance. Stock up on MoPar mufflers —contact 
your nearby Chrysler Corporation dealer or MoPar 
parts wholesaler today! 


Every fourth car on the voed needs a new PARTS DIVISION 
muffler! That's why an exhaust system check at every CHRYSLER CORPORATION 


opportunity pays off in extra business for you, and 


extra safety for your customers. DETROIT 31, MICHIGAN 















































you can ask your customers. Water is 
the most objectionable of all oil con- 
taminants. Nine out of 10 motorists 


do start-stop, cold-engine driving which 
Check the Water 


leads to excessive water contamination 

of the oil. You'll save your customers ° ° 
lots of engine trouble just by asking... in the Crankcase Oil 
“May I check the water in your oil?” 

And then tell them about Walker Oil 

Filter Cartridges. 


That’s the most important question WALKER OIL wihesst 


y 
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IT RAINS INSIDE YOUR ENGINE. Results of tests NOT ALL OF THAT WATER PASSES OUT THE 
made by Motor Vehicle Research, Inc., in its $3,000,000 EXHAUST. Every car owner has seen water dripping 
automotive testing laboratory, proved that a gallon of from the tail pipe—water from moisture-laden exhaust 
water is produced for every gallon of gasoline burned fumes that condense in the muffler. That's further proof 
in an internal combustion engine. (Book showing com- 
plete test available on request to Walker.) 


that every engine manufactures water. But not all of 
the water passes out the exhaust 


SOME WATER ALWAYS ‘BLOWS BY’ THE PISTONS WATER IN THE OIL IS THE CHIEF CAUSE OF 
SLUDGE AND SOURCE OF CORROSIVE ACID WEAR. 


into the crankcase oil. Under average slow-speed, start- 
Water is the most objectionable of all oil contaminants. 


and-stop driving, water condenses on the cylinder walls 
and washes past—or blows by—the pistons into the It is the chief cause of sludge, the biggest source of engine 
operating troubles. And water is the source of corrosive 
acids which are a major cause of engine wear 


How a Walker Oil Filter Cartridge 
checks water in the oil 


A Walker Oil Filter Cartridge gives your customer added 
protection in any make of filter because in addition to re- 
moving dust, dirt, metal particles and other solid abrasives, 
its exclusive patented Laminar filtering material has the 
extra ability to selectively remove water from the oil. It pro- 
vides protection against sludge formation and dangerous 
corrosive acid wear. Check the water in your customer's 
oil with a Walker Oil Filter Cartridge . . . always. 


crankcase to contaminate the oil. 





WALKER MANUFACTURING COMPANY OF WISCONSIN RACINE, WISCONSIN 
OlL PILTERS + EXHAUST SILENCERS + JACKS 
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the Masking Tape % 
you asked for 














A 


YOU WANTED A MASKING TAPE that YOU WANTED A MASKING TAPE that’s YOU WANTED A MASKING TAPE that 
handles easily, sticks well to the job, thin and strong, preventing edge build- won't get soggy under wet sanding, 
works right in any weather. up and seepage. peels cleanly off the job without tearing. 


ONLY “SCOTCH” BRAND MASKING TAPE gives you all the 

features you need to be sure of turning out top-quality work every 

time. For 29 years painters have been telling us exactly what they 

want masking tape to do. Today’s “SCOTCH” Masking Tape is 

the answer. Use “SCOTCH” Brand Masking Tape on all your . 

jobs. You'll agree—there’s nothing to equal it. COMPANY 


Made in U.S.A, by Minnesota Mining and Mfg, Co., St. Paul 6, Minn.—also makers of “SCOTCH” Brand Pressure-Sensitive ‘apes, “SCOTCH” 
Brand Magnetic Tape, “Underseal” Rubberized Coating, ‘“Scotchlite” Reflective Sheeting, “Safety-Walk” Non-slip Surfacing, "3M" Abrasives 
"3M" Adhesives. General Export: 122 FE. 42nd St., New York 17, N. Y. In Canada: London, Ont., Can 


68 Want more facts? Use Reader Service Card page 82 SOUTHERN AUTOMOTIVE JOURNAL for January, 1955 











More New Products 
(Continued from page 84) 





609—Decimal Chart 


A 21” x 28” decimal equivalent wal! 
chart, designed for computation work 
of mechanics, machinists and other 
close tolerance workers, has been i 
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sued by U. S. Axle Co., Inc., 800 
Water St., Pottstown, Pa. The chart 
contains tables for fraction-to-decima 
conversion, standard screw threa.i 
and tap drill sizes. 
Want more info? Use coupon on 
page 82 and you will get it! 


610—Safety Belt 


A CAA-approved safety belt, mad 
of heavy-duty non-fraying cotton 
webbing with an easy-to-lock buckle 
and adjustable side buckles, has been 
placed on the market by Speed Sport 


Equipment Co., 4866 N. Milwaukee 
Ave., Chicago 30, Il 

Motorists can install the belts by 
screwing metal anchors into the car 
floor. Screws and nuts are packed 
with each belt 

Want more info? Use coupon on 

page 82 and you will get it! 


611—Connecting Rod Aligner 


A connecting rod aligner for 
passenger cars, most trucks, tractor 
and diesels which allows handling of 
rods with or without the piston as 
sembled and with or without the cap, 
has been introduced by Ammco Tools, 
Inc., 2100 Commonwealth Ave., N 
Chicago, Ill. 
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Model 3300, as it is called, has 
critical parts of super-hard stellite 
and is simple to use, the manufac 
turer said. The use of adaptors or ex- 
panding arbors is not necessary 

Want more info? Use coupon on 

page 82 and you will get it! 


612—Power Brush 


A 4” wire brush attachment for ai 
or electric 4%” drive Impactools, used 
to clean tubeless tire rims, has been 
introduced by Ingersoll-Rand Co., 
Phillipsburg, N. J 

The attachment, which snaps to the 
square 4%” drive of the Impactool, en 
ables 90 reduction of rim cleaning 
time, the manufacturer said. The 
brush is easily replaceable 

Want more info? Use coupon on 

page 82 and you will get it! 


613—Car Washer 


A car washer which suspends from 
the ceiling and wets, shampoos, rinses 
and shuts itself off has been an 
nounced by Choldun Manufacturing 
Corp., 331 East St., New Haven, Conn 

The unit, available in 20-, 22- and 
25-ft. models, features an aluminum 


spray elevator, push-button operation, 
shampoo meter jet, visible shampoo 
supply, self-contained motor and 
pump, water supply tank and up-and 
down operation. It is approved by 
Underwriters Laboratories 

Want more info? Use coupon on 

page 82 and you will get it! 


614—Shoe Exchange Chart 


A 22” x 24” shoe exchange chart 
for selecting brake set numbers for 
popular passenger cars and light 
trucks is available to distributors 
from Johns-Manville, 22 E. 40th St., 
New York 16, N. Y. The chart shows 
the J-M set number and the FMS 
number for each make and model and 
contains data on interchangeability 
of shoes 

Want more info? Use coupon on 

page 82 and you will get it! 


615—12-Vol# Literature 


A 20-page 1955 edition of the book 
let, “12-Volt Electrical Equipment for 
Passenger Cars,” and a set of 12-volt 
training charts are available from 
Delco-Remy Division, Genera! Motors 
Corp., Anderson, Ind. The booklet is 
free in limited quantities. The chart 
et, containing 14 26” x 36” enlarged 
pictures of various illustrations and 
wiring diagrams from the booklet 
costs $5.00 

Want more info? Use coupon on 

page 82 and you will get it! 





the right 
APRON 
TAPER 


for “Bumper-to- 
Bumper” Masking 


Gives fast, neat masking 
with the right apron 
for any area 


New “Scotch” Brand Multiple 
Apron Taper (top unit on stand) 
delivers a choice of two widths of 
pre-taped aprons. Can be loaded 
for 6” and 3” aprons (as pictured) 
or for 9” and 3” aprons. Combined 
with regular 12” “SCOTCH” 
APRON TAPER (bottom unit on 
stand) you've got the proper width 
aprons for masking any car 


Order “SCOTCH” Brand Apron 
Tapers now from your 3M jobber. 


Want more facts? Use Reader Service Card Page 62 





616—Clutch Aligning Set 


A tool set especially for aligning 
single-disc clutches on passenger cars 
and light trucks has been announced 


———— 
666668 


by Owatonna Tool Co., 306 N, Cedar 
St., Owatonna, Minn. 

The manufacturer said the set 
eliminates the necessity for dis- 
mantling the transmission. 


Want more info? Use coupon on 
page 82 and you will get it! 


617—Idler Arm Adjuster 


An idler arm adjuster, said to re- 
move the slack which causes car 
weave and road shock and to resist 
tendencies to separate the bushing 
from the arm, has been introduced by 
the D & V Manufacturing Co., Box 
3843, Birmingham 8, Ala. 

Model No. 48-A fits most models of 
Buick, Cadillac, Ford, Lincoln, Mer- 
cury, Oldsmobile, Packard and Pon- 
tiac. Installation is quick and simple, 
the manufacturer said, requiring no 
tools other than a wrench. 

Want more info? Use coupon on 

page 82 and you will get it! 
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3 Great Styles 
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FACE MOUNTING 


No 
180 1865 
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DELUXE LIGHTS (Chrome Finish Available! 


FLUSH 





REGULAR 
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HEAVY DUTY 














BURNOUT PROOF SWITCHES 
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ALSO REAR- BOLT MOUNTING AND COMBIN- 
ATION STOP, TAIL, & TU 
26 Complete Kits—6 v. or 12 v. 


SIGNAL MODELS 


[ALAM AML 





618—Bead-Breaker 


A portable bead-breaker, said to 
break both beads at the same time 
with the wheel mounted on the car, 
has been produced by Automotive 
Equipment Manufacturing Co., 11000 
S. Alameda St., Lynwood, Calif 

The tool, which handles all sizes 
and types of passenger-car tires, is 


actuated by normal tire-inflating air 
pressure and works with a tire- 
changer or with the wheel on the 
ground, the manufacturer said 
Want more info? Use coupon on 
page 82 and you will get it! 


619-—Rubber Rug 


A rubber rug for the driver's side 
of the car, featuring an accelerator 
pedal “lock slot” to prevent sliding 
and shifting, has been announced by 


Wooster Rubber Co., 1205 E. Bowman 
St., Wooster, Ohio 
“Kar-Rugs” are made in 
shades to fit most popular cars except 
Studebakers and small sports models 
Want more info? Use coupon on 
page 82 and you will get it! 


620—Piston Catalog 


A 5l-page piston catalog contain- 
ing information and data concerning 
pistons with a ni-resist insert in the 
top ring groove, has been issued by 
The Ohio Piston Co., 5340 Hamilton 
Ave., Cleveland 14, Ohio. The catalog 
includes a_e grinding’ specification 
chart with instructions. 

Want more info? Use coupon on 

page 82 and you will get it! 
(More New Products on page 94) 
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ZA 
Now Hear Thie! 

aS 

‘Yomplee Tune-up Treatment! 


Because Castor Oil is the oiliest oil known to 
man, it has been used as a lubricant on planes, 
TRIO racing cars and other super-powered motors. 


NOW ... and it’s been tested and proved since 

1947... thanks to Casta’s patented process of 

ALL MADE WITH 1OOTFOR ol* completely v7)! castor oil, the aor 
EGUMM 401,369 motorist, fleet and bus owner can enjoy the 

D *y. S Patent #240" protection, the efficiency of a completely 
yn degummed castor oil tune-up. 

CASTA'S unique creeping, penetrating and 

clinging properties dissolves and removes, as 

the engine runs, the gum that holds the 

carbon, varnish and other foreign matter . . . 

and the dealer reaps profits and satisfaction 

from real tune-ups and motor-happy customers 


The Trizol Trio gives you the greatest 
opportunity you've ever had for extra sales, 
extra — more repeat business from 
satisfied customers, Why? Because you 
4 . iy can now give new life, new zip to sluggish 
hea - motors and keep new motors young. . 
in the pens —— every Motorist will buy it... and then 
“CASTA cA continue to use it 


eeree2aeceree™% 
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BIGGEST NEWS FOR DEALERS IN YEARS! 
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New Packard Franchise 


ieee eee eee eee eee 2 | 


BRINGS NEW ERA 
OF DEALER-FACTORY 


RELATIONS 


What’s best for the Packard dealer is best for 
Packard. That is the basis of the policy which 

. a8 we see it... portends an unusually sound 
future for the dealers who acquire the valuable 
new Packard franchise. 


Packard respects its dealers as independent 
businessmen and treats them that way. 


We believe a dealer is entitled to make a living 
and “‘do some living’’ at the same time. Natu- 
rally we’re ambitious to grow and we have 
every reason to believe we will grow. We want 
dealers who share that viewpoint. But our 
primary interest is to build solidly and profit- 
ably for our dealers and ourselves. It’s funda- 
mental with us that the best business is the 
business that’s best for both of us. 


We believe a large and important market has 
developed over the years this industry has been 


PACKARD 


STUDEBAKER-PACKARD CORPORATION 
DETROIT 32, MICHIGAN 


growing. This market is the result of public 
conviction that there is lots of room for indi 
viduality and distinctive quality in automobiles. 
More and more people are showing a preference 
for individually distinctive automobiles, realiz 
ing great numbers of automobiles look alike 
and cost just as much .. . this fact is the basis 
of a rich and growing opportunity. 


Automotive men who have seen the New 
Packards and 1955 Clippers say that here are 
two great cars which stand apart from the mold 
of mass production ... two great cars with per 
formance, craftsmanship and styling character 
istics appealing to the human desire to be 
different .. . two great cars that are part of the 
most important automotive achievement of our 
time. Knowing this, dealers are signing up in 
record numbers, for the franchise with two 
lines of cars tailor-made to meet the needs of 
their local market. 


DIVISION 
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More New Products 
(Continued from page 90) 





621—Tire Patch 


A 100% rayon cord tire patch, with 
each cord surrounded by tire rubber 
to provide extra strength while re- 
taining flexibility and light weight, 
has been introduced by Monkey Grip 
Sales Co., P. O. Box 6170, Dallas, 
Texas, 

The patch cords are laid on at a 
77° angle to match the angle of the 
tire cords so that flexing action in 
both tire and patch is uniform, There- 
fore, the patch does not pull loose, 
the manufacturer said, nor does it 


slip or creep. It is claimed that the 
patch makes a permanent repair, 
bonded to the tire carcass, and will 
last the lifetime of the tire. 
Want more info? Use coupon on 
page 82 and you will get it! 


622—Vulcanizing Clamps 


A portable vulcanizing clamp for 
tubeless tires, featuring a pressure 
foot which holds a patch by magnetic 
attraction for fast and easy position- 
ing, a wide opening for quick, easy 
placing in the tire and a screw to 
speed getting the clamp into position, 
has been announced by Monkey Grip 
Sales Co., P. O. Box 6170, Dallas, 
Texas. 





MAKE OVER 10 PROFIT 
PER SHOP HOUR 


Exchange with 


the dollars roll in 
when you sell 
Mustang 


Guaranteed trade-in allowance 


you don’t risk a penny 
on trading in the old engine 


Written new engine guarantee 


you don’t gamble. 
Musteng guarantees the job. 


Every Mustang performance tested 


you sell it with confidence, 





Available for most makes and models 


Went more facts? Use Reader Service Card page 82 





A stationary mode! is also avail- 
able which can handle repairs on 
either tire shoulder and will take 
passenger, truck and bus tires up to 
11.00. The magnetic foot, which will 
take all “regular” sizes and shapes 
of hot patches, the manufacturer 
said, can also be used for inner tube 
repairs. A foot attachment is provided 
for handling giant-size patches. 

Want more info? Use coupon on 

page 82 and you will get it! 


623—-Hardware Assortments 


Universal joint and power take-off 
hardware assortments, each contain- 
ing 20-40 pieces of eight popular 
parts and packaged in a clear plastic 


divided box with a hinged lid, are 
available from Neapco Products, Inc., 
805 South St., Pottstown, Pa. 

No. H-280 universal joint assort- 
ment, containing 210 parts, features 
lock plates, cap screws and lock rings 
for passenger cars and some light 
trucks. No. KS-1410 P.T.O. set screw 
and key assortment has 219 pieces 
comprised of square keys, woodruff 
keys, allen head set screws and 
square head set screws in various 
sizes. 

Want more info? Use coupon on 

page 82 and you will get it! 


624—Brake Lining 


A brake lining for light trucks, 
said to require no “break-in” period 
and to combine greater stopping 
power with longer wearing qualities 
for hard-driving, multi-stop condi- 
tions, has been introduced by World 
Bestos, 1112 S. 25th St., New Castle, 
Ind. 

“PFT” (prescribed friction truck) 
sets, up to %” thick, are available 
for riveting or bonding. They also 
may be used for conventional, hy- 
draulic or vacuum booster brakes. 
The sets are packaged four segments 
to a carton to equip one axle. 

Want more info? Use coupon on 

page 82 and you will get it! 


625—Distributor Tester 


A syncrograph distributor tester 
for six- and 12-volt distributors, 
which operates from 115-volt AC cur- 
rent, thereby reportedly eliminating 
the need for a storage battery for 
trickle charger, has been announced 
by Allen Electric and Equipment Co., 
2101 N. Pitcher St., Kalamazoo, Mich. 

A, mechanical variable speed drive 
is said to eliminate fluctuations in 
rpm. 

Want more info? Use coupon on 

page 82 and you will get it! 
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Several Southeastern distributors 
and their salesmen attended this 
meeting of Willard Storage Bat- 
tery Co.'s Institute of Selling at 
Atlanta, Ga., Dec. 16 and 17. The 
sessions were addressed by David 
A. Coulter, director of sales and 
advertising; W. D. Houpt, national 
field sales manager; Leslie E. 
Chappell, the institute’s director; 
L. G. DeMotte of Memphis, region- 
al manager, and other officials. 


Jacksonville Jobbers Give 
Bus to Retarded Children 


A Group of Jacksonville, Fla., 
wholesalers got together at 
Christmas and, in behalf of friends 
and customers to whom they us- 
ually sent presents, gave a much- 
needed school bus to the Pine 
Castle School for Retarded Chil- 
dren, thus making it possible for 
many children to attend who 
otherwise could not for lack of 
transportation. 

The following firms participat- 
ed: Adams Automotive, Inc., At- 
lantic Auto Parts, Automotive 
Supplies Co., Auto Parts Co., Con- 
solidated Automotive Co., Dealer's 
Equipment Co., Ellis Auto Parts, 
Florida Motor Service, The Horton 
Co., Jacksonville Spring & Align- 
ment Co., McElroy’s, Inc., Motor 
Parts & Supply, Inc., N. & L. Auto 
Parts Co., Panama Consolidated 
Co., Patten Sales Co., Simplex Pis- 
ton Ring Sales, Southeast Wheel 
& Rim Co., Southern Piston Ring 
Co., South Jax Automotive Co., 
Mulberry Auto Supply, Inc., and 
William A. Estaver & Son 


Lake-Sumter Deelers Elect 


Lake-Sumter, Fla., Automobile 
Dealers Association has elected the 
following 1955 officers: George L 
Briles, Briles Motor Co., Leesburg, 
Packard-Studebaker, president; J. 
H. Sahlie, Sahlie Motors, Wild- 
wood, Chevrolet, vice-president, 
and Norman Trampish, B.M.T 
Pontiac Sales, Inc., secretary. 
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IS ALL YOU NEED TO WIN THE 

~ BASIEST Money oF Your LiFe! 
SIMPLY WRITE A LETTER, TELLING US ABOUT 
ANY DIFFERENT. INTERESTING WAYS You've 
FOUND To USE MARVEL MYSTERY O/L AT 
YOUR SERVICE STATION OR SHOP THAT'S ALL 
THERE 1S TO IT! AND YOU CAN SEND IN 
AS MANY TIPS AS YOU LIKE — 
THE MORE THE MERRIER / 


YOU CAN WN... 


FIRST PRIZE #100. 
SECOND PRIZE *590. 


AND 40 ADDITIONAL 
CASH AWARDS AT 
FIVE DOLLARS EACH/ 


PICK UP YOUR PENCIL 


= AND WRITE TO: 
Y EMEROL 


MANUFACTURING CO., INC. 
Dept. 8, 242 West 69th Street 
New York 23, WN. Y. 
Entries become the property of the Emerol Mig. Co. The the Inverse Oller in engines for Marvel 


decision of the judges ore tinal. Contest ends Merch 30, Mystery Oli. Automatic fully adjustable 
1955 easy to install fully guaranteed 


Marvel Mystery Oil is « lightweight, high 
film strength oi! specially developed for use 
in modern high compression engnes Install 


Want more facts? Use Reader Service Card Page 82 





New G-E@Z&ZécHier Headlamp 


rain, snow—makes every car a 


ic \ AAA 
Lal hed bea DAVEE 


ABOVE: PHOTO TAKEN WITH LIGHT FROM REGULAR HEADLAMPS, MAN CHANGING TIRE IS ALMOST HIDDEN BY GLARE OF HEADLAMPS REFLECTED FROM FOG 
BELOW: IDENTICAL SCENE WITH G-E Gi Zédedie HEADLAMPS, GLARE 1S CUT, MAN CHANGING TIRE IS CLEARLY DEFINED. EASILY SEEN 


IN THESE DEMONSTRATION PHOTOS, taken in G-E’s head- 
lamp research laboratory, simulated fog shows what happens 
when you drive in bad weather, Ordinary headlamps (top photo) 
send part of their light upward. Fog, snow, rain reflect it back 
at the driver as glare. New G-E @0-2éediee headlamps (bottom 
photo) keep most of the light below the driver’s line of vision, 
greatly reduce kick-back glare to help him see the road ahead. 


These new 6 and 12-volt G-E headlamps mean outstanding 
sulety performance in good weather as well as in bad. The new 
6..olt Qt Maite headlamp has a new, more efficient filament 
anc increased wattage. Its low beam makes it easier to see the 
road when you're bucking oncoming headlamps. It gives about 
25% more light and concentrates it where you need it, up to 


80 feet farther ahead on the right side of the road. 


The new At Leelee high beam also gives about 25% more 


96 Want more facts? Use Reader Service Card page 62 


light than regular 6-volt headlamps. You see pedestrians, twists 
in the road and obstacles sooner—and clearer 

G-E @t- Meee: headlamps fit all cars equipped with sealed 
beam headlamps. The American Association of Motor Vehicle 
Administrators, which originally made the request for an im- 
proved headlamp, has unanimously endorsed the new-type lamp 
and has urged all states to adopt it. 

Most states have already given their approval. Approvals are 
now pending in these states: lowa, Kansas, Missouri, Washington, 
West Virginia. 

General Electric’s advertising will feature the new Gt Zkalhee 
headlamp on the Jane Froman TV show and in national maga- 
zines such as “‘Life” throughout 1955. This powerful advertising 
will create a tremendous demand for G-E @t- Béseliee headlamps. 


Don’t be caught short! Order plenty now! 
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helps drivers see through fog, 
prospect for 2 new headlamps 


New-design lens 
bends light down, 


ORDINARY HEADLAMP 
UNCONTROLLED UPWARD 
LIGHT FROM FILAMENT 
SHINES IN FRONT OF 
WINDSHIELD, BOUNCES OFF 
FOG, CAUSES 
KICK BACK GLARE 


New filament 

shield blocks off 

uncontrolled up- 
/ward light. 





ABOVE: HOW REGULAR HEADLAMPS CAUSE FOG-GLARE 
BELOW: HOW G-E @P Bums HEADLAMPS CUT DOWN GLARE 


Gt Viadder HEADLAMP Vib, 
4 y 
FILAMENT SHIELD BLOCKS OFF Vij / 
UNCONTROLLED UPWARE ij if 
GHT, GREATLY REDUCES A ; 
KICK.BACK Ant 





New-design 
filament gives 
25% more light 
in 6-volt lamp. 


New - design reflector 
is tilted to throw light down, 





4 
Ye “ny 


- 





Order your supply NOW! 





NEW GENERAL ELECTRIC AU Béadis LOW BEAM LIGHTS RIGHT SIDE OF 
ROAD BETTER, MAKES IT EASIER TO SEE WHEN YOU RE APPROACHING 
OTHER CARS 


Progress /s Our Most /mportant Product 


Lamp No. 


Voltage 


List 
Price 


Case 
Quantity 





5040 


$1.80 





5400 





12 





$1.90 











A combination pack of six 6-volt and 
two 12-voit lamps is also available. 





GENERAL @@ ELECTRIC 
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TIME SAVERS 














STEERING ARM 


ORIGINAL 
SIZE &@ 








DECREASE WIDTH APROX. 
AND ROUND EDGE 





Installing Kingpins 
On '49.'53 Fords 


Wm installing kingpins on '49- 
53 Ford steering arms, most 
mechanics put the spindle and 
kingpin on the assembly, which 
does not leave room in the en- 
gineering design to install the 
steering arm without removing it 


again, which destroys the grease 
plugs and makes a complicated job 
and wastes a lot of time. 

By grinding the steering arm ap- 
proximately 1/64” to %” and 
grinding a round edge, as per 
sketch, it can be installed readily, 
thus saving time and possibly parts. 
—Charles F. Sneeringer, Instructor, 
Baltimore City Vocational School 


253, Loch Raven & Fillmore Street, 
Baltimore 18, Maryland. 


Splicing a Broken Cable 
On Windshield Wiper 


HEN a windshield-wiper cable 

breaks, the best remedy, of 
course, is a new cable, but most 
times the transmission assembly is 
involved, and one is not always a- 
vailable. Splicing, naturally, is the 
answer. 

Instead of trying to tie or wrap 
the splice in, use this method: Cut 
two %” lengths of 3/16” copper 
tubing. Insert the end of the brok- 
en cable through one piece of tub- 
ing. Insert the end of the splice 
through in the opposite direction. 
Squeeze the tubing on the cables 
with multiple leverage pliers. Do 
the same at the other end of the 





LEVEL WITH YOUR CUSTOMERS- 


OB: 
Faq 

Raises sagging coil springs 
up to new car level. Two-way 
stretch in this Coil Spring 
Booster for all cars gives you 
two thicknesses to choose from 
—lengthwise for greater lift or 
crosswise where minimum life 
is required. Made of high grade 
moulded rubber. Lasts indefi- 
nitely. Easy to install with 
Champ-Items installation tool, 


included free in the special 
dealer package of six sets. 


List $3.00 per set. 


CHAMP-ITEMS 


No. 112 
COIL SPRING BOOSTERS 


SEND FOR YOUR COPY of 
Latest CHAMP-ITEMS Catalog 
Featuring More Than 


ORDER FROM YOUR iOBBER 
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Prevent Throttle Sticking is better than new.—-Monroe Haya, 
GOT A GOOD On ‘49-55 Cadillac 4118 Lamont Street, Corpus Chris- 


ti, Texas. 


IDEA 9 pee gy sticking can be easily - 
$ 7 and permanently repaired on Oil Deflector Useful 





will be paid for every 1949-55 Cadillacs ‘ 
time - saver or shop The throttle rod from the ac- On ‘55 Chevrolet 


short - cut accepted celerator relay to the carburetor W' FIND a seat cover clip quite 
for publication in this section. turns due to the return spring. Re- useful when adjusting tap- 
A photo or rough sketch will move the rod and place a %” flat pets on 1955 Chevrolet V-8's 

nike your idea more valuable. washer over the rod at the car- When the valve cover is re- 
Only original items, not previ- buretor end and square-up the rod moved, oil sprays all over the in- 
ously published, offered for our to the washer in a vise. Braze the __ side of the fenders, so we clip the 
exclusive use, can be consid- washer to the rod on the outside seat cover clip over the push rod 
ered. Send them to: Southern of the washer. Reinstall. The rod end of the rocker arm. This solves 
Automotive Journal, 806 Peach- 
tree St., N. E., Atlanta 5, Ga. 














cable while drawing out all the RATED AMONG THE 


slack, and you have a neat, fast 
and lasting repair.—Victor McGee, 
L. E. Dick Motor Company, 415 
North 7th Street, Mayfield, Ken- 
tucky. 


Eliminating Water Mess 
When Removing Heads 


H™ is a simple way to help in 
removing cylinder heads from 
Cadillac and Oldsmobile V-8 en- 
gines: 

Get two pieces of 3/16” wind- 


shield wiper hose two feet long in recent important tests 





Remove the second from the rear by as sing consumer testh ization! 


head cap screw on each bank. As 
you remove the cap screw, insert 
the hose all the way to the bottom 
of the water jacket. After both among the top two for accuracy, 

hoses are in, loosen the pressure readability and ability to “take it” in 
radiator cap. It is very easy to recent important consumer tests! Used 


Acme Tire Pressure Gauges rated 


catch all the water. It saves the by leadi ’ h , 
anti-freeze and eliminates a mess y teacing servicemen everywhere. Personal Gauge 


under the car.—Monroe N. Hays, Send for complete catalog No. 1003. Hf] (10 to 40 Ibs.) 
4118 Lamont Street, Corpus Chris- 1 ib. calibration 
ti, Texas. 


Protecting Unused Side 
Of a Body File 


ORMALLY when using a body 
file fastened to a _ standard 
frame, the side turned to the frame 
dulls nearly as quickly as the side ACME VALVE CORES ACME RUBBER VALVES 
being used. Several years ago I be- Eqvol te or better then Mode of premium avelity 
: : » . other leeding brands, by rubber. For wee on net. 
gan placing a piece of glass chan- tetenentens test ant oy maeais Gite. 
nel tape between the file and file 
frame. Now when I turn the file 


over, it still has a sharp cutting 
ede TIRE PRESSURE GAUGES 


When I install a new file, I put 
a small dab of paint on one end and AND OTHER AIRLINE ACCESSORIES 


turn the paint to the inside. Then 
ACME AIR APPLIANCE CO., INC. 


there is never a question of 
whether or not I have used both 100-120 Hinsdale $t., Brooklyn 7, W. Y. 
sides of the file.—Stan Robertson, 
Stan Robertson Garage, 162 Quit- 
man Street, Pittsburg, Texas. 








SOUTHERN AUTOMOTIVE JOURNAL for Janvery, 1955 Went more facts? Use Reader Service Card Page 62 





- Floyd Bowman, 
Custer City, 


the problem, 
Chevrolet Garage, 
Oklahoma, 


Holding Wheels Still 
On Front-End Work 


N FRONT-END alignment, some- 

times brakes will not hold long 
enough to set or adjust the front- 
end. I overcome this difficulty by 
using two pairs of vise grips, one 
on each wheel, to hold the brake 
drum and backing together. These 
keep the wheels from rotating on 


the turn plates.—Clarence G. Dyke, 
404 North Massachusetts, Anthony, 
Kansas, 


Unbend Knuckle Supports 
To Adjust Camber 


Arm you have rebushed the 
front-end suspension on some 
cars, you discover that you still 
can’t get the required camber. You 
can’t just tell the customer that 
you will have to raise the job esti- 
mate by $25 and install new 
steering knuckle supports—and a 





NO. MU-600 

48 gas ocking gas 
radiator and pressure 
Caps, application chart 
catalog and suggested 
prices furnished witt 
Merchandiser. Empty 
compartments allow 
stock expansion to fit 
your local requirements 


STANT MERCHANDISER 


Simplifies your selling. Inventory at a glance . . . saves time . . . 
stock flexibility. Fingertip availability ... no hunting for caps in 
hard-to-get-at places. Complete cap business in minimum space. 
Individually cartoned caps . . . clearly identified . . . easy to find. 
Hang on wall . . . set on counter . . . fits in anywhere. Eye-catcher 
. - . brilliant Stant colors . . . handsome selling display. 


sell the easy way 


This perpetually-working silent salesman 
has high visibility and helps to remind 
customers to buy radiator and gas caps. 
Use two or more units to provide for 
stock expansion, Write for details. . . 


naming your jobber. 


STANT MANUFACTURING CO., INC, 


Connersville, Indiana 


Used on 


America's 


Finest Automobiles 


as Standard Equipment 
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coid bent job requires expensive 
equipment that isn’t available in 
most shops. 

Almost every mechanic has 
stuck a length of 244” pipe over a 
spindle, and with the car jacked 
up and the wheel removed, ap- 
plied the torch, hoping he wouldn't 
bend the support too far 

If you cut the pipe 36” long, you 
will, theoretically, get 3° for each 
inch the end of the pipe drops, but 
actually in cooling the stresses in 
the support will restore about a 
degree, leaving a net of about 2° 
gained per inch of movement at the 
end of the pipe. 

If you remove the 
mediately after bending and let 
the job cool slowly, the steering 
knuckle support is as strong as a 
new one. If you have an assistant, 
apply pressure straight down on 
the pipe end, and no change is 
made in any allied alignment 
Melvin J. Timm, Route #1, Berry- 
ville, Arkansas. 


Limbering-Up 
Sun Visors 


N SOME cars the sun visors have 

a habit of freezing to the rod so 
that any attempt to move them up 
or down results in serious injury 
to the fabric of the visor. The 
trouble can be corrected in the 
following manner: 

Remove the three screws from 
the bracket and remove the whole 
visor unit from the car. Wrap 
several thicknesses of rag around 
the fabric part and clamp in a 
vise. Place the point of a large 
blunt screwdriver in the inside 
crook of the rod (where possible 
nicks won’t show) and tap the 
screwdriver a series of light blows 
with a hammer. The rod should be 
tapped about half way out, or un- 
til it can be removed with the 
hands. 

Coat the rod lightly with grease 
and re-insert by hand. The visor 
should now move on the rod with 
just the proper tension, and the 
unit can be replaced on the car. 
Lynn F. Snoddy, 1622 Vivian 
Street, Shreveport, Louisiana 


pipe im- 


Chrysler and DeSeto 
Valve Grinding 


ERE is a short cut in grinding 
the valves of Chrysler Fire 
Power and DeSoto Fire Dome cars 
First, remove the exhaust pipe 
for the manifold bolts on the side 
you want to work first. 
Remeve valve cover, plugs and 
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wires on that side and remove in- 
take manifold cap screws. Loosen 
the ones on the other side well so 
the manifold can be pried up and 
propped and the head will come up 
off the dowel pins. 

Lift the head off, repair and re- 
place. The intake gasket can easily 
be slipped under it. The heat in- 
dicator will have to be removed 
from the left head to replace the 
intake gasket 

This is a quick method as it 
saves the job of stripping the in- 
take manifold from the car. No 
lines, wires or hose need be re- 
moved. When the car has a heater, 
remove the air ducts.—Skip C 
Robinson, Hall Motor Service, 
Thomasville, Alabama 


Lubricating Push Buttons 
On Some Ford Doors 


ws the door push button 
sticks on 1952, "53 and ’54 
Fords from lack of lubrication, I 
drill a 3/16” hole in line with the 
button contact with the latch, and 
put a couple of drops of heavy oil 
from a pump oil can on the stem 


——— DOOR 
L-DRILL ig" HOLE 
USE FLAT BINDING 


- HEAD METAL SCREW 
oO TO CLOSE HOLE 





This keeps me from having to take 
off the whole door panel as they 
can't be pulled back to gain access 
as on the '50 and '51 models 

A short sheet metal screw plugs 
the hole and the job is done 
Wilfrid King, McCrory Ford Sales, 
Lebanon, Missouri. 


Fixing an Ailing Linkage 
On Windshield Wiper 


4 REPAIR windshield wiper link- 
age using ball and socket joint 
when the ball comes out of the 
socket, I do this: 

Drill a %” hole through the ball 
and arm, put the ball back into 
the socket and fasten with a %” 
bolt and nut. Don’t tighten the nut 
too much. Leave it loose enough 
for the ball to work free in the 
socket, Saw the bolt off flush with 
the nut and peen so it will not come 
off. 

I have repaired several wipers 
this way and have found it will 
do the job and not give any more 
trouble. — B. J. Tice, Shop Fore- 
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man, Magic City Motor Corpora- 
tion, Roanoke, Virginia. 


Devising a Holding Tool 
For Torque Converter 


fb: KEEP an automatic transmis- 
ion converter from turning 
while the bolts are being removed 
and replaced, a simple tool can 
be made by bending any 4” rod 
into a “U” shape so one end will 
fit into the transmission bell hous- 
ing and the other end will fit into 
one of the holes in the converter 


Arthur Kay, Sitton Buick Com- 
pany, Greenville, South Carolina 


Ford Fills Florida Post 


appointed 
assistant 


Ford Motor Co. has 
Franklin A. Vickers as 
manager of its Jacksonville, Fla., 
sales district to succeed Harry B 
King, who was named Atlanta dis- 
trict sales manager. Vickers, a na- 
tive of Greenville, Fla., has been 
stationed in Chicago as 
sales manager of Ford's 
region since May, 1953 


assistant 
Midwest 








Herbrand's complete line contains 
over 850 Van Chrome Tools — the 
finest money can buy! 

You can buy Herbrand Tools sep- 
arately or in a wide variety of fine sets 
ranging from the smallest ignition 
assortment right up to the complete 
Rollway Workshop. All sets are avail- 
able for immediate delivery. 

They offer pace-setting proven de- 
signs, powerful forged alloy steel 
construction, hot broaching, expert 
machining, and finished in glistening 
chrome. 

See these superior tools at your 
Herbrand distributor or write us for 
big illustrated catalog No. 55 of com- 
plete Herbrand line, enclosing 25¢ to 
cover cost of mailing and handling. 


Neo. 58-73. 12 point sockets range from % 
to 1Ve" 





No. 12908. 15° and | 
220" angle com 
binetion Wrench | 
Set. Openings ore 
Ye" to Me" by 1/16" 
steps 








Ne. ORTI3 Drill Set 
Conteins 13 high speed 
drills from 1/16" te Ve" 
by 64ths. 


Neo. BIR Universal 
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Herbrand Tools 


FREMONT, OHIO 
THE BINGHAM-HERBRAND CORPORATION 





Me. SO78. Serew 
Driver Set. Contoins 
No. 66218. Flexible 7 diflerent sizes 
Box Wrench Set 
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Restoring the Contour 
(Continued from page 49) 


ment of top or other panels. 

Templates are made by placing 
a piece of cardboard against an un- 
damaged section having the same 
contour as that of the part to be 
repaired, Draw a line on the card- 
board along the edge of the part. 
When the cardboard is cut along 
the line, it becomes a template and 
a good tool to use. 

In shops that specialize in re- 
pairs to one particular make of 
vehicle, making templates or pat- 
terns of the contours of the various 
parts, marking them for identifi- 
cation and placing them on a tool 
board will prove quite a time 
saver. 


Adjusting the Tension 
On Plymouth Lids 


Te following appeared in a re- 
cent issue of Plymouth Prod- 
uct Information News: 
Counterbalancing torsion bars 
replace hinge springs on all models 
except the convertible, These are 
two long steel rods, free at one end 
and anchored to a support bracket 
at the other, A roller fitted over the 


free end operates against a cam 
contour on the back face of the 
hinge. As the deck lid is raised the 
bars under tension exert a torsional 
force that balances the lid in all 
positions, 

Tension is adjusted by shifting 
the bars from one bracket to an- 
other, Adjustment can be made 
with the aid of a slotted holding 
tool made in the shop, With the 


wed — MATERIAL: STEEL 
tool applied to the anchored end to 
control fore and aft movement, the 
end is pried out with a screwdriver 
and moved to another slot. At the 
same time the free end is held in 
place with a block of wood. 
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Adjusting Plymouth Clutch 
Pedal Free Play 


RECENT issue of Plymouth 

Product Information News 
contained the following in regard 
to the 1955 Plymouth: 

The hydraulic brake master 
cylinder is now conveniently lo- 
cated under the hood, on the left 
side of the dash in the engine com- 
partment. The brake pedal is sus- 
pended from the dash panel. Brake 
vedal free play is .015” to .030”, 
measured between the pedal and 
the stop bumper on the bracket. 
The pedal should travel 5/64” to 
5/32” before the push rod contacts 


8 10 0% mH 
CLRAR ANCE 


the end of the master cylinder 
piston. Pedal travel is adjusted at 
the push rod by loosening the lock 
nut and rotating rod, Turn the rod 
clockwise to decrease length or 
counterclockwise to increase length 
of the rod. 

On power brakes the pedal free 
play is built into the brake as- 
sembly and no pedal adjustment is 
required. 

Clutch pedal free play should be 
1” at the pedal. This is obtained by 
turning the clutch release fork rod 
adjusting nut until there is 3/16” 
free travel at the outer end of the 
clutch fork. 

To adjust for correct overcenter 
spring pressure, push the pedal 
down, Loosen the eye bolt sleeve 
nut on the clutch pedal return 
spring, and tighten it again finger- 
tight. Then with a wrench tighten 
it four complete turns. 


A high-speed machine to test 
bearings at speeds up to 40,000 
rpm has been developed by GM. 


Servicing the Carburetor 
On ‘55 Chevrolet 


A RECENT issue of the Chevro- 
let service bulletin contained 
the following information on the 
1955 V-8 engine carburetor: 

A lean surge condition, at speeds 
ranging from 55-75 mph road load, 
has been reported on V-8 engines 
in the field with both Powerglide 
and three-speed transmissions 
This condition will only be found 
where the Powerglide V-8 engine 
is equipped with carburetor part 
No. 7005810 or where a three- 
speed transmission V-8 engine is 
equipped with carburetor part No. 
7006825. The condition may be cor- 
rected by replacing the venturi 
cluster assembly and the main 
metering jets in the carburetors. 
On Powerglide V-8 carburetors, 
venturi cluster part No. 7007989 
replaces cluster assembly No 
7000287 and main metering jets 
(two) part No. 7002951 replace 
main jets part No. 7002952. On the 
three-speed transmission V-8 en- 
gine carburetor the venturi cluster 
assembly part No. 7007990 replaces 
cluster assembly No. 7006844 and 
main metering jets (two) part No 
7002952 replace main jets part No 
7002953. 

Carburetor, part No. 7008004, 
used on the Powerglide V-8 en- 
gine, and carburetor part No 
7008005, used on the three-speed 
V-8 engine, have the new venturi 
cluster assemblies and main meter- 
ing jets and are not subject to the 
lean surge condition 


Ford Ups Johnson in Dallas 


Ford Motor Co. has promoted 
Leif O. Johnson, Dallas, Texas, to 
assistant sales manager of the 
Dallas district. 
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Newly-elected officers of the Ur- 
lando, Fla., Automobile and Truck 
Dealers Association are (1. to r.): 
L. W. Zoller, executive secretary: 
George Kellogg, A. P. Clark Mo- 
tors, Inc., treasurer; Elmer Erick- 
son, Leppere Pontiac, Inc., presi- 
dent, and W. D. Ray, Orange Belt 
Truck & Tractor Co., vice-presi- 
dent. 


Virginia Jobbers Aid 
Richmond Hospital 


HE patients and staff of the 

Sheltering Arms Hospital, Rich- 
mond, Va., were presented at 
Christmas new basic kitchen equip- 
ment and air-conditioning units in 
the labor and delivery rooms by 
the following jobbers of the Cen- 
tral Virginia Automotive Whole- 
salers Association: 

Arthur’s Electric Service, Inc., 


Automotive Wholesalers, ' Inc., MORE SALES 


Condrey Motor Parts, Inc., B. T. 
Crump Co., Inc., Dixie Wheel Co., — 
Inc., Dixie Wheel Co. of South POWER! Cee as 
Richmond, Inc., Goddin and Cay- > 
ton, Inc., The Kline Co., Motor e. f 

Parts Corp., Park Accessory Sup- with (isi DUAL EXHAUST SYSTEMS 
ply, Inc., Richmond Auto Parts, 
Inc., Richmond Battery and Igni- The Complete Line Of The Automotive Industry 
tion Corp., Seventh Street Parts ' 

Co., Seiab Auto Supply Co., Stand- The Quality Line A Dual System 

ard Parts Corp., R. H. Stoltz Co., Guaranteed To Fit Every V-8 Powered Car 
The G. G. Moss Co., Inc., Virginia 
Auto Parts Corp. and Virginia 
Automotive and Electric Corp. 


Ex-Hull-Dobbs Man Gets Agency 


Schwam Motor Co., a new Ford 
dealership in Charlotte, N. C., was 
recently formed by Cherles H. 
Schwam, Jr., former manager of 
Ford dealerships in Puerto Rico, ia 
Los Angeles and Chicago operated 1951-55 1961-82 


by Hull-Dobbs, Inc., of Memphis, ee ; Also Available .. . a complete tine of Dual Exhaust 
enn. Schwam, who was former! * Header Systems for most V-6 powered cars and 
Ten Se . nd r y ’ Chevrolet ... Factory Duplicate Rear Outiet Manifold 


from Memphis, will head the Duais for Ford and Mercury 1962-55 
company, he announced. He pur- wel 

chased the facilities and other as- 
sets of Pettit Motor Co., 515 E. 
Fourth St., and will operate from 
that location. 
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Dallas Dealers Pick Lacey 3 NEW 
4 Gfutel-Lone rinencias: PACKED 


The Authorized New-Car Deal- MUFFLERS with low, meliow tone. First 


ers of Dallas, Texas, chose Harry i, - a Sal — Fully Engineered Fibergias* Packed 
H. Lacey of the Strayhorn-Lacey “= alls aa Mufflers. 
Buick Co, as 1955 president. The =, ey oe Also Availabi 


lete line of Grand-tone 


a comp 
board of directors includes Lacey, High Efficiency Stee! Packed Muffiers 
Lid *Fibergias (Reg. U. &, Pat. Of.) is « wademart of 


W. W. Calhoun, Clifton L. Den- . ss Mog weds » Body Led og LT 
nard, D. L. Johnson, Thomas R 
Maher, Fred Oakley, J. B. Orand, AUTOMOTIVE PRODUCTS 


George R. Ranes and W. D. “Bill” 
—— : 2055 RUBY STREET - MELROSE PARK, ILLINOIS 
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Is a Change Inevitable? 
(Continued from page 41) 


tivity and consumption, however, 
is a redistribution of income, Here, 
too, is a great change. More peo- 
ple are earning more money .. . 
and they're spending it. Twenty- 
five years ago the large percentage 
of family income barely covered 
necessities . . . more than 60% of 
the families made less than $3,000 
a year (in terms of today’s dollars). 
Today more than 50% of the 
American families have incomes 
between $3,000 and $7,500 a year. 
These are the millions who are 
creating a great continuing demand 
for more and more automobiles, in 
a great surge toward better living. 
Now the production of goods in 
fantastic quantities has reduced 
unit costs. Incomes are high. As a 
result we are more interested in 
replacement of appliances, tools, 
automobiles, This, too, is a great 
change, We think less in terms of 
maintenance and more in terms of 
replacement, This keeps the mar- 
ket active, keeps business good. 


Business Should Be Good 


And obviously business should 
be good for the automobile dealer 
because the family car, today, is a 
necessity, Using the car has be- 
come essential. 

Of vital importance to the 
mechanics of automobile distribu- 
tion is the new-car dealer, Tradi- 
tionally he has been the safe 
source to the car-buyer for new- 
car purchases, Yet, in the face of 
unprecedented sales potential and 
in spite of the purchasing influence 
of this great 25-year spiral of de- 
mand, new-car dealers are suf- 
fering as a result of having per- 
mitted “discounting” to get a 
tough-to-dislodge foothold. Call it 
what you will, “Bootlegging,” 
“Competition,” “Deal-Selling” .. . 
it is the discount-house type of 
selling that causes profit percent- 
ages to wither while sales figures 
stay up! 

I'm sure you've read as much 
about the discount-house opera- 
tions as I have, Usually they do 
business in side-street, barn-like 
structures, Most are strongly remi- 
niscent of those old-time medicine- 
man pitches... high sales pres- 
sure, no refunds, no exchanges, no 
service, Many use brand name 
merchandise as a “come-on” and 
sell hard to switch buyers to un- 
known-make, longer-profit mer- 
chandise, 

Dees this description sound like 
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The annual convention of 
the National Automobile 
Dealers Association opens 


later this month in Chicago. 
Plans have been made to air 
a lot of the dealers’ problems 
and to point up the solutiv.s. 
For a report on this pro- 
gram, turn to page 131. 











a franchised new-car dealer? Not 
to me it doesn’t! That’s why I 
can't figure out why so many 
dealers use a similar ‘“sell-with- 
price-only” technique. 

And look at merchandising 
“gimmicks” such as you see repro- 
duced with this article. 

Does this look like good new-car 
advertising or good dealer promo- 
tion? Not to me it doesn’t! Will 
someone please tell me why we 
have to invest more than $100,000 
in a dealership (and that’s the 
average figure) in order to sell 
like this! 

I can see how a great industrial 
economy must change in many 
ways as it undergoes a great ex- 
pansion. But increased produc- 
tivity, increased purchasing power 
and a bigger market should mean a 
healthier economy. A change for 
the better. There seems no justifi- 
cation for a frantic promotion of 
“deals” that give away everything 
but the kitchen sink, at a time 
when purchasing power and a de- 
mand for our product are favor- 
able. 

Sure, once that sort of thing 
worms its way into an industry it’s 
hard to dislodge. But it can be 
done. I've been reading about a 
program taking place in a town of 
17,000 in a mid-U.S.A, state that 
has just about driven discount 
houses out of the city. 

Their chamber of commerce is 
doing an educational job. Selling 
the meaning of local industry to 
consumers, with full-page news- 
paper ads and radio messages. 
Their principal approach is a de- 
fense of the profit motive. Let me 
quote a few sentences from an ad: 

“Good people, please remembe: 
this, that it is the profits alone that 
enable the shoeshine boy or your 
newsboy to move off the streets 
into a business of his own, It is 
profits that cause businessmen to 
spend money for fixtures, a new 
store front, new sign, donate to 
charity, promotions that benefit 
his or her home town. It is the 
profit motive that induces the 


farmer to protect his soil, buy a 
new tractor. Don’t forget it is 
profits on wages, services and in- 
vestments that build your church- 
es, schools, homes and everything 
you enjoy.” 

These past 25 years have brought 
about many changes . and there 
will be more. It is possible that the 
great growth of spending and buy- 
ing will produce new ways of pro- 
duction and distribution. 

We can toss in the sponge and 
say, “This is an industrial revolu- 
tion; what can we do about it?” 

. or, we can sell our way of do- 
ing business as the right way! 

The retail automobile business is 
a selling business. There isn’t a 
man in it that could, or would, 
challenge that .. . but selling cars 
is not enough. That’s shortsighted; 
takes care of today’s business only 
Certainly not tomorrow’s, next 
year’s, or the year after. 

New-car dealers have got to sell 
their rightful place in the mer- 
chandising of cars. They've got to 
sell the public on the fact that it is 
to the advantage of car buyers that 
new-car dealers are franchised 
This means selling ‘“understand- 
ing.” 

We can create that all-important 
understanding of new-car dealers, 
and when we do, we will have 
taken the most important step in 
the elimination of disastrous, deal 
ership-wrecking competition 

As long as a large share of the 
people think of automobile dealer- 
ships as “places to shop for the best 
deal” we must expect them to do 
just that... and the principal sell- 
ing device will be price. 

People who buy automobiles 
must be educated to appreciate and 
properly evaluate the new-car 
dealer for what he adds to the 
transaction. 
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As new-car dealers, we must 
direct the spotlight of favorable 
public opinion upon ourselves 
Dealers have more manpower and 
more dollars invested than the fac 
tories. We have a powerful story to 
tell and that story can direct the 
buying intentions of the public to 
ward patterns we know to be 
healthy. 

It has been estimated that in the 
past year $100,000,000 has been 
spent for time and space in maga 
zines, newspapers and network 
radio and TV. These dollars were 
spent almost entirely in the promo 
tion of product. But product alone, 
as we know from experience, is 
far from the full picture 

With each car we sell, we need 
to sell ourselves, and our abilities 
to assure maintenance, service, in- 
tegrity and responsibility. These 
are our stock in trade, as realisti- 
cally as are the cars we merchan- 
dise so spectacularly. These are 
the factors that set us apart from 
undesirable competition boot- 
legging, for one—and these are the 
factors that can healthy, 
profitable sales. 


close 


it Mekes a Difference! 


It does make a difference where 
people buy their cars. And we can 
make the public understand that. 

This calls for a program of 
dealer-promotion. When we pro- 
mote product, we call it “adver- 
tising’; when we promote our- 
selves we call it “public relations.” 

But call it what we will, new- 
car dealers desperately need a 
program and every facet of the re- 
tail automobile industry must be 
in on it to make it effective 
There's a lot NADA can do; a lot 
state and local dealer associations 
can do; a lot dealers can do; and a 
lot our trade papers can do to in- 
form and help us all. 

This broad program is the big 
opportunity potential to us. This is 
the technique that can establish 
indelibly (1) that there is more to 
buying a car than price; (2) that 
the dealer is as important as the 
car he sells, and (3) that the car 
buyer's one assurance of motoring 
satisfaction is in our abilities to 
provide maintenance, service, in 
tegrity and responsibility. These 
are truths that set new-car dealers 
apart from competition. The public 
must be made to understand and 
appreciate them 

We new-car dealers have a lot to 
sell. Forecasts indicate a strong 
market. I think we have a bright 
future. Let’s sell our right to the 
part we play 
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GM Booklet Describes 
Job Opportunities 


Cig as to Careers in the Retail 
Automotive Business,” a 37 
page illustrated booklet describing 
job opportunities and prospective 
careers for young people in the re 
tail automotive business, is being 
distributed by General Motors to 
its 18,500 car and truck dealers 
to high school and college edu 
cators throughout the country, an 
nounced William F. Hufstader, GM 
vice-president in charge of distri 


bution staff ef the corporation 

The booklet produced by the 
service section, distribution staff, 
encourages high school graduates 
to make their careers in the auto 
motive dealerships of their home 
town communities and attempts to 
assist dealers in recruiting in- 
terested young men for their or- 
ganizations 

General Motors reports that a 
career kit containing a movie and 
16-page book distributed last 
spring has received exceptionally 
fine acceptance 
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Repairing the Tubeless 
(Continued from page 47) 


od): 

When the tire is punctured by an 
irregular-shaped object, the plug 
method may still show a slow leak. 
We recommend trying the outside 
method first, because it is so easy, 
and the inside method can be 
made later. 

Type No. 3 tire is repaired by the 
same method as type No. 1. 

Dismounting and mounting: 

There are no special instructions 
regarding dismounting tubeless 
tires other than exercising care in 
moving bead from wheel rim. 

Mounting: 

Rims: 

Clean rim flanges and bead seats 
with wire brush or steel wool. This 
is a good practice to follow on any 
tire. 

One of the two type of valves 
may be used, 

Clamp-in type: 

Apply stem from the inside of 
the rim with the rubber step 
washer in place on the valve. Use 
round washer for round hole, oval 
washer for oval hole. 


Apply Rubber Washer 


From outside of rim apply flat 
rubber washer, then metal washer 
(cupped side in) and then the hex 
nut. 

Tighten nut until rubber wash- 
ers are firmly seated against the 
rim. Remove valve core before 
mounting tire. A more rapid initial 
inflation will help seat the tire 
beads on the rim. 

Snap-in type: 

To apply, dip valve base in rub- 
ber lubricant and insert from the 
tire side of the rim. 

Mounting tire with mounting 
machine: 

To make mounting easier, apply 
a light coat of soapy water lubri- 
cant. Mount the inside bead in the 
usual manner and the outside bead 
in the usual manner. 

Use of hand tools: 

Mount in the usual manner. 

Inflation: 

After the tire is mounted on the 
rim and with the valve core out 
of the valve, apply a blast of air. 
If the beads do not contact both 
bead seats sufficiently to catch the 
pressure, then the beads must be 
spread by constricting the tread 
center line. 

This can be done easiest by 
using one of the commercial tire 
mounting bands (constrictors) now 
on the market. In case a mechan- 
ical constrictor is not available, a 
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simple rope tourniquet may be 
used. Use one or more turns 
around the tire, depending on the 
size of the rope. 

Use a tire tool to twist the rope 
for tightening, and at the same 
time pound the tread at various 
places to distribute the tension 
evenly. 

When the beads have moved out 
to contact the bead seats on the 
rim, inflation will take effect and 
the band or tourniquet can be re- 
moved. Caution: When inflation 
begins to build up, release tension 
or tread to avoid breaking tire 
beads (never use more than 40 
pounds pressure for seating beads 
on rim). 

Install valve core and proceed 
with inflation to recommended 
pressure. 

Test for leaks and tire is ready 
for service. 


Free Services Net Volume 
(Continued from page 37) 


are working properly. 

Then we make a quick survey of 
the car body to see if there is a 
loose bumper, loose bumper guard 
or other item that needs attention. 

With a graphite stick we lubri- 
cate the ignition lock cylinder, 
door lock cylinder and instrument 
controls. We check the windshield 
wiper, turning it on and off. We 
try the doors for proper operation 
and safety. We lubricate the door 
hinges. 

As a last detail, we put a drop 
of oil on the hinge of the lid over 
the gas filler cap. 

This lubrication takes about one 
hour. Now wouldn't it be foolish of 
me to spend money on promotions 
and advertising to get the customer 
into the shop and then skip through 
a lubrication as quickly as I could 
to be rid of it? 

When a customer has watched 
this kind of lubrication, he is im- 
pressed, I have won him—and have 
won also a few repairs that mean 
profitable volume. 

In doing a lubrication recently 
when an oil change was overdue, 
we found a fuel pump leaking and 
the transmission leaking. Replac- 
ing the fuel pump and transmisison 
seal brought a $12 sale. 

In another case where tie-rod 
ends were worn, it meant a sale of 
$4. 

In one case I recall where we 
checked brakes and pulled a wheel 
to show the customer the condition 
of his brake lining, we sold a 
brake relining job and packed the 


front wheel bearings, which came 
to $35. 

When we checked the electrical 
system in a car a few days ago, we 
found a sealed-beam bulb burned 
out. This brought $3. 

The repair shop that does a 
routine job on lubrication and 
looks for nothing else loses valid 
sales to some other shop. We find 
35% to 50% of our repair volume 
during lubrications. Customer 
good-will cannot be measured. 

Even when a customer turns 
down our suggestion of a lubrica- 
tion, we offer to take his name and 
address and notify him for future 
business. We do, too. We follow 
up every lead that comes our way. 

My wife notifies our customers 
within a 20-mile radius when lubri- 
cation is due, sending out 75 to 100 
post cards a month in her own 
handwriting. We also send out post 
cards on brake, motor tune-up and 
safety check-ups. 

We try to stagger these mailings 
so that in all about 200 post cards 
will go out over a three-month 
period. Doing the post cards by 
hand adds a personal touch that 
commands greater attention. 

There is one other touch that we 
feel shows personal concern for a 
customer’s car. We keep an ap- 
pointment book like a doctor or 
dentist. If a customer cannot leave 
his car at the moment, we suggest 
an appointment at a definite hour 
for a definite day. In nine cases out 
of ten, we are not disappointed. 

Iz, our very competitive business 
there is not a single lead we can 
afford to overlook. 











CORRECTION! 


Distributor listing was incorrect in 
MASTER PARTS DIVISION, Airtex Prod- 
ucts Inc., ad appearing on page 24 of 
our November 1954 issue. Please note 
following correct listing: 
SEE-MOR AUTOMOTIVE SALES 
Miami, Florida 


MONROE WAREHOUSE 
Memphis, Tennessee 


ATLANTA AUTOMOTIVE 
DISTRIBUTORS, INC. 
Atlante, Ge 


AUTO GENERATOR SUPPLY COMPANY 


Nashville, Tennessee 


IGNITION SERVICE & SUPPLY 
Louisville, Kentucky 


WRIGHT SUPPLY COMPANY 


wensboro, Kentucky 


CRAFT HIGHWAY AUTO PARTS CO. 
Mobile, Alabama 


MASTER PARTS DIVISION 


AIRTEX PRODUCTS, INC. 
Fairfield, Ill. 
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Never Goes Broke 
(Continued from page 31) 


succeed must know how much it 
costs him per car to operate his 
dealership. This should be figured 
on a year-to-year basis. That’s the 
Starting point. The dealer knows 
he’s got to make that much gross 
profit on each deal to break even. 
If he expects to make money, he 
simply has to turn down the deals 
below that figure and approve the 
profitable ones above that figure. 
He can figure it out on a per-deal 
basis, or he can carry it on an 
average per-deal basis. 

Rigid control of overhead to 
keep that cost per deal low is 
necessary in these competitive 
times. Strong effort and promotion 
to build up sales of service and 
parts for greater gross profit is al- 
so an essential requisite for future 
successful dealerships. Daily 
checks on used-car movement as 
well as individual checks on each 
new-car deal will tell the dealer 
where he stands each day of the 
month. 

The dealer who consistently 
cuts prices, gives away profits on 
each deal, discounts to the bone 


just to sell lots of cars, is finding 
out that he can't stay in business 
long. That type of dealer is fading 
out fast and that can be proven 
right now in almost every town o1 
city in the country. 

My dealer friend agreed that he 
could again do all the things neces- 
sary to make a profit on every deal 
and get his business in the black 
in which case he could forget about 
his foolish competitors 

“What then about bootlegging in 
the future?” he asked 

Not being a prophet, that’s one 
I couldn't answer. I did point out 
that the subject is an irritating 
one, and I knew of some factories 
that were finally irritated enough 
to be doing something about this 
subject right now. Others seem to 
be merely winking at bootlegging 
by their own dealers, but they may 
be forced by dealer pressure to do 
something to enforce their stated 
“anti-bootlegging” policies. I think 
the solution rests with the fac- 
tories. If they want to stop it by 
correct distribution, they can. If 
they are not interested, nothing 
can stop the practice. 

Again, as I pointed out to my 
friend, it’s a matter of analysis and 


education. A new-car dealer who 
bootlegs new cars to a used-car 
dealer will some day find out he's 
losing money when he sells his 
cars at near-cost, He could do much 
better by selling the cars on a 
small-profit retail basis in his own 
community, and build up his serv 
ice and future sales clientele at 
the same time 

Education of the public by the 
reputable community dealer pays 
off, too. Bootlegged cars are not 
generally serviced at all by the 
selling dealer. The matter of 
guaranteed service is important 
with today’s complicated cars and 
the buying public should be made 
aware of the many cases in which 
customers who buy from non- 
authorized dealers find out too late 
that they have not saved money by 
such purchases, but that instead 
they ran into unending troubles 
with their cars because of the lack 
of interest by the selling dealer in 
the condition of the car when de- 
livered 

Bootlegging has 
years and years and I guess will go 
on forever. In many cases the 
problem is strictly a local one, 
where it comes and goes as used- 


gone on for 
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car dealers try it and go out of 
business. The best used-car mer- 
chants don’t care for the new-car 
business because they have found 
the profits to them are not as at- 
tractive as they may seem. 

My friend had to agree that he 
had become a successful dealer in 
spite of sporadic bootlegging in his 
territory. He also had to admit 
there were no long-time successful 
used-car operators in his town who 
followed the bootlegging practice 
All who did had gone out of busi- 
ness sooner or later. 

So much has been written and 
said about “bootlegging” new cars 
that I think we have over-empha- 
sized and glamorized the subject. 
Probably now it’s considered 
“smart” to have a new-car display 
on a used-car lot. In some locali- 
ties I hear it’s serious, Maybe we'd 
be better off to ignore it for awhile 
and attend to our own knitting. 
The factories and finance com- 
panies can help by stopping the 
practice where it originates—at 
their own dealerships. 

Maybe some day soon they will 
prefer to have reputable, success- 
ful and permanent dealers in all 
communities rather than some hot- 
shot bootleg distributors whose 
businesses have no sound founda- 
tion. 

Successful dealers have weath- 
ered many a storm before. By 
keeping sensibly aware of chang- 
ing conditions, by attending to 
their businesses at all times so as 
to change with the times, they can 
succeed in 1955 and future years 
regardless of stupid competitors 
and bootleggers. 

My friend left feeling better, I 
bet he succeeds in the years ahead 
as he has in the past. 


Let Curiosity Sell Cars 
(Continued from page 32) 


repair orders written on one 
vehicle, Perhaps this is one reason 
why it stays so long, to say nothing 
of the extra handling costs. 

But returning to the reai prob- 
lem, give this car a real road test 
Go over it thoroughly. Only aver- 
age management ability will en- 
able you to spot the items that 
make it a slow-mover. And don’t 
overlook its location on the lot 
Move your cars from position to 
position, This gives your lot an 
appearance of fresh stock, It also 
prevents the unit from becoming 
stale in the mind of the salesmen. 

Curiosity in this respect may dis- 
close that your lot manager has a 
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tendency to push the older cars 
back farther and farther on the 
lot. Successful operators know the 
value of rotating cars, but not 
hiding them. Many know the hot 
spots insofar as location is con- 
cerned, Find out what location on 
the lot is best. and move your 
older cars in and out of these posi- 
tions. 

Some dealers even have lot spac- 
ing down to a point where color 
combinations play an important 
part—they will not park cars 
closely that have colors which 
clash, 

You Need Campaigns 


And, finally, on stimulation, 
every organization needs at some 
time or another campaigns and 
promotions. Here curiosity can 
really pay off. Look back over 
various incentive campaigns you 
have used, Consult with your sales 
executives, select the deal that was 
best received by your sales force 
and one which produced the best 
results. Vary it if you like, or 
combine plans. If you haven't run 
any prize campaigns, talk to some 
other dealer? There are many and 
varied types of campaigns and 
prize awards for successful promo- 
tion, and ample sources from 
which to obtain ideas and material. 
There will come a time when 
stocks pile up and the need for 
some promotional plan is neces- 
sary. 

To mention only a few stimu- 
lating prize-award campaigns: 

1.—-Baseball board idea. 

2.—Punchboard deal. 

3.—Point award — merchandise 
catalog. 

4.—Pullboard idea. 

It is well to keep in mind the 
fact campaigns should be planned 
and organized with only one thing 
in mind: To get performance in ex- 
cess of average. Be sure to plan 
your pay-offs that are fair to the 
sales people and to yourself, Estab- 
lish fair qualifying quotas, low 
enough to capture enthusiasm but 
reasonable enough to insure a good 
number of sales pay-offs for per- 
formance in excess of normal 
averages. 

Some dealers are careful to have 
only a minimum of prize awards 
for sales equalling or below aver- 
age, but accelerate pay-offs rapid- 
ly as sales exceed averages. 

Of course the far better plan is to 
keep up with sales every day so 
they won't pile up. I’ve never tried 
it but I've thought often of hand- 
ing each used-car salesman a 
“brand-new” $50 bill on the first 


of every month. If at the end of the 
month we do not have a car over 
30 days old, they get to keep the 
bill; otherwise all return the bill. 

Closing now, with all my talk of 
curiosity, you may be curious as 
to why the group called on me to 
appear here, but be that as it may, 
I firmly believe the direction you 
are traveling is controlled greatiy 
by the amount of curiosity you 
have and your ability to use it 
wisely, fairly, with an open, frank 
mind and a friendly collaboration 
with your employees. Seeking facts 
with an attitude of know-it-all, im- 
patience or domineering often re- 
sults in distorted conclusions 

I'm reminded of the story told 
of a group of eminent psychiatrists 
who were inspecting a mental in- 
stitution. One of the group hogged 
the show, seized every opportunity 
to show off his knowledge. In one 
of the hall ways they came upon 
a little old weazened man who was 
scratching himself vigorously. 

The show-off, seeking to impress 
his cohorts, walked up to the little 
man and said, “My good man, why 
are you scratching yourself so?’ 

The little man replied, “I sup 
pose, sir, it is because I am the 
only person in all the world who 
knows where I itch.” 

If the itch in your business is a 
used-car problem, curiosity will 
provide the scratching and is the 
one sure path to removing the itch. 


Willys Appoints Watson 


Willys Motors, Inc., has ap- 
pointed Charles A. Watson as gen 
eral sales manager. He will direct 
an expanded program for field 
training of the sales organization 
key distributors and dealers in the 
field of four-wheel-drive vehicle 
sales. 
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SW Show (Jobber News) 
(Continued from page 45) 


The executive committee which 
has successfully conducted ar 
rangements for the show consists 
of President Miller and, as chair- 
man, E. H. Whitis, Jr.. W. W. Auto 
Parts Co., Victoria, Texas; Walte: 
Frazier, show treasurer, of the 
Hirsig-Frazier Co., manufacturers’ 
agents of Dallas; C. H. Mountjoy 
The Mountjoy Co., wholesalers of 
San Antonio. 

In addition to those named, of- 
ficers are: Harry Spear, Moog In- 
dustries, Inc., San Antonio, first 
vice-president; W. F. Barbee, Voss- 
Hutton-Barbee Co., Little Rock, 
Ark., wholesaler, second  vice- 
president. 

Other than the officers, whole 
salers on the board of directors 
are: 

John Bales, John Bales Auto Co 
Fort Worth; T. C. Garrett, Straus 
Frank Co., Dallas; J. N. Greiner, 
Greiner Auto Parts, New Orleans: 
R. L. Sanders, Automotive Supply 
Co., Amarillo, and H. J. Vanhook, 
Van's Auto Supply, Oklahoma 
City. 

Manufacturers’ direct  repre- 
sentatives or agents on the board 
are: 

W. Y. Caldwell, Champion Spark 
Plug Co., and T. H. Everett, Better 
Monkey Grip Co., both of Dallas; 
John McKinney, Van Norman Co, 
and B. T. Scofield, Johns-Manville 
both of Houston. 

The show committee, headed by 





Robert L. Sommerville has been 
appointed general sales manager 
of the automotive division of Elec- 
tric Storage Battery Co., with 
headquarters in Cleveland, Ohio, 
Cc. E. Murray, vice-president and 
general manager, announced. Som- 
merville will direct all automotive 
battery sales for the Exide, Willard 
and Grant lines. He was president 
of the Association of American 
Battery Manufacturers in 1952 and 
‘53 and is currently on the board 
of directors for that group. 
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Whitis, includes two wholesalers 
J. T. Davis, Motor Parts Co., Corpus 
Christi, and Ben Reininger, Motor 
Parts and Machine Co., San An 
tonio, end three factory repre- 
sentatives, Coy Kerr of the Ray 
bestos Divisicn, Al Kraft of t.e 
Fritz Keller Co. and R. W. John 
ston, Black and Decker Mfg. Ce 
all of San Antcnio 

Coinciding with of 
the Southwest Show—April 1, 2 
members of the Inde 
Association 
their annual 


three days 


and 3 
pendent Garagemens 
of Texas will hold 
spring meeting and election of of 
ficers 


“Pappy” McFadden Is 
“Mr. Behind of B-4" 


D H. “Pappy" McFadden, left, 
e is “Mr. Behind of B-4 for 
1954,” the presentation being made 
here by H. Gordon Payne, who was 
named “Mr. Behind of B-4 for 
1953." Both are past presidents of 
Automotive Booster Club South 
west No. 4. (Payne is at right.) 
The “Behind” designation was 
first conferred by the club in 1953 
as a companion award for the 
“Mr. B-4” plaque, which goes to 
the club member most distin- 


guished for his activities during 
It resulted from a remark 
during the annual election by a 


the year 


member who pointed out that if the 
club were to have a “Mr. B-4,” it 
should also have a “Mr. Behind,’ 
and nominated Payne 

The club liked the idea and de 
cided to name both a “Mr. B-4” and 
a “Mr. Behind” each year, resery 
ing the latter for veteran members 
who have held every other club 
honor 

McFadden, in addition to having 
held every club office, is a life 
member and was one of the pio 
neers when B-4 came into exist 
ence in 1923 
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Successful Non-Automotive Exhibit 
Leads MEWA to Plan One for 


By Baron Creager 


Southwestern Editor 


EWA will 


ference in 1955 and on that oc- 


ponsor a booth con 
casion the association will repeat 
it eminently successful’ show 
featuring non-automotive product 
and overhead-reducing device 


W. “Whit 


general manager, at con 


and methods, said B 
Ruark 
clusion of the 
ASI Show week in 
Dec. 5 to 10, inclusive 

An encore for the non-automo 


convention and 
Chicago 


tive products show had previously 
been indicated from the floor of 
the association convention — by 
President A. S. Hatcher 
President John F,. Creamer, Ruark 
and two other MEWA staff mem 
ber Charles H. Davis and Daniel 
J. Hartnett 

The non-automotive 


the now 


how, a de 
parture in the automotive afte! 
market, had viewed with 
ome misgivings in 
but according to a badge count the 
displays of 147 exhibitors attracted 
more than 7,000 convention § vi: 
itor Sixteen exhibitor: 
quoted as saying they would show 
again at the first opportunity 


been 
some quarter 


were 


Reviewing the non-automotive 
show, Ruark said 

‘The MEWA convention display 
of non-automotive merchandise 


held in connection with the 1954 


This picture shows officers and members of the board 
of directors of the Motor and Equipment Wholesalers 
Association, elected during the annual convention in 
Chicago held previous to the ASI Show. In the usual 
order, left to right, they are: Seated, Russell Loock, 
Baltimore, Md., treasurer; Virgil C. Smith, Ann Arbor, 
Mich., vice-president; Albert S. Hatcher, Macon, Ga., 
retiring president; John F. Creamer, New York, N. Y., 
president; Jay T. Davis, Corpus Christi, Texas, secre- 
tary; B. W. Ruark, Chicago, general manager. Standing 
are Directors Horace A. Jones of Manchester, N. H.; 


+ & 


” 


i wr 
ne] 


j i 


y 
y 


convention was eminently succe 


ful, viewed from any standpoint i 
judging the succe of any icl 
event 


‘Without 


commented on the geographical 


exception exhibitor 
areas including the United State 
and Canada from which custome! 
and prospective customers came 
They also expressed great satisfac 
tion in the high-cla type « 
Wholesaler personnel they 
privileged to meet 

imilar di 
MEWA 


decided upon a 


Several requested a 
play for 1955 and the 
board of director 
non-automotive display next year 
A good number of the exhibitor 
have already applied for pace 
All exhibitor 


a good volume of busine 


next yeal reported 
during 
the show 

In its convention proper the a 
ociation found more interest than 
had been manifest in years with a 
Conrad Hilton hotel count how 
ing attendance of 1,652 at the first 
convention business session and 
total registrations of individuals in 
excess of 1,600, according to Ruark 

The convention program was de 
voted largely to panel discussion 
with three of these packed into 
four business sessions. Aside from 


an inspirational address, routine 


Y ' 


announcements and pre 

entation there 

cheduled addresses by individual 
President Hatcher and Ruark 


‘If you cannot make a satisfac 


tory profit selling automotive line 


report 
were but two 


let’s consider some non-automotive 
lines. If you can pick up two or! 
three lines you can sell at a profit 
our convention plan will be real 
ized. The spotlight is now on well- 
planned, well-executed and aggre 
ive selling. Price is often 
ary Hatcher declared 


He said there had been a marked 


econd 


decline in wholesaler 
from 34%‘? on sales in 1950 to 1.3%, 
in 1953 

Ruark 
of Changes in Automotive Distri 


net profit 


discussing the Impact 


Dution uggested appointment of 
a committee of both independent 
wholesale1 and manufacturer 
with the mutual responsibility 
reducing cost to 
producer-distributor competition 


f 
Ol 


meet national 

“The outstanding problem facing 
the independent wholesaler and 
manufacture! he continued, “i 
the necessity of erasing distribu 
tion- and production-cost inequl 
ties. The national producers-di 


tributors cant do it any cheaper 
than the independents if they are 
organized to do the job. It is up to 
the wholesalers to organize di 

tribution in that it will 


enable the manufacturer to cut hi 


uch a way 


cost 
He also discussed 
and its possible ominous-for-the 


warehousing 


wholesale! 
bility of an independent 
of the industry organizing and o; 


future and the possi 


egment 


erating a true cooperative 


Frank Enterline of Sunbury, Pa.; John A. Hines of 
Toronto, Ont., Canada; Lamar F. Noble, Jackson, Miss.: 
Henry Levene, Binghamton, N. Y.; P. Ted Johnston, Los 
Angeles, Calif.; Frank E. MacKenzie, Pocatello, Idaho; 
Marshall G. Luce, Miami, Fla.; Bruce Cameron, Wil-° 
mington, N. C.; James Lang, Fort Wayne, Ind.; J. E. 
Barr, St. Joseph, Mo. Lang, Enterline, Barr and Cam- 
eron are newly-elected directors, while Levene and 
Johnston continue as directors although retiring from 
their previous posts of secretary and treasurer, re- 
spectively. The attendance ran exceptionally high. 


> 


A 
£ 
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Four Southerners Explain to MEWA 
"Methods I've Used to Build Sales” 


Sega by J. Howard Reed tl ou xhi on 
1 MEWA management and legi onsiderable busine 
panel discussior da’ We had 
I've Used to sulle nat tne 5 
featured five Souther! 
Southwestern asso 
members in an 11 
although the program used up it 
time before Clyde Hawkin 
Sales Co., Miami, Fla 
into the record 


lative counsel, a 
n “Method 


Sales 


the cameri 


filmed and 


American race ou have 


and/or latlor the punch to get people out 


membe! went 
Part 
Patten hing for 
could put ! lat 
Other 


pane] away feeling 
Depot was doin; 
people in that 
area 
his remark 
participating were 

Gordon E. Johnson, Auto Spring M.N 
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Our tarted in 
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small to 
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30th 
hown so the 
and sellin; 
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want it that wa 
know they do because 


1.000 calls a vear 


uggestive selling 


and retail prices are 


customer know cost 
price at 
90° of cu 


and ] 


Make 


tome! 
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Is @ QuICcK 
isually on top of 
200 and 
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and read ! 
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line make 
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will take to look at 
It is mailed 


ount 
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too fal iW« 


and 
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15.000 

$?0 000 
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mont! 
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A rected 
da how. We 
ire! al 
they all did 
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re in Fl Pa 
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and eagerly 
wonderful 

way from nowhe 
the ASI Show 
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chance to see a lot ercnandise are presente 
inder one roof 


We used every 


qQuall ted 


media to adver 


SOUTHERN AUTOMOTIVE JOURNAL for January, 1955 





“ 





(1've quit searching 
for tools since 
I've had my 


HUOT 








TULDEX” 


says Henry Rigethof, 





Assistant Service Manager 
for Whitcomb 
and Blick, 
Minneapolis 
oldest 
Pontiac 


dealer 


Warehouse Stocks 
Carried in Dalias 





HUOT MANUFACTURING CO 


Pronounce 


587 Ne Wheeler 


Hew-ot MH Paul 4, Minn 
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made ard Ke} 


NSPA Convention Asks Factories "Other stele 


To Avoid Discrimination in Pricing ©). ':s0 


OLUTION urging parts and 
jufacture! to 
nciple 
rk plu 

adoption t montl 


ial convention = of 


talk 
tundard Part A ociatior Vincer 
The Federal Trade Commi 


iled mn these case that it wa 


Airtex Appoints Three 


Violation of the Robinson-Patma 
act for a manufacturer to sell to a Airtex Autom 
vehicle manufacturer, for resale Airtex Product 
the replacement field, at a price I]] recent] 
lower than that for which like southwestern dil 
parts are sold to the independent men: Jack He 
a with th Kception oO if ; Gillingham to manage 
trade, with the exception of d Edward Gammie (above) of Victor 7 1 
ferent price which ma be cost Mfg. & Gasket Co., Chicago, was and Hou on ( 
elected junior vice-president of 
National Standard Parts Associa citie and Ernest L. Daile 
ia aes aameetiiMldaandn, eh Oi aiens tion last month. Don H. Teetor of ritory rep! ative for the Sou 
sal oe aes idle penin Perfect Circle Corp. was moved 
meeting, also adopted a resolution up to the presidency from senior 
vice-president and Hal Miller of Houston 
Womwell Automotive Parts Co., 
a Lexington, Ky., was elevated from Werner Manages Moraine 
junior to senior vice-president. 


justified tivel with headquarte! 


The convention, which attracted 


west area V1 hneadquarte! 


frowning on pive-away or pre 


mium promotions by manufactur 


Asks Tex Be Reduced General Motor has promoted 
A third resolution endorsed the Calvin J. Werner to general man 
reduction scheduled to take place listener when he cited as one ager of the Moraine Products Div 


April 1 in the rate of excise tax on reason “why we are such a bad ion, Harlow H. Curtice, president 
wa credit risk” a being because announced, Werner, who was man 


ike ufacturing manager of GM's Dek 
Products Division ucceeded Ber 
nard A Brown, who ha retired 


parts and accessories. The tax 
been cut from 8° to 5”% mechanics too often can’t mi: 


to have 
flat-rate time due to the difficulty 


last April 15 but was postponed 
until this coming April 


Directors elected at the conven car model 
On the other hand, he pointed 


of keeping informed on changes in 


tion, whose program included sub Permatex Promotes Drake 
ject geared to the convention out, car dealers’ shops get “a world 
theme “Busine Unlimited,” in of help which we don’t get" and The Permatex Co., Inc., ha 
cluded Charles FE Kennard of ‘they work on only one make of moted Zac Drake to general 
Coiner Parts Co., Staunton, Va Cal manager, with headquarte 

A highlight was the addre by He recommended creating § a grooklyn, N. Y., C. A. Benoit, J1 
Mel Turner, Chicago garageman tudy committee to help solve some president, announced last month 
who tackled jobber and afte of the problems and getting easily Drake was formerly Atlanta re 


market manufacture! faults in classified information to help the gional sales manage! 


hirtsleeve fashion paragemen 

He asserted Executive Vice-President J. L 

One of the things wrong with Jack” Wiggins reported member! 
the promotion plans for the inde hip at “an all-time high 
garageman is that’ the ‘Bishop” J. Leonard Love 
ights are too high. In your plan jobber of Salt Lake City, Utah, ex 
ning, in any of your promotion pressed belief that “one of the big 
the average in gest handicaps of the jobbers today 

operation 1 is that they do not have sufficient 

knowledge of the job they are try 





pendent 


bear in mind that 
dependent garage 
three men or le 
The jobber gives technical in ing to do 
formation, “but it doesn’t work “The ruination of this busine 
and you know it. We probably give he said, “is the selfish, greedy 
you more information than you jobber 
vive u he declared Referring to the GM parts pro 
‘The world of technical informa gram. he declared that “for the in 
tion which comes to us is called dependent manufacturer and in 
‘yarbage’ in our shop.” There’s no dependent jobber to try to move 
way of filing or cataloging it, he this thing by saying a lot of harsh 
words is not the way,” but “our in 
We 
The 


aid 
Heavy laughter greeted him—a dustry must be on its toe 


it frequently did from sympathetic are in a war of survival 
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Profit-Sharing Plan Can Help You 


Sell Your Business, Phelps Explains 


By ROBERT E. PHELPS* 
Phelps-Roberts Corp., Washington, D. C. 


dou 

who 

the t1 
block 


naintain control 
Adaptable for the Smalls 


Generally peaking, profit 
ada} table to 


vith as few as fiv 


well as large firm 


ing that smaller fi 


C. T. Reinberger (top) has been 
re-elected president of National 
ni ignature he received a mu ri | il It Automotive Parts Association. He 
np sum settlement of $1,800. By ol istribution of of ) is president of The Automotive 
Parts Co. of Ohio. Robert L 
Stacey (middle) succeeds Henry 
Lansdale (bottom) as vice-presi 
ife avo f highl ( Oo ip dent, general manager and treas 
and large our experience VISO! ‘mploye urer of NAPA. Stacey joined the 
headquarters staff of NAPA in 
‘ Detroit in 1949. Lansdale was 
Although we can drop it a 1s : r ancom ' ver elected chairman of the board 
me we wish, even when taxe oO mmipat or to b ! Richard C. Colyear was reelected 
wered we feel there ar ol i\ pDurDpo other val vice-president and Myron L. Buck 
was chosen secretary. Among di 
rectors reelected were Carlyle 
Fraser and Robert L. Turner of 
ich older, the interest income . ‘ ! nti t Atlanta, Ga., and L. C. Benson of 
plan will be ibstantial one year are lin oO] Jacksonville, Fla 


tecently our janitor retired and 


agqmi ion thi Wa more thar 


id ever before accumulated 


profit-sharing have been very 


penefits in the plan to keey 


fee] that before the plar 


o that hould oul profit 
ncome to the plan will 
Wher income 

‘railroad re- NAPA Meeting Cites 


nent plan, th OF Cor Progress in 1954 


butions dwindle 
We can also do ] n —" warehou es and manufac 


rest income hit ‘ j turers marked the closing of a 
nount. We can buy an red record vear in the progre f the 


nnuity for each yee in th rganization and launched p 
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no 


2°7 over the corresponding month Reducing Costs Is Aired new location. Our building wa 
0 953 4 > 1e Wi ark 
f 195 At MEWA Convention efficient, it was cut up, dirty, dar} 


New warehouse were estab and we couldn't efficiently handle 
lished during the year at Char S™ Southern and/or Southwest- our busine Traffic was bad and 
lotte, N. C., and Charleston, W. Va Yern MEWA_ member were we were on a one-way street; there 
Manayver of the NAPA Charlotte cheduled as participants in a ten- was no parking and maintenance 
warehouse is Earl Dolive. former], member panel at the convention on the building was high. We could 
with the NAPA Atlanta warehouse last month to discu How Ive get our overhead 
The NAPA Charleston warehouse Reduced Cost As in the othe: tain point and 
discussion howeve! tymied 


down to a cer 
tnere we were 
hus as its manager Archie Burford two panel 
formerly associated with the NAPA time did not permit the remarks of Finally we sold our building 

C. E. Silver Silver Inc Enid and we had 120 days to get out. We 
to be Okla found a man who could build u 
by what we needed in that length of 


Columbus warehouse 

Two additional warehouse 
opened shortly after the first of the Thi panel wa moderated 
Carl B. Dietrich, association direc time and now our sales are up sub 


year will bring the total number to 
cost a lot to move 


43. These are the NAPA High Point tor of member ervice and tantially. It 

(N. C.) warehouse. under the man Charle H. Davi Mid-Central] but in the end you can make 

agement of Richard Garber, fo: representative. Among those pa! back. In our new location we \ 

merly with the NAPA Richmond ticipating were able to drop five employee 

warehouse, and the NAPA Hawai Edgar H. Rogers, Jr., Consol our bills are down and we 

dated Automotive Co.. Jackson- cut our overhead in eve! 

ville, Fla.—‘*We set up a budget gory 

Bear Sends Cade to Arkansas for each department and in the Harold J. Delhommer, Harold 
bookkeeping department we threw Inc., Lafayette, La We reduced 


ap out all the machines except the our costs considerably by reducir 


jan warehouse, in Honolulu 


Sear Manufacturing Co. ha 
pointed Malcom Cade as sales rep adding machines and we simplified the fire hazard and lowerins 
resentative for Arkansas to sue the bookkeeping system. Now we urance cost We placed ‘no 
ceed the late Ernie Cone. Cade do not have to train machine op ing’ signs at the proper place 
formerly covered the Louisiana erators. We saved $7,000 this year distributed approved metal 


territory, which has been taken alone in the bookkeeping depart cans. Fire extinguishet 
over by Andy Young, sales repre- ment tributed on the basi 
entative for eastern Texas. Young Marshall G Luce, Electrical gallon extinguisher for e\ 


is now covering his old territory Equipment Co., Miami, Fla Wi quare feet of floor space 


Louisiana and part of Mississippi moved to our own building in a (Continued on page 


The PIONEER Tool! >. we e 





FOR INSTALLING VALVE SEAT RINGS 


aaiae 


The Biggest i , : i 
Seller aes he Sf ... Por 4 
| ; “Wencincentn!) «©Swoother ide 


... For Wore Profits 
SELL D&T COIL SPRING 
STABILIZERS 


MOLDED 
OF HIGH 
QUALITY 
RUBBER 


THE FIRST . , nid I » MOST POF ULAR. j g 

VIC) yl PRA ] Al i= MC ST UNI- 

Jr i Al ® 1 of + aE { j 

EVERLASTING . . . the first tools made % TURNER Moexjacturiag Co. 

> nd va , "NV KOKOMO INDIANA usa * 
\ 


years af 
SEE YOUR JOBBER OR 
WRITE FOR LITERATURE 


a mw 


K.O.LEE CO. 


ABERDEEN, SOUTH DAKOTA 


If it's made by Lee itsa “Knock-Out” 
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American Motors rolls out the red carpet with the all-new 


1999 HUDSON HORNETS and WASPS 


WV, ae NEW HORNET V-8 AND HORNET CHAMPIONSHIP SIX 


STAYS LIKE NEW LONGER 











COOL IN SUMMER, WARM 
IN WINTER 


NEW 1955 HUDSON WASP 











SOUTHERN AUTOMOTIVE JOURNAL for January, 1955 Want more facts? Use Reader Service Card Page 82 











Contour Designed 


for complete floor protection of all cars 


Rich Colors 


beautiful for every car interior 


Always Stay Put 


special design prevents mats from sliding 





Newest idea in floor protection—a 
natural companion item to original 
Rubbermaid Kar-Rugs. 


SET No. 8465 Contains one Style 


master for driver's side and one for 
passenger side in colorful display car 


ton 


Available in 7 Holiday colors Red, 
Blue, Green, Yellow, Black, Tan, 
Grey. Packed 3 sets to shipping carton 


Also available in new STARTER 
ASSORTMENT PACK contains § 
sets 1 red, 1 blue, 1 green, 1 yel 
low, | black, plus colorful window 


and wall banner 


RETAIL °6.95 


per set 


CALL YOUR JOBBER or send coupon 


Mail to—-THE WOOSTER RUBBER CO., WOOSTER, OHIO 


PLEASE HAVE MY JOBBER SUPPLY ME WITH 
THE FOLLOWING STYLEMASTER KAR-RUGS 


A 


Be first in your 
community to offer 
StyleMaster Kar-Rugs 





America’s Most Complete Line of 


LAWN EQUIPMENT 


BIG YEAR ’ROUND SALES 


RS-110 
20” Self-Propelled 
Gas 


A Leaf Mulcher is Available for 
Every CERTIFIED Rotary Mower 
as an Accessory 


20” Gas 


NS-90 
5” Hand 
Trimmer 
Electric RC-120 
18” Trimmer 20” Remote Control 


Electric Electric 
LS-200 20” Accessory: Sweeper Hitch (Hitch only— to be used 


with Lawn Sweeper Model L$-240) 
Lawn Sweeper ‘ 


LS-240 24” = f —_ a 
OB 1 2-% 


Lawn Sweeper 


Accessory 
Cart 


Accessory 


Dual Wheels 


_ \ | sP-100 . W) 


Accessory 2: , 
18” Snow Plow | Roller RR-140 30” Riding Mower 





Gas 
Get Complete Information on CERTIFIED LAWN EQUIPMENT from your Jobber Today or Write for Catalog 


Manufactured by WESTERN TOOL & STAMPING co. 


2725 SECOND AVENUE + DEPT. S-2 + DES MOINES 13, IOWA 
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President Bob F. Deriso and his 
gang were pretty busy recently un- 
loading this carload of AC parts at 
Tampa Auto Parts, Tampa, Fla. 


Jobber News 


(Continued from page 1]4) 


time my Insurance rate wa 
hundred, but by taking these step 
it to $1.60. By increasing m 
ge from 75%) to 100° 
I cut another 30 cent 
per-hundred rate. By putting 
in a sprinkling system I finally re 


? 


ile to 3 


duced my ri 7 cent 
hundred.” (His complete discu 
appeared in the November issue of 
SOUTHERN AUTOMOTIVE JOURNAL.) 
Emory R. Young, Motor Car 
Supply Co., Charleston, W. Va 
We use a lot of machinery in 
bookkeeping We do everything 
p to nuts with IBM ma 
wouldn't kid you into be 
cheap. However t 
information we 
need and I think 
bu Irie 
puncn card 


toda market 


competitive and 

t vel oon they and 
out of busine Qn divet 
tion I believe you will agre 
manufacture! have done a 
ood job in diversifying their di 
tribution—the ell everybody and 

are looking for others to sell to 
George D. Snool The Mot 


annat Cra W 


the Houstor 


igned to Okla 
Panhandle 











Get in on the big jobber profits being 
made today on Monkey Grip's new equip- 
ment for Tubeless Tire Repairs. It's HOT! 
It's SENSATIONAL! Write for particulars 


Here's Why Monkey GRIP 


LEADS THE WAY TO 


BETTER, FASTER. 


EASIER TIRE REPAIRS 


with fast-running pressure screw 


for quick, eaty positioning 


| MAGNETIC PRESSURE FOO? 


¢, assures accurate pate 





saves 
ement 


removes hot pan offer vu 


mizing 


ee 


MONKEY GRIP SALES CO. °°; °°*°'7° 
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This was the scene when Genuine Parts Co., Atlanta, Ga., held its 26th annual banquet Dec. 17. 


ASI Show Reported There were 2 
One of the Best : 


fBXYOTAL unduplicated attendance 4.412 persons, 1,663 
; of 12,660 was reported by the agent 392 AAR 
Joint Operating Committee for the and udvertisit 
Automotive Service Industri verseus pue 

Show held Dec. 6-10 at Chicago 1.306 other 
Nav Pier, making it what JOC re were 478 
Chairman Frank G Stewart 944 booths totaling 


termed “one of the best in history feet of floor space 


ing, 646 manufactt 


with approximately $00 more Door check co 


wholesaler firm in attendance December 8, 8,169 


than at the 1952 show in Atlantis 9 027, and December 


City, N. J 


186 wholesale: Zecol and Lubaid Firms 


un with 4,862 persons attend Reorganize Staff 


iver. firm vith 
manufacture — Inc and its associate, 
export agent 4Lubaid Co., Milwaukee, Wis 
avenci $5 manufacture! of automotive, ma 
rine and industrial chemical 
have reorganized their executive 
exhibitor vith taff with the following change 
110,548 squ: Mr Leo J. Sauerborn, formerly 
president and general manager, | 
unt revealed now chairman of the board. H 
Decembe1 y ‘ William Traino: Ww nie na beer 
10, 5,986, o1 vice-president and promotion mar 


aver for ten year! is president 





CHASE ENGINE 
“GHOSTS” THAT 
EAT UP 

REPAIR COSTS 


Wonder Seal is a liquid metal that “dehaunts’ truck 
and bus engines afflicted with hard-to-trace leaks in 
cylinders, valve ports and water jackets. In 30 minutes 
it effectively seals indefinitely against seepage and 
resists high temperatures and pressures 
The use of WONDER SEAL after each over- 
haul keeps fleets rolling and eliminates the 
ghosts that keep engines out of service for 
frequent, costly repairs. For the complete 
story of WONDER SEAL's advantages, write 


Dept SA 


MILLER Mfg. Co.of Camden, N. J. 


1100 N. 32nd ST. © CAMDEN 5, N.J. 














PEE DEE SAYS: 


Ky Remember this word 


iS 


You'll be hearing 
7 = alot about them 


The NYLO-PRENE Diaphragm is ex- 
clusive in all P&D Fuel Pumps and 
assures the driving public of the 
finest quality and performance 
ever offered 

P&D Fuel Pumps are manufac 
tured in the most modern and 
finest equipped plant 

P&D Manufacturing Co., Inc. 
reputation for building only the 
highest quality products has been 
known throughout the Automotive 


Industry for over thirty-five years 


P&D Ignition Parts are your assurance of top quality — 
better performance—and satisfied customer acceptance 


MANUFACTURING CO., INC. 


Established 1920 
19-02 Steinway St., Long Island City 5, N. Y. 
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Officers of the Automotive Booster Club International, Inc., elected 

during the annual meeting in Chicago Dec. 7, are shown here in the 

usual order. Seated, O. A. Roeger, B-41, Cleveland, second vice-presi 

dent; Sam A. Ladd, B-7, Chicago, president; Herman Pflug, B-10, San 

Francisco, first vice-president. Standing, Edward C. Abdelnour, B-13, 

New York, treasurer; Charles Carter, B-12, Toronto, secreiary. Ladd 
succeeded Howard Tucker, B-25, Memphis. 


United Motors Organizes Automotive Electric Group 
Distributor Council Plans Atlanta Meeting 


= PURSUIT of a closer and more QO." 

effective flow of information be 

twee! United Moto: \ na ( 
John Hamill (top), sales manager 
of the automotive division of the 
Heckethorn Manufacturing and 
Supply Co., Littleton, Colo., has 
been promoted to genera! sales 
manager of the firm, increasing 
his activities to include hardware 
and industrial sales. His assistant 
Richard P. Crain (above was ad 
vanced to sales manager 


Allen Hires Countryman 
Master Parts Names See-Mor 


Allen Elec 


Keenan Auto Parts Co., Albany, Ga., has added this 145- x 69 foot 
annex to the rear of its “old bridge hall,’ where the business started 
40 years ago. The addition, which was scheduled for completion in early 
January, provides the firm more than 20,000 square feet of new space 


Ii q. 
Ltt 3 eT 
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Officers elected at the meeting of 
Automotive Affiliated Representa- 
tives in Chicago last month in- 
cluded (l. to r.): Seated, Lou S. 
Cohen of Chicago, treasurer; Carl 
W. Sharp of Cleveland, Ohio, 
president, and Claude E. Sharp of 
Detroit, second vice-president; 
standing, Ed L. Lee of New York, 
executive secretary; W. Frank 
Russell of Dallas, first vice-presi- 
dent; J. Austin Elliott of Van- 
couver, secretary, and B. M. Asch 
of New York, chairman of the 
board. G. Walter Klier of Atlanta 
was named a trustee. Directors 
elected included William S. Gor- 
don, Jr., of Charlotte, N. C., Henry 
S. Clark of Atlanta, Herman A. 
Shields of Memphis, Herman H. 
Buergler of St Louis, Frank Libby, 
Sr., of Kansas City and H. Gordon 
Payne of Dallas. 








Since 1954, all cars have been factory-filled 
with SAE Heavy Duty Brake Fluid! 


With the new method of mounting master Tennessean Aids Santa 


cylinders on the fire wall, it becomes 
imperative that you refill with SAE Heavy Duty! At Cerebral Center 


NSTEAI of giving dividua 
For best results, use EIS SAE SUPER “50”! | Chi a is reser to : ch ct . 
» It meets and exceeds specification 70R1 et rere 


tome and friend Holston Aut 
f/ and is forinulated to withstand extreme oe rie r 


Supply Co., Kingsport, Tenn., sent 


heat in all conditions of operation. » S08 chack én the Veemeee..Yie~ 
Costs but a few pennies more but siete (anual i Pals: ‘Cer "aay 
' ‘ i« Ji a y iL@l 
it brings customers back » alive! The centel! which bene fit 


Write for NEW catalog! dren from Upper E: 


EIS AUTOMOTIVE CORP. and Southwest V 


Middletown, Conn. educational ale 
ment Phere 


December! 





Announcement was made during 
the ASI Show in Chicago by 
T. L. “Larry” Kidd of the termina- 
tion of his connection with Storm- 
Vulcan, Inc., of Dallas, Texas, 
where he was executive vice-presi- 
dent and general manager for the 
past three years. Previous to that 
he was sales manager for four 
: / years. Before moving to Dallas, 
YOU CAN'T , Kidd was Southeastern manager 
SPELL SAFE _ 14 wones for the L. D. — 
y o., manufacturers’ representa- 
UNLESS YOU > j tives, and made his home in At- 
USE SAE! . 4 lanta, Ga. Kidd said he expected 
} to take a short rest before con- 
sidering another sales position and 
n expects to return to the automo- 
\ . d tive field in the near future. 


WARNING! 


Gith'y . in Minnesota and 
> = . New Jersey the 
A J only brake fluid 
“<a . you can legally 
sell is SAE Heavy 

Duty’ 


REPLACE REPAIR 


at » <> 
a, 
, 
CUMPLEI BRAKE 22 aes. ak 
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George V. Gilbert, president of 
Piedmont Auto Exchange, Inc., 
Charlotte, N. C., died last month 
after several years of declining 
health. Gilbert, born in 1887 in 
Richmond, Va., traveled for a 
wholesale hardware and automo 
tive firm for 16 years before buy- 
ing interest in Piedmont Auto Ex 
change in 1921. Piedmont Auto 
Exchange has 14 affiliated stores 
in the Carolinas and Tennessee. 





Boulton of Oklahoma Dies 


SS & Une 3oulton 
Parts Co., Oklahoma Cit) 
died recently while on 
trip near Corpus Christ 
Boulton, whose health had 
excellent until that time, wi: 
brother of the late Bill Boul 
vho founded Unit Parts Co 





H. R. “Roy” Butts has become 
vice-president in charge of sales 
for the Johnson Bronze Co., New 
Castle, Pa. His appointment was 
announced by J. P. Flaherty. 
president, effective Nov. 15. Butts 
is a veteran of 20 years’ service 
with The Electric Auto-Lite Co. 
He was Chicago manager for this 
manufacturer, then served ten 
years as Southern division man 
ager and concluded his tenure 
with six years as general sales 
manager. Subsequently he engaged 
in a private enterprise in Dallas, 
Texas. 


Booth Conference Planned 
For Texas Convention 


qarew 
jobber 
Houston whole 
hosts for the meeting 
have been appointed to al 
the details for AWOT, who 
hip is in exc of 400 


Florida Group Sponsors 
Clinic on Ignition 


Group of Jacksonville li 
A firn recentl) ponsored j 
gnition chi ol 
pre 
ice method 
viewpoint 
The firm 
motive Co Automo 
Co Consolidated 
McElroy Ine 
Supply Co. and 
dated Co 
District Mani 
f CGuaranterc 


char pe 


Federal-Mogul Transfers Camp 


Federal -Me p. | named 


Dalla 


Thermoid district managers met Dec. 


Theodore H. Belling is the new 
president of Fram Corp., Provi 
dence, R. I. Belling joined Fram 
in 1939 as general sales manager. 
He was named executive vice 
president in 1944. He succeeds 
Steven B. Wilson, who retired as 
president but remains as chairman 
of the board of directors. 


Hout of Albany Heads 
Georgia Association 


13 for their annual meeting. New 


merchandising techniques were outlined fer friction materials, rubber 
products and hydraulic brake parts and fluid of the Trenton, N. J., firm 
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More News Briefs 


(Continued from page 13) 





Inter-Industry Safety 
Appoints Alabamian 


bb Inter-Industry Highway 
safety Committee has named 
Don Costa, former executive di 
rector and secretary of the Ala 
bama Safety Council, to the post 
of regional representative, M. R 
Darlington, Jr., managing directo: 
announced late last month 

Costa, who has also been execu Demonstrating the gift here from the Tampa jobbers is Nurse Normeda 
Hope. Others are (l. to r.): W. J. Berkhan, secretary-treasurer of the 
Commission and public informa jobber association; L. C. Caraway, vice-president, and August Schultz, 
tion officer of Alabama’s Depart- who is president. The gift substituted for usual presents to customers. 
ment of Civil Defense, assumed hi 
duties Jan. 1 with headquarters in 


Montgomery, Ala Tampa Firms Contribute Co ein 
ce.. taw! 


Iron Lung for Polio : - 
teaves Auto Parts & Seri | - 
RESPIRATOR (iron lung) com ler Spring & Brake Co., Week 
A plete with dome was presented Equipment Co., Tampa Auto Part 
to the Hillsborough County chap- Inc., and Winn-Dotson Auto Part 
Infantile Pa 


tive secretary of Alabama’s Safety 


Chrysler Announces Managers 


Chi ler Division of Chrysle 
Corp ha appointed a regional 
managers H. J. Johnson for Char- ter of the National 


Cope- ralysis Foundation last month fo Texas Dealers Pick Leaders 


lotte N. ( and Frank ‘7 
land for Cincinnati, Ohio. Johnson Christmas by 19 Tampa, Fla., job- 

behalf of their custome! The New Car Dealer 

ional managers at New Orlean and friend of Fort Worth, Texa 

La., and Houston, Texa The donors were: Auto Parts & the following office 
Machine Co., Inc sird Auto Sup Richard W. Burke, Ransom 
plies, Clarks Auto Supply, General Motor Co., Chrysler, whi 
Auto Supply Co., Floyd Wholesale new president; Thomas Ma 
Tire & Supplies, Grant Piston Ring first vice-president; Cl) 
Sale Gulf Auto Supply, Gulf fall, second vice 

Fabric Inc., Al Jones Co., Motor Basil Ropet ec! 

Parts Co., Inc Partsco Automotive J.C. Whitehurst 1 

Supply, Inc., Piston Ring & Supply of the dealer a 


and Copeland were formerly reg bers In 








“Or perhaps you'd be interested in the more expensive slide-fastener one.” 


(7 
 mecHAMics 
UNIF ORM 
SAL Gud 


SEE PAGE 131 
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1955 Nash and Hudson 
Appear in Chicago 


\ ASH and Hudsor 


“ef $ Ser" 


Top right: The Hornet offers a choice of three engines, including one 
which develops 208hp with compression of 7.8:1. Top left: The Wasps 
ere powered by a new six-cylinder powerplant classified at 110bhp 
Above: The Nash Ambassador also sports three engines, including the 
208hp job. These cars are now being produced from American Motors’ 
plants in Milwaukee and Kenosha, Wis., for display during February 





oT THE COOLEST... 


B: la it 
110bhp ; pn oO 120bI 
at 4000 ..most coinfortable ali-purpose cushion 
) cis , , P Here is the cot st most 
comfortable all purpose 
cushion Mitchell's famous 
Open Window weave oft 
beautiful Vir yl Coated fab 
rics allows free circulation of 
air to all points of body con 
tact thus spee ding evapora 
tive process Each cushion is 
hinged and trimmed with 
heavy duty plastic film 
stoutly stitched for maximum 
strer gth and be auty Parallel 
constructed coils of 21 qaae 
wire allows the seat spring 
inits to withstand heavy pre 
sure. The beautiful cushior 
are cor veniently pack d 
assorted colors (blue, red 


green) 12 to the carton 


Manufacturing Company 
Ft. Smith, Arkansas 
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Used-Car Sales Decline 
Third Month in a Row 


| the third consecutive month 
national averages of used-car 


aoverm 








i? ie 





ry, 
\< 


ir dealers have enjoyed 
wu better year durin 1954 Sale 
improved and profit have ad 
vanced accordingly Given the 
proper thinking and direction, the 
used-car busine next year should 
be very ypood 


Area reports from the a 


South: Sales down 6.2% 
= i a 


tion disclosed the followin 
dition lj ZZ > 
iven j SL xe AQ, J f ea 
SOuUTHERW AUTOMOTIVE JOURHA - 
tories down 9.99 a * 
southw t Sale W B% ‘ : ” 
event pale cown : It worked! They‘re not hounding us anymore. 
wd 


inventori down 2 


Louisianans Pick Officers nounced the following of Dodge Advances Snowden 


1955: Wiley L. Mo 
New Car and dent: George Bohn. J! Dodge Division has advance 
ron S.Snowden to directo! 


Dealet Association of ident, and R. J. Youn 
tising and merchand 


New Orlean La an treasure! 





ONLY ONE GRADE ... THE BEST 


The quality of VELLUMOID has never been shaved. 
Through wars and depressions, the standard for 
VELLUMOID has never been lowered. 


Southeastern Representatives 
Lawrence M. Hirsig Co., Jacksonville 2, Florida 








GETS WHITE SIDEWALLS WHITER QUICKER 


a 


BOWERS BATTERIES |] Peseta Oe 


' Gel U 5 Meerere } 
‘ q 4 = 
s\ f [ You can de pe nd on 


Spacdy RG 
WRITE SIDEWALL TIRE 


Always Bolter CLEANER ee Hy 
_——. _|R. G. LINER CO. 


aren, 2 Canton, N. C. 


BOWERS BATTERY & SPARK PLUG CO., READING, PA. Sold through jobbers only 
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More People Buy 


WHEEL 
WEIGHTS 


because they 


While most of the country curses 
cranky furnaces, R. E. Zerlin. 7 
proprietor of New Orleans Auto 
Supply Co., Inc., points at a bunch e 


of bananas flourishing in _ the 
Crescent City sunshine. The tree 
is situated in his service yard and 
even in January customers can 
help themselves to ripe bananas 
while waiting for service. 





Louisianan Named Aide 
To Chrysler President 


rY 


R E. WHITEHURST vho w 
7 1 meri eneral mani ( 
and il¢ li I ail i ancotl 


ALL PERFECT WEIGHTS WILL FIT RIMS MOUNTED 
WITH TUBELESS TIRES AS WELL AS RIMS 
MOUNTED WITH REGULAR TIRES AND TUBES 


PERFECT Wheel Weights are desiqned RIGHT and ‘ GHT. The fit 
ALL rims mour 1 of } 


ited with tubele tire ihey re made j ihe kK 


ins satisfact ] t why MORE PEOPLI 
WEIGHTS THAN ANY OTHER KIND. PERFI 
1 to fit 1 GUARANTEED 1 


lasts and mea 
PERFECT WHEEL 


1 manu 


v 


PERFECT EQUIPMENT CORP. 


804 W. Morgan St. KOKOMO, IND. P.O. Box 706 
Manufacturers of Wheel Weights for Trucks and Passenger Car: 
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Charles G. Ruebel (right), a direc 
tor of the Florida Automobile 
Dealers Association, presents a 
gold-plated license plate frame to 
William C. Cramer (center), con 
gressman from the first con- 
gressional district of Fliorida, as a 
part of the Safe Driving Day cam 
paign in St. Petersburg. L. G. 
Schraffenberger (left), chairman 
of St. Petersburg Citizens for 
Safety Committee, looks on. 


Signing franchise papers for Mc- 
Laurin Sales Co. to sell Studebak- 
er cars and trucks at Jackson, 
Miss., are (1. to r.): J. K. Mitchell, 
secretary - treasurer; Harold 
Spence, sales manager; Max Mc- 
Laurin, president, who is also 
president of the Mississippi Auto 
mobile Dealers Association: John 
E. Watkins, Studebaker district 
sales manager; G. E. Woods, 
Studebaker service representative, 
and B. D. Wood, service supervisor 
for the dealership. 





~ SAVE! SAVE! SAVE! 


With the lop-saving J] W TOP TOOLL!... 


Extensive tests prove that the JW Top Tool is one of 
the most useful tools in a body shop. At last tops can 
be straightened without removing windshield, back 
glass, and in many cases without removing seats! This 
amazing tool enables you to straighten the midsection 
of auto tops without arm fatigue and back strain. One 
setting permits the dolly to be moved across the entire 
top. Saves material! Saves time! Adds profits! 


See your jobber, or write to 


yw Tool Company iwc. 


P. O. Box 707 Waynesboro, Va. 











M tt f 


se REN STAPRIZER Vy ; K | N i. precision drawn 


RR 


SEAMLESS COPPER and ALUMINUM TUBING 


For original equipment and automotive supply 
replacement industry. 


e Strength through annealing 
4 49h e Compact packaging 
LIST PRICE $2.75 , : & Clean and dry 


DEALER COST U52C Hts Lin 
40% off UIST : write for literature 


i iteces i UNCONDITIONALLY GUARANTEED VIKING COPPER TUBE COMPANY 


B and B Specialty Company 200 Cleveland 10, Ohio 
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Delegates from 12 or More States 
Meet to Form Garagemen's Group 


Col. Vincent of Packard 
Retires from Engineering 


A 


where the delegate | 
t two dav to organizatio1 Top: Vice-President Bushyhead 
idoption of a constitution and b Bottom: Editor Creager 
and adoption of ar 
The third and final 
Vill be devoted t 


New officers of the Atlanta (Ga.) Automobile Association are (1. to r 
J. L. Strickland, second vice-president; W. J. Keown, president; H. H 
“Chick” Barron, honorary secretary-treasurer, and J. J. Westbrook, first 


vice-president. L. L. Austin is secretary. Directors named were Ben Sy R A 4 E Li N l N G 

Brady, W. C. Durden, Dan Graham and Frank A. Forrester. More than 350 

members and guests attended the group's Christmas party held Dec. 17. 7 , Fz. " / 
sé merica 2 Hen ; 


er . feria 
Ade ; sf : } Made by mn ORGANIZAT N Of 


ENGINEER 


Heavy 
the BEST f 
Costs—Prevent A 


LIFE SAVER OF RACE CAR DRIVERS 
LASCO BRAKE PRODUCTS CORP 


MEMPHIS 3, TENN « OAKLAND 7, CALIFORNIA 
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Dealers Spend $139,000,000 
On Local Advertising 


1D ALER pent more than $139,- 
000,000, or $36.60 per new car 
old, for local advertising duri 
the first nine months of 1954, the 
National Automobile Deals 
ociation reported 
These figures do not include ex 
penditures for factory co-op ads o1 
national TV now only ad fo 
hometown newspapers, radio, tele 
ision, handbill broadside and 
outdoo! pn The average deale: 
Jerry Colonna, movie, radio and television comedian, has entered th: local advertising budget for the 
automotive field as vice-president of the Blue Crown Spark Plug Corp., first three quarters was estimated 
Defiance, Ohio. Colonna, who is planning a nationwide tour to distri- at $3.485 
bution markets, here inspects the Blue Crown Special which won the 
1949 Indianapolis 500-mile race and placed second in ‘47, ‘48 and ‘50. 


Ike Will Address the NADA 
At Washington Meeting 
Jerry Colonna Enters ical ingenuity of American soldie! DRESIDENT Eisenhower has ac- 
. during the war, ha revealed an cepted an invitation to peak at 
Spark Plug Business inventive bent in addition to hi the National Automobile Dealer 


— Colonna, movie, radio and better-known talent for comedy Association convention to be held 
ey television actor, has joined the His aptitude has resulted in several in Washington in January, 1956 
Blue Crown Spark Plug Corp. a marketable idea Charles C. Freed, NADA presi- 
a vice-president in a deal involv Colonna’s interest in the Zelle: dent, extended the invitation after 
ing consolidation of Blue Crown Corp. startea from an appearance a two-day session of the associa 
with the Zeller Corp., Defiance, two years ago on their Christma tion's executive committee, at 
Ohio, another plug manufacture! party show. He is planning a na- which time NADA pledged support 

Colonna, whose mechanical in- tionwide tour of Blue Crown mar- of the national highway improve 
terest was kindled by the mechan- keting outlet ment and safety program 











. MIESTOU X crinoinc macnine 
Quaker Supreme 


~ 


HYDRAULIC BRAKE FLUID 
profitable always . . guaranteed More Dollar Value Than 
Ever Before 


safe for all brake systems! 
NEW — different — out 
standing features 
grinds VALVES 
STEM ENDS 
and ROCKER ARMS — 
producing finest finish 
and factory precision 
Ask the SIOUX Jobber 
for full particulars 
Sold only through 
Authorized SIOUX 
E BENEFITS Distributors 
Albertson & Co., Inc. 








tomers TH a 
Fluid! Chemicaly 
for more mobility P eo 
“Castor Oil stems - Mail Coupon Today 

formance 1" * ARE YOU READING SOMEBODY 
ie and it’s backed by ® ELSE'S COPY OF SAJ...? 

' 

ov set! “* 


Quaker Supreme is supreme 





your cvs 


Give 
upreme Hyd 


of Quaker S 


Analyzed me 

e 
and better P 
regardless of low temp 


proFiTABLe? v 


antee that sey* 


aulic Br ake 


i ered 
ie . brake fluid 





in its Why not get your own subscription so you can always be sure of see 
y Pp y y 


ing each issue . . . the price is low and it's al/ good reading 





guar SOUTHERN AUTOMOTIVE JOURNAL 
field! = @ pints " Department A-11 
12 ounce 6° 5 gallon drum 806 Peachtree Street, N.E. fee 


SIZES: , LC Atlanta 5, Georgia 


a quarts New Subscript 


Enter my subscription to SOUTHERN AUTOMOTIVE JOURNAL for 3 years 
Name 


P.O. Box or 
Street and No 





Juaker Supreme Chemical Corp. ie ie 


MONTGOMERY, ALABAMA ([) Enclosed find $2.00 BILL me for $2.00 
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NADA Chicago Convention to Draw 
Hundreds of Southerners on Jan. 29 


ere and = hund: O *hiladelphia, | 
Southern = an “ ry ng a drama 
leale will 
Jan 29-Feb 
Automobile 


ry. ? 
hive! lon 


and ome 
outstandi 


; 


ig economl 
and authoritie 
retailing will ugge 
making that blueprin 
into reality 

NADA fo: 


lighting Ou 


"| DISTRIBUTORS 
“=| WANTED! 








Service Sessions Jan. 29-30 


VCE essior 
29 and 30 


by servi 





both panel 

Vince T. Bake 
author and lect 
ale ‘ on 

e demand 
and psychologs 
elling 

The cony 
open Jan 
Frank Yar NLY $595.00 


FOB. Factory 


CLEARSPRAY 


CAR-WASHER 


Here is the chance of a lifetime for a progressi 
clusive distributors are wanted in most states t - 


service stations this ! 


popular car washing machine. The 
only $595.00 and iat 


igt juality product with pre 
satisfaction. Large 


yearly earnings are assured to 


firm. There are no investments or deposits requir 
have to be able to finance easy payment plant 


information, write or wire 


McGEE NATIONAL SALES CORPORATION 


eamentt 2142 K STREET, NORTHWEST © WASHINGTON, D< 
Wolfington 
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ADVERTISERS’ 


The Advertisers’ Index is published as a convenience, and not as a part of the advertising contract. 
Every care will be taken to index correctly. No allowance will be made for errors or failure to insert. 
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COMING-—the all NEW 1955 


| | 
| 
| Oo ge. eer 
| | | | 
Ly Wedd) 
{ \ { - Ll 
The Advertisers’ Indea ta published as a 


conventence, and mot ar a 
Correctly, Wo allowance wilt be made for ervore or fatlure to smacr' VACUUM CLEANER 
rao { 


correctly. No allowance will be made for erro r fatlure to tmaert 


NEW DESIGN, 

NEW USES, 
NEW COLORS, 
NEW CONVENIENCE 


PULLMAN VACUUM CLEANER CORP. 
BOSTON 19, MASS. 


. 


~~ 


caZca WHEEL BALANCING WEIGHTS 
1S fer TRUCKS ond BUSSES 


Ps SALALT Fo , - : , 


( 
(Gas } 


ae 
pee 


[--sranoano OF THE TRADE” 
For PASSENGER CARS 
TRUCKS AND BUSSES 


ron PASSENGER CARS 


NEW SNUGL CLIP 
New 


ugn * jive at jog g 
has been OK'd by Tube 
less Tire Manufocturers 
See Us At The 
PACIFIC AUTOMOTIVE SHOW 
Los Angeles, Feb. 24th-27th 


ooths 256-257 Porsonger (ars 
eye l WHEEL 
_ Snug WEIGHT MFG. co. 


— 
Divison of Mid Western Auto Ports 


KOKOMO, IND. OGreveway WHITTIER, CAL. 





i 

‘ 

t 

t 

1 

; Pane 

tailor mode | fit 9 i . 

‘ ' ‘ ‘ ' 
‘ 

' 

i 
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THE HIRSIG ORGANIZATION 
SALUTES 


FLORIDA 


AUTOMOTIVE STATISTICS 
Total Vehicle Registrations 1,300,592 
Gallons Gasoline Used 1953 1,139,032,000 
New Car Dealers 651 
Independent Garages 2,016 
Service Stations 5,090 
Miles of Paved Roads 24,386 
Hirsig Managers 3 
COVERAGE MAKES SALES 
These Hirsig district managers cover portions of the 
State of Florida, rendering complete and effective serv- 
ice to jobbers and manufacturers on all Hirsig lines. 


ot @ 


EARL STANLEY DOUG COLE RABUN THOMPSON 


The Hirsig organization covers all of the ten Southeastern 
states just as intensely as they cover the State of Flori- 
da. The ten states covered are Florida, Georgia, South 
Carolina, North Carolina, Virginia, West Virginia, Ten- 
nessee, Kentucky, Mississippi, and Alabama. 
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10rP 
PELRKORMERS 


-. 


@ A FAST SEATING 
COMPRESSION RING 


@ A SOFT PRESSURE 
OIL RING 


(1) The Hastings tor nal 


HASTINGS MANUFACTURING COMPANY, HASTINGS MICHIGAN ~- HASTINGS LTD, TORONTO 


a. HASTINGS mm 


TX 


ping + Gentle on cylinder wails 


® 








, "55 Engines. 60% 
AL-STEEL OIL RINGS 
ith the BIG SWING to 


types embodying .. . 





--- now you can get it in the new 


Expansion Type 
all-stee! oil rings bring vou these 
9 IMPORTANT ADVANCEMENTS 


Duomatice is a new concept Circumferential Expansion for maximum performance. 
| 


in ring design.” It combines the 
; /, Combination spacer and expander 
functions of both expander and spacer 
for easier installation. 


rings inte one tamit... bringing to 
the dual job an advanced automatic Chromium plated steel rails for long life. 
y 


verformance that in 9 important wr 
I i /. _-Conustant wear take-up for maintaining efficiency. 
ways creates anew erain ritiu ‘ 


efliciency. Ramco duomatic €-9 all - < Control of oil with dishing-spreading action of rails 
steel oil rings are ready now for \ ; for uniform lubrication. 


re-ringing “55 V-8's. With Rames 
e : Contormability to evlinder wall with constant 


circumferential expansion there is a 
y response for long life. 
multiplication of contact points on 
the chrome rails of approximately Complete side-ol-groove sealing contact. 


9 times that of present day 








\ \ Correct quick seating without excessive 


conventional expander rings. Result 
(wali) pressure. 


is a new degree of even, continuous 
low pressure that makes possible Contact equality for even pressure distribution. 
unheard-of oil economy without 


d 4 ’ I ce l che wi IIs. 
ee ee a ae the Circumferential Expafision principle 


on which we have spent 15 yeags of research 
and 2 million dollars and holdfan original patent 
dated 1940, again confirms KRgmceo’s Engineering 


*Patent applied for 


LG today’s re-ring jobs * RTC for fleet re-ring jobs * Gor tomorrew’s re-ring jobs 


/.5.A 
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